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The Beaver No. 102—PD Wide-Roll Pipe 
Cutter is made especially for power drives. 
Makes fast, easy cuts with guaranteed track- 
ing. Range %" to 2”. 


The Beaver 77 Power Drive Threader is 


DES | G NED FO ® ideal for use with Model-D. Dies can be 


opened up. There’s no backing off. Range 


ONE-MAN OPERATION AND PORTABILITY... 4” to 2”, pipe, bolts or conduit. 


APPROXIMATELY 100 POUNDS NET WEIGHT! Aluminum-alloy housing and chuck make the Beaver 
the lightest, smallest, all-purpose power drive now avail- 

ALL GEARS RUN IN OIL! able. The flat top serves as a tool tray. Large side openings 
é q ! act as motor ventilation and hand grips for easy moving by 
TROUBLE-FREE, HEAVY-DUTY CHUCK! one man. Chuck is trouble-free with tons of gripping pres- 
ADEQUATE MOTOR VENTILATION! sure. Attractively finished in baked enamel, this new Beaver 
unit can work on the bench, on the truck or with pipe legs 

CONVENIENT OPERATOR SWITCH! on job locations. Parts are interchangeable with Beaver 
Model-C power drive. Write today for full information. 

SAFETY-LOCKED SWITCH LEVER! ” Y ” 


BRONZE SPINDLE BEARINGS! 


Model-D with drive shaft 
geared tools will cut and 
thread up to 8” pipe. 


216-300 DANA AVENUE - WARREN, OHIO, U. S. A. 
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LUCKY 7-It’s been a 
lucky number for a Hart- 
foid distributor since a 
new system has made use 
of a 7-part invoice-ship, 
ping form. Page 84. \ 


—s 


SELL RESULTS not 
only products A Pitts 
burgh house has been im 
parting this philosophy to 
their salesmen. For the 
whole story, see page 102 


_— 


QO. & A. SESSION with 
P.A.’s is the way a Chi 
cago salesman found out 
what they thought of him 
You can find out, too, by 
turning to page 82 


a 


READ FOR PROFTT— 
news means sales. On page 
SS, vou'll see how thes 
two statements are fol 
lowed, with good re 


by a North Carolina 


Ian 


+ 


SEEING is mor 


lieving—in the opinion of 


than be 


an Oregon salesman. Pag« 
86 tell how a “tour 
through his customer 

plant gave him even more 
confidence in the product 


he S¢ I] 


FAST SERVICE from a 
ran h Walt hou c has T¢ 
ilted from installation of 

teletype machines. A Buf- 

falo distributor tells how 

on page 110 


_— 


KEEPING AHEAD) of 

shipments is achieved by 

easy-to-use inventory files 

Read about a Connecticut 

firm’s perpetual inventory 
tem on page 106 








_SALES MEETINGS, 
handled just a little differ 
ently, have sparked sales 
for an Indiana supply firm, 
You'll find out their for- 
mula on page 98 





Sales Forecasting .... 
Talk of the Trade. . 


Fditorial 


REGULAR FEATURES 


Supply Sales Trends......... 114 News 
Price Index 


The Outlook for Business...... 120 


118 Selling Is My Business 
On the Market Today... . 





the BETTER 
fastening method. 


FLAT 
HK SOCKET SCREWS ARE: . 


* Held to Class 5 Thread Fit . . . Individu- \ 3 HEAD 
ally hand inspected. Socket Cap Screw 


# GUARANTEED TO GIVE 
UNFAILING PERFORMANCE. 


HK SOCKET SCREWS ARE 


* Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 


. ity controlled in Holo-Krome’s own 
ysical and Chemical laboratories. 


Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


HOLO-KROME 


socitey se REWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Flexmount Sections 
Are Now Stocked by 
Many Distributors 


An innovation which revolution- 
ized the selection and ordering of 
light duty conveyors is now of- 
fered by many Link-Belt dis- 
tributors. With positive action 
Flexmount Oscillating Conveyors 
now available in any length, an 
entire system can be chosen from 
Link-Belt's line of stock sections 

Consider the advantages to 
users: fast delivery, no delay for 
tailored engineering, choice of 8, 
12, and 18 in. trough widths, 
lower initial cost. And a minimum 
of moving parts assures continued 
low maintenance. Flexmount Book 
2478 has complete selection and 
application data. 








LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta + Colmar 
Pa. + Houston + Minneapo- 
lis + San Francisco + Los 
Angeles + Seattle. 


Offices in Principal Cities 
13,280 

















How Link-Belt Serves 
Metalworking Field 


The more than 50,000 factories 
in the metalworking field annual- 
ly spend millions of dollars for 
conveying and power transmission 
machinery. With industry's broad- 
est line, Link-Bele distributors 
can find fertile territory here. 
Every plant is a prospect for Link- 
Belt’s many types of conveyors, 
elevators, drives, bearings, and re 
lated power transmission products 


'PLV. Speed Changing is 
Always Positive, Stepless 


| With its ability to accurately main 
tain any speed within normal 
operating range, P.1.V. offers 
your customers Maximum working 
capacity at full 


* Sales rated horse 
Meeting power. Link 


Belt's exclusive 
in Print self-tooth form 
ing chain is su 
perior to friction type power 
transmission in assuring positive 
: ’ speed settings. That's why lor 
Flexmount conveyor with con- products demanding delicate or 
stant-stroke eccentric drive , . sensitive processing, P.I.V. has un- 
smoothly conveys products for All metal P.I.V. Drive pro . 7)? . 
, ; vides quiet speed control, equalled advantages. 
merly considered difhcult to aeois linke euantion . Using te 
move. Leak-proof, all-metal Jsing manual, electric, pneu 
trough is easily mac le « dust proot ' matic or hydraulic control, P.1.\ 
permits exact machine speed 
changing at an infinite number of 
RC Cou lin S are re Leaders settings. Total enclosure in a cast 
Dp iron housing provides steady per 


formance regardless of atmospheric 


in Broad Link-Belt Line sys addition to the line 


shown in Book 2274 is the No. 6 
for 20 and 50 hp drives .. . avail 
able in 3 types: H-G basic, HG-6 
with input or output gears, and 
HGG-6 with input and output 
gears all described in Folder 





Exclusive design of Link-Belt's are several different models in 
RC Flexible Coupling offers both types, ranging in applica- 
load equalization, proper balance tion from light to heavy loads 
at high speeds and effective com and from low 
pensation for end float and mis to very high 
alignment. Its simple, single- speeds. For 
width chain and divided rollers any need, 
assure smooth, economical per- Link-Belt can 
formance. Sizes are available for ; provide the 
any rating from fractional to right shafe 
1000 hp coupling 
Link-Belt also offers other flex Flexible 
ible and rigid couplings. There Roller Chain 


eso 


Geored flexible Rigid keyless Revolving hous- Revolving hous- Stationary 
compression ing (metal) ing (plastic) housing 


f 
Slats in the self-tooth-forming 


Tope A Type B Rigid ribbed chain are free to move laterally, 
flexible flexible thonged = compressien either singly or together 








Bearings, chain, couplings Enclosed drives: herring- 
power trans- bore, worm, helical, fluid, 
gearmotors, and P.I.V 


Chain conveyors of every Screw conveyors—simple, 
type—the most complete compact, economical to and other 
chain line. install and operate mission equipment. 
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VERYBODY WANTS 


a THREADWELL’ 
38° TAP MANUA 
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56 PAGES OF & 
* “TAP FACTS ™ 
\ 


eT yours NOW! 


THREADWELL TAP & DIE CO. 
GREENFIELD, MASS. U.S.A, 
I'd like copies of the new Tap Manual. 
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The Cover 


“In his quiet, self-effacing way, Mr. 
McCorkindale is a true public serv- 
ant.” That capsule comment can be 
proved by just a partial list of the ac- 
tivities he has headed. His untiring 
effort in helping to set up a mental 
health clinic in Holyoke is a truly 
great contribution to the community. 
On page 112, you'll read how he found 
a “new field for public service”. 





Publisher 
Arch M. Morris 


Editor Wale F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
Associate Editor D. A. C. McGill 
Associate Editor Robert Slater 
(Chicago) 
Assistant Editor George L. Bottari 
Assistant Editor J. Van Ness Philip 
Assistant Editor Leugel Foss 
Directory Editor Jonathan W. Koontz 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. C. 

McGraw-Hill World News Bureaus in 
principal cities. 





District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. FE. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; H. L. Keeler, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 





August, 1953 Vol. 43, No. 8 
industrial Distribution 
Member of ABC and ABP 
(formerly MILL SvPriies with which are 
consolidated INDUSTRIAL SBLLING, INDUS 
DISTRIBUTOR AND SALESMAN and 
MILL SUPPLY SALESMAN 
founded by Ernest H. Smith) 

Published monthly with an additional irector 
number in December by McGraw-Hill Publishing 
Company, iInc., James H. MeGraw (1860-1048 
Founder, Publication Office, 99-129 North Broadway, 
Albany |, N.Y. 

Executive, Editorial and Advertising Offices: McGraw- 
Hill Building, 330 West 42nd St., New York 36, N. Y 
Curtis W. MeGraw, President; Willard Chevalier, Ex 
ecutive Vice-President; Joseph A. Gerardi, Vice-Presi 
dent and Treasurer; John J. Cooke, Secretary; Pau 
Montgomery, Senior Vice-President, Publications Divi 
sion; Ralph B. Smith, Vice-President and Editorial Di 
rector; Nelson Bond, Vice-President and Director of 
Advertising; J. E. Blackburn, Jr., Vice-President and 
Director of Circulation. 

Address correspondence to J. E 
Blackburn. . Director of Circulation, Industrial 
Distribution, 99-129 N. Groadway, Albany |, WN. Y., 
or 330 W. 42nd St., New York 36, N. Y. Allow one 
month for change of address. 

Subscriptions are solicited only from persons engaged 
im the distribution end sale of industrial equipment 
tools and mill supplies. Position and company con 
nection must be indicated on subscription orders 

Single copies 50¢. Subscription rates—United States 
and possessions $3.00 a year, $4.00 for two years, $5.00 
for three years. Canada, $5.00 a year, $8.00 for two 
years, $10 for three years. Other Western Hemisphere 
countries $10.00 for one year, $16.00 for two years 
$20.00 for three years. All other countries $15.00 a 
year, $30.00 for three years. Registered as second-class 
matter April 10, 1948, at the Post Office at Albany 
‘. ¥., under Act of Mar. 3, 1879. Printed in U.S.A 
Copyright 1953 by McGraw-Hill Publishing Co., Inc 
All rights reserved. 


‘ 














"PRODUCTION |  aanmeMane ‘ERIMENTAL ' TOOLROOM 


6 
e+ 


i 


a 


Open all doors and you'll make more sales of Atlas 
drill presses. In every plant, ask every department where 
tools are used, and you'll uncover many good prospects 
—particularly when you present these Atlas features for 
handling their particular requirements. 


@ 4 ball bearing “floating drive’ — for longer service 

@ Extra-heavy base, and bigger head with column bearings 75” apart 
— more rigid 
Wider-spaced spindle bearings for greater accuracy 
Quick-positioning depth-control stop 
Neoprene quill-stop bumper 


Coordinate-type quill lock 


Atlas gives you more sales features for production, tool room, main- 
tenance, experimental, and repairs than any other 15” drill. Keep it 
in mind when you make your calls this week. It will pay off in addi- 
tional sales. 





ATLAS PRESS COMPANY 


828 N. PITCHER ST. e KALAMAZOO, MICH. 


( DEPENDABLE QUALITY TOOLS SINCE 1911 
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DODGE-TIMKEN 


vI 





A JOINT ENGINEERING 
Wx BY DODGE AND 
LIER BEARING COMPANY 


®@ All-Steel construction 

® A new Timken bearing design 

® High radial and thrust capacities 

® Compact— minimum dimensions 

® Minimum weight with maximum strength 

® Fully self-aligning with spherical outer race 

® Both expansion and non-expansion types 

® Adapter mounting, proven through the years 

® Double piston ring seals 

® Sealed both on and off the shaft 

®@ Fully assembled, permanently adjusted, lubricated 
and sealed at the factory 








HEAVY DUTY 
CAPACITY! 


LESS SPACE! 
LESS WEIGHT! 





Here are the bearings for industry's toughest 
jobs. High radial and thrust capacities. 
Stamina to take heavy shock loads. And all- 
steel construction packs this load-carrying 
capacity into less weight and less space. 
Engineers are already specifying ‘Dodge- 
Timken All-Steel’’ for some of America’s 
largest projects. Write now for detailed infor- 
mation on these new bearings. 

DODGE MANUFACTURING CORPORATION 

500 Unien Street, Mishewoke, Indiene 


THE TRANSMISSIONEER is featured in 
every Dodge advertisement. Prospects 
are urged to call the Transmissioneer 
for information about the products ad- 
vertised and news of latest develop- 
ments in power transmission machinery 


of Mishawaka, Ind. 
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SALES FORCASTING—HOW ITS DONE 


By The Economics Department 
McGraw-Hill Publishing Co. 


_— 100 business statisticians and 
market researclics representing 
more than 60 firms, from basic metals 
producers to retail food chains met 
recently at the second annual Confer 
ence on Business Statistics at the 
Wharton School of the University of 
Pennsylvania. The reason: to exchange 
ideas and techniques of sales for 
casting. 

Here is a summary 
techniques used by these forecasters 

There are three major types of 
statistical forecasts: the lead-lag rela 
tionship, the correlation with gross na 
tional product, and the share of in 
dustry approach. 

Many companies have found that 
the best method is the lead-lag rela 
tion. A company’s sales follow by 
about three to six months the pattern 
of some general economic indicator 
For example, companies selling light 
ing fixtures for new houses find that 
their sales follow the trend of housing 
permits by three to six months. ‘This 
means that if the statistician of the 
lighting fixtures company knows 
what’s happening to housing permits 
today, he can predict sales of his com 
pany’s products six months from now 
Of course, it isn’t as simple as the 
above statement. It may take months 
to find a series which leads the busi 
ness. Even then, mathematical rela 
tionships have to be worked out 
Sometimes the lead-lag relationship 
disappears after years of working with 
it. But statisticians who can come up 
with a lead-lag relationship for thei 
company think it’s a sure way to su 
cess. 

A simple correlation between sales 
and some overall economic indicator 
is the technique generally used today, 
when no lead-lag relationship can be 
found. If company sales figures are 
in dollars, the indicator is usually 
Gross National Product. If the figures 
are in physical units, the Federal Re 
serve Board index of industrial produ 
tion can be used 

For such a relationship to be valid 
sales must move along with GNP or 


of the various 


the RB index over a series of years. In 
other words, sales move up or down at 
the same time the more general eco- 
nomic indicator moves up or down. 
There is no lead here. To forecast 
sales the statistician must make a 
good forecast of the general indicator. 

Estimates of what the GNP or the 
RB index is going to be next year, 
five vears from now or ten years ahead 
are available from a number of busi- 
ness publications or economic services. 
It is easier to get a reasonable projec 
tion of GNP than it is to make an in- 
dependent estimate of sales for a par- 
ticular business 

However, sales forecasts made by 
correlation with GNP may prove inac 
curate for a number of reasons. The 
company may run ahead of its com- 
petitors, and so get more of the na- 
tional market than in the past. Or a 
company’s prices may have risen faster 
than the national average. All the sales 
forecaster can do is make arbitrary 
allowances for these special circum 
stances 

The third arithmetic method of 
forecasting sales is to estimate a com- 
pany’s share of a total market which 
is pretty well known. ‘Trade associa 
tions usually release estimates of total 
their industry for the year 
thead. If a company has maintained 
| fixed percentage of industry sales in 
the past, then it is simple to apply 
this percentage to the industry total 
ind figure out what sales will be next 
\VCal 

But what if the company gained a 
bigger share of the pie last year, or it 
lost out to competitors? Some ad 
justments would have to be made in 
the figures. What if it plans a big ad 
vertising program for next year? The 
forecaster would have to take that 
factor into account when estimating 
sales for the next vear. 

The easy way of forecasting is to 
hire a consultant for the job. Medium 
sized and smaller companies usually 
handle it this way. There are a number 
of economic or market research groups 
who will do all of the work involved 
in making a forecast, for varying fees 
Chey will probably base the forecast 
on one of the three statistical methods 


sales of 
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mentioned above plus some market 
surveys. This saves the company sales 
department all the headaches of test 
ing and correlating series, but it also 
costs a good deal, and some famil- 
iarity with company problems is sac 
rificed. 

The consumer survey is another way 
to forecast sales. A sample of consum- 
ers is queried on what they plan to 
buy: what price line or what brand. 
The consumer may be a manufacturer, 
a dealer or the ultimate consumer of 
a product. In any case, the consumer's 
purchases fluctuates with the eco 
nomic climate. ‘Today he may _ be 
ready to buy, but tomorrow he may 
have cooled off. This is as true of busi 
ness plans to spend on capital equip 
ment as it is of housewives’ intentions 
to buy refrigerators. Direct con 
sumer surveys catch these changes in 
mood which cannot be measured in 
statistical forecasts. 

The dealer survey is another direct 
measure of demand. All dealers are ap 
proached and asked how much of a 
company’s products they expect to 
buy in the next year. Their reports 
are added up, and the total is an esti 
mate of what sales mav be. Some of 
the larger companies now do this type 
of survey but only take a sample of 
their own dealers. Based on the sam 
ple, they blow up the results to a na 
tional figure. But dealers change their 
minds, too. When a competitor puts 
on a big advertising campaign or gives 
something away free, this can ruin a 
forecast based on a recent dealer sur 
vev. 

Inventories in the hands of dealer: 
play an important part in any forecast 
The problem is how to find out about 
the inventories in dealers’ hands 
Some companies put a warranty card 
on every unit turned out. If the ulti 
mate consumer returns the warranty 
card, he is promised free service for a 
year. When the card comes back, it 
tells which dealer made the sale and 
in what region he was. By comparing 
the record of this dealer's sales with 
the record of shipments to him, the 
manufacturer has a good check on hi 
stocks 


(Continued on page 10) 





QUESTIONS 
INTO PROFITS 


Introduce your new Lunkenheimer Handwheel—and sell 
your Lunkenheimer Valve Line — by asking questions. 
The new “Non-Slip” Handwheel is a “natural” for easy 
question-answer selling. Good questions get you into your 
sales story fast and gracefully . .. enable you to control 
the interview. There’s just one thing to remember: Ask 
questions that you know the customer will answer “yes.” 
Try these... 

Have you ever had leakage trouble because vaives 

were not tightly closed? 

Are there any valve installations in your plant where 

the handwheels—or the operators’ gloves—are usually 

greasy? 

Do you handle any viscous liquids that make valves 

hard to close? 
These questions give you an easy opening to tell how 
the new “Non-Slip” Handwheel provides a firm grip, 
even when wet and greasy... makes it possible to prevent 
leakage by closing the valve tight. 

Do you have valves in service on hot lines? 

Have you ever touched a hot valve stem? 
These questions give you an opening to tell how the 
new “Non-Slip” Handwheel is cooler than old style hand- 
wheels . . . how the handwheel is raised to provide a 
firm grip with no danger of burns from the top of a hot 
valve stem. 
Work out your own variations of this method of selling 
and put them to work immediately. Your new handwheel 
will help you turn question marks into dollar signs. 
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“non-slip HANDWHEEL 


CLOSES 
VALVES 
TIGHT! 


With this revolutionary new handwheel design, or- 
dinary hand pressure closes the valve absolutely tight, 


PREPARED BY 


thus preventing leakage. 


Rounded lugs provide a firm, comfortable, secure grip 
' LUNKENHEIMER 


even when the operator’s hand is wet or greasy. And 
the “Non-Slip” Handwheel stays cool — does not trans- 


mit excessive heat to the outer rim. Operator’s hand Sy J447 355 aa) | 


cannot touch the top of the valve stem, which may be hot. 
Only Lunkenheimer Valves have the new malleable LUNKENHEIMER 
iron “Non-Slip” Handwheel. Illustrate its amazing per- 


formance to your customers. Show them how it saves ; 
DISTRIBUTORS 


money by eliminating one of the most common causes 
of valve leakage. 
WRITE FOR OUR NEW CIRCULAR 501 describing the advanced 


“Non-Slip” Handwheel and demonstrating its outstanding features. 


The Lunkenheimer Company, Box 360U, Cincinnati 14, Ohio. 


THE ONE VCAT NAME IN VALVES 
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SELL DUMORE 


Self-Contained Air 

No cumbersome air lines to hook up. 
Simply plug into electrical outlet. 
Buile-yo rotaty ait compressor ad 
vances drill at required speed and 
feed for mew resistance drilling, 


New Resistance Drilling 
Provides completely automatic oper 
ation. Self-compensating contro of 
drill by combined action of Air Feed 
Pressure Regulator and built-in re 
turn spring allows material being 
drilled to govern rate of drill feed 
and speed. 


Adjustable Stroke Control 

Select depth of stroke by adjustable 
stop nuts. Allows measured eget 
drilling from 1/32” to 1-1/8”, Can 
be controlled to .004” preciseness 


Air Feed Pressure Regulator 

Permits adjustment of pressure up 
to 15 P.S.1. Allows for variation in 
drill size. This simple control governs 
rate of drill advancement in work 


Automatic Chip Clearance 
Depth Staging feature provides re- 
traction of drill at proper intervals 
for chip clearance. Prevents drill 
breakthrough, practically eliminates 
costly drill breakage. 


yUMORH Maximum Drilling Production 
s Automatic operation of drill allows 
free use of operator's hands. Fast, 
one-time setup makes this machine 

ideal for simultaneous operations. 


Motor manufacturer doubled out- Unusual yr ty bronze nozzle Sound equipment manufacturer 


ut on armature shaft drilling. holders. Labor costs slashed $75 cashed in on big savings. Cut 
Decreased drill breakage 25 times. on first run of 5273 pieces, drill breakage to the bone. 


bbe can win new customers and please Demonstrate this profitable tool. Show 
old ones, too, with the Dumore auto your customers how it eliminates oper- 
matic drill head. This remarkable tool ator guesswork and provides completely 
enables your customers to cut down-time automatic control with flexibility of set 
delays ... virtually eliminate drill break up... at low cost. 

age write new low standards for And remember — Dumore workman- 
minimum scrap losses. Most important, ship and Dumore distribution policy give 
small diameter, deep hole drilling pro you an unconditional guarantee of qual 
duction is increased ity and profit. 


THE DUMORE COMPANY 
1321 Seventeenth Street * Racine, Wisconsin 
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Sales Forecasting . 
How It’s Done 


(Starts on page 





The panel method is a third for 
casting technique. Members of vari 
ous related industries are brought to 
gether by an outside research agency 
to discuss their needs for the next 
vear. Firms selling to these industries 
can thus estimate how much business 
will be available. For example, a but 
ton manufacturer may get a research 
group to sponsor this type of meeting 
Ilis customers — manufacturers — of 
women's coats and suits, men’s coats 
and suits, sportswear, shirts, ctc. 
put some magnitudes on the size ot 
their business for the next year. Based 
on these reports from the panel incet 
ing, the button manufacturer csti 
mates the total demand for his prod 
uct. 

The personal evaluation method, 
sometimes called the seat of the pants 
method, is still the most widely used 
in industry. ‘The sales manager asks 
his sales force to estimate how much 
cach one expects to sell next year. ‘The 
statistician gets all the reports. He 
totals them. But before he does that, 
he evaluates each man’s report. If one 
salesman has been pessimistic in the 
past, an upward adjustment is needed 
in his figure. If a salesman has been 
too optimistic, the statistician cuts 
his estimate. 

Chis points up the need for using a 
combination of statistics and judg- 
ment rather than relying exclusively 
on one or the other. Most of the 
forecasters at the Conference used a 
combination of the several methods 
outlined above. Some clement of 
judgment enters into every forecast 
But in the majority of cases, far more 
attention is being given to statistical 
data and statistical methods than was 
the case even a few years ago 


Business Prospects 
For 4th Quarter 


Sales and earnings for the fourth 
quarter of 1953 will be favorable, and 
in many instances better than for the 
fourth quarter of 1952 according to a 
preponderant majority of 1281 busi- 
ness executives of substantial corpora 
tions interviewed in a survey con 
ducted from June 9 through June 19, 
1953 by Dun and Bradstreet. More 
than six out of every ten of these ex 
ecutives expects that the level of sales 
transacted by his particular company 
will be higher, and those who expect 

(Continued on page 14) 





PROOF OF 


In the OEM field Durkee-Atwood V-Belts have been 
selected by a variety of industries—are factory-installed 
components for farm implements, appliances, machine 
tools, air conditioning and refrigeration, power lawn 
mowers, and other applications. These outstanding 
manufacturers are demanding in their requirements. 
They impose critical tests and conduct exacting inspec- 
tions to assure the same high quality in parts and equip- 
ment from their suppliers that they insist upon in their 
own manufacture. 


Selection of Durkee-Atwood V-Belts as original 
equipment for power transmission by these leading 
manufacturers is significant of D-A quality. This proof 
of quality by original equipment manufacturers is proof 
of quality for the distributor, also—for all industrial 
users of V-belts. 


Investigate what's in it for you with a Durkee-Atwood 
Industrial V-Belt franchise—write today for detailed 
proposal! 


Factory Warehouse Stocks: 


Atlanta, Chicago, Cleveland, Dallas, 
Jersey City, Minneapolis, Oakland 


DURKEE-ATWOOD V-BELTS 


SELECTED FOR ORIGINAL 
EQUIPMENT BY THESE 


LEADING MANUFACTURERS 


AGRICULTURAL EQUIPMENT 
Blackwelder Mfg. Co. 
Bolens Products Division, 

Food Machinery & Chemical Corp. 
J. |. Case Co. 
Dearborn Motors Corp. 


Detroit Harvester Co., Implement Division 


Dobbins Mfg. Co. 

Harry Ferguson Inc. 
Hart-Carter Co. 

H. D. Hudson Mfg. Co. 
International Harvester Co. 
Jari Products, Inc. 
Minneapolis-Moline Co. 
Oliver Corp. 


AIR CONDITIONING— 
AIR COMPRESSORS 


Electric Sprayit Co. 
Hussman Refrigerator Co. 


Kellogg Division, American Brake Shoe Co. 


Quincy Compressor Co. 
Reed Unit-Fans, Inc. 
U. S. Air Conditioning Corp. 


APPLIANCES 

Beam Mfg. Co. 

Borg-Warner Corp., Norge Division 
Speed Queen Corp. 

Thor Corp. 


MISCELLANEOUS MACHINERY 
Atlas Press Co. 
Delco Appliance Division, 
General Motors Corp. 
The Hoover Company 
Kingston-Conley Division 
The Buda Company 
OFFICE EQUIPMENT 
A. B. Dick Co. 
Ditto, Inc. 
International Business Machines Corp. 
POWER LAWN MOWERS 
Jacobsen Mfg. Co. 
Toro Mfg. Co. 
Heineke & Co. 


ROCK CRUSHERS 


Diamond Iron Works, Inc. 
Pioneer Engineering Works, Inc. 
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AN INSPECTION STATION—CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


It’s profitable to help your customers set up an inspection 
station, laboratory, toolroom, gage room or assembly line 
with standard, ready-made HALLOWELL Shop Equipment 
Just lay them out with standard units to fit requirements 
and write your order. STANDARD PrREssED STEEL Co., 
Jenkintown 13, Pa. 


Che Sylecah Gar + W SIAR FOR THE FUTURE + eaten teen 


CEYELNTAT SHOP EQUIPMENT DIVISION 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 


2. Stools and Chairs 








/ 
nnd 
PROTO means 
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MITI-MITE | 
Mogaene Base Tools 


A New JUFAYN LINE 


that gives you something to tell... 
plenty to sell 


There's hundreds of uses in every shop for “Miti-Mite” 
magnetic base tools. Lufkin gives you a complete line to 
sell. The powerful permanent magnetic bases attract im- 
mediate attention. Display them in your showroom, take 
one tool along on calis. The interest created will make 


FO 


BOOKLETS and PORTABLE 
CATALOG PAGES DE-MAGNITIZER 


Available No. $00 
Send for a quantity. of 
Miti-Mite booklets for 
trade, and 
mo paesteiiieciam: >: 4 POWER 
Oe oes MAGNIFIER 
with Lufkin’s nation- i oon 
wide advertising y ; 


Program. 


sales 


PORTABLE 
HANDI-LITES ) =) 


No. 200 Standard No. 250 
50 Ib. pull Heavy Duty 
100 Ib. pull 


INDICATOR 
HOLDERS 


No. 100 Standard No. 101 No. 150 
50 Ib. pull Fine Adjustment Heavy Duty 
50 Ib. pull 100 Ib. pull 


SELL JUFAIA tarts + nutes © precision roots 


252 THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City © Barrie, Ontario 


SOLD ONLY THROUGH DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © AUGUST, 


1953 





Sales Forecasting 
How It’s Done 


(Starts on page 7) 





increases in the level of profits after 
taxcs outnumber those who anticipate 
decreases by nearly three to one, com 
paring the expected results for the 
last 3 months of 1953 with the clos 
ing quarter of the preceding vear. 

Executives who were interviewed 
during mid-June, 1953 by Dun & 
Bradstreet were asked whether they 
thought that the levels of their sales, 
net profits after taxes, selling prices, 
levels of inventories and numbers of 
their employecs would be higher, the 
same, or lower for the last 3 months of 
1953 than the fourth quarter of 1952. 
Manufacturers were also requested to 
compare the expected direction of 
their new wrders. ‘The interviewers 
were held with a country-wide random 
cross-section of larger, representative 
business concerns. 

For all concerns interviewed, those 
who expect that fourth quarter 1953 
sales will be as good or better than 
for the fourth quarter of 1952 out- 
numbered those who expect decreases 
in sales by more than six to one; with 
62 percent of the executives expect- 
ing increases, 24 percent anticipating 
no change, and 14 percent looking for 
declines in the level of their sales. 

The survey seemed to reflect only 
minor variations in sentiment toward 
projected sales levels among manu- 
facturers of durable and manufacturers 
of nondurable goods. For these 
groups, those who expect sales in 
creases include 65 percent of the 
manufacturers of durable goods sur- 
veyed, as compared with 64 percent 
of the manufacturers of non-durables. 
An additional 21 percent of the manu 
facturers of durable goods and 24 per- 
cent of the manufacturers of non-dur 
ables are of the opinion that there will 
be no change, while 14 percent of the 
manufacturers of durables and 12 per- 
cent cf manufacturers of non-durable 
goods are of the opinion that their 
fourth quarter sales will be lower in 
1953 than for the 1952 period. 

As for expected trends in new or 
ders 56 percent of all manufacturers 
consulted expect that the volume of 
new orders in the quarter will exceed 
the amount of new orders received in 
the fourth quarter of 1952, with 31 
percent expecting no change and but 
13 percent looking for a lower amount 
of new orders. Views of manufac 
turers of both durable and non-du- 
rable goods toward anticipated in 
creases in new orders are similar. 

Opinions of retailers and whole 

(Continued on page 18) 





Illustrated are but a few of the many popular W & B 
drills. Complete lines of steel drills, screw machine 


Je Vi vg i mony other drill nate ore pa 
stock and sell 
the right drills 


for Cast Iron 


For short runs, Hercules High Speed drills will effi- 

» ciently perform any general drilling operation in 

ORK, ; : ; ” 

She cast iron. They are availabie in diameters from 'As 
mk) to 3'A” and in letter sizes from A to Z. 


Where highest drilling efficiency and uninterrupted 
service on longer production runs is a customer 
requisite, carbide drills are the best answer. Avail- 
able in diameters from Ve" to 1%" —stock them for 
complete customer service. 


Hercules High Speed Straight Shank Jobbers' Length 
Drills when used for drilling cast iron provide the 
same high quality performance characteristic of 
longer length Hercules drills. They can be stocked in 
diameters from 44" to A". 


Carbide Jobbers' Length Drills assure your customers 
more holes per grind, faster cutting and increased 
production per hour on long runs. For increased cus- 
tomer satisfaction stock and sell these carbide drills 
in diameters from Ye" to 2" 


Hercules High Speed Three and Four Flute Core 
Drills are specifically designed for efficiently enlarg- 
ing cored, drilled, or punched holes. Stock and sell 
Hercules Taper Shank Core Drills in diameters from 
%”" to 3” and straight shank type from 4" to 2” 
diameters 


On long production runs, carbide core drills are 
recommended for lowering production costs. They 
will provide more holes between grinds and thus 
longer uninterrupted service. Carbide Core Drills ore 
available in diameters from 2" to 1'”". 


“Makers of Gine Tools Since 1848" 


WHITMAN & BARES 


LYMOUTH, MICHIGAN 
NEW YORK CHICAGO LOS ANGELES « HOUSTON 
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No. 1495 
All Angle Elec. Drill % in. 


Vee 
&. No. 1579 


BM ) HEAVY DUTY ELEC. DRILL I in a 
[ 7 wa) 


| uJ 
; cio 2 Nos. 1525—1480 %% in. 
{ , HEAVY DUTY ELEC. DRILL 
\4) D ‘ 


Nos. 1550-1560-1575 TOP QUALITY 
Y% in., % in., % in. 
HEAVY DUTY ELEC. DRILL t LECTRI C 
Nos. 1548, '/ in.—1541,¥% in. 
ELEC. DRILL 
it p= DRILLS gg 


No. 1510 A in. 
No. 1517 % in. No, 1485 
No. 1519 “i in. Pistol Type 


HEAVY DUTY Elec. Drill 4 in. 
ELEC. DRILL 


The Inside 
Tells the Story 
of 


Balanced Power... AI te Meeiietillen trainings 
e sy % Permanently lubricated. 
Rugged Constr uct ion LS * Three-conductor cord, for ground. 
* Cyclone fan, increased ventilation. 
* Heat-treated gears to increase 
durability. 
% Durable aluminum 
metallic finish. 
* Momentary safety 
switch. 
bey “ pod * Oil packed and sealed. 
OVER * Ball bearings. 


Sold only through Authorized SIOUX Distributors 
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DIAM 


ROLLER CHAINS By 
AND SPROCKETS fats 
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ROLLER CHAIN 


a! 
*\~ and SPROCKETS 


Bushed and Fixed Bore 








STOCK SPROCKETS FOR 
ALL POPULAR SHAFT SIZES 


BUSHED | =. , 
SPROCKETS a (Taper Lock and Fixed Bore Types) 
With the T Bo . , al 5 . ~— ; . . : 
Quathetend Gut J The Diamond Chain combination of roller chains, taper bore 
deta gage ; sprockets and bushings, and the fixed bore sprockets in the small 
changed to mee a “ . . . 
® various bore sizes. sizes, provides for emergency and normal service demands for 
all standard drive ratios and popular horsepower capacities. 
MODERATE STOCK INVESTMENT 
With this complete “over-the-counter” Diamond Chain Drive 
balanced combination, more business can be handled promptly 
FIXED BORE witha minimum of dollarinvestment. Write today for complete data. 
SPROCKETS 
Small size Diamond finished DIAMOND CHAIN COMPANY, Inc. 
fined bore stock sprockets Where High Quality is Traditional 


(with keywoys ond set- 
screws) give the distributor Dept. 480, 402 Kentucky Avenue, Indianapolis 7, Ind. 


the balanced stock to meet The user of Diamond Chains and Sprockets is thus as near to this stock as his tele- 
the widest possible chain phone. Diamond national industrial advertisements carry this message,—''See the yel- 
drive requirements low classified local telephone directory for the address of the Diamond distributor’. 


ZAA A pnonae 


-Q) AS 


os 
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Why 
stocking 
this product leader... 


...means money 
in your pocket 


There is only one machine cast bar solder, Federated CASTOMATIE ° Solder. 
All ordinary bar solders are hand-poured into open molds. 


There is nothing like Casromartic Solder on the market. It is dross-free, 
has no hard spots or voids to slow dewn work, is as precise 


in its composition as electronically controlled machines can make it. 


Casromatic Solder is a product leader that is also a sales leader. 


To stock it is to sell it...and this means money in your pocket. 


Backed by national advertising and merchandising aids; 


all standard sizes and compositions are available. 


Sede Tleas Otiuion 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 


in Canada: Federated Metals Canada, Ltd., Toronto and Montreal 


Aluminum and Magnesium, Babbitts, Brass and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Soiders, Type Metals 
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Sales Forecasting . . 
How It’s Done 
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salers toward 1953 fourth quarter sales 
are nearly as optimistic as those of 
the manufacturers. Among the wholc 
salers, 58 percent expect increased 
sales, compared with 61 percent of the 
retailers, while 26 percent of the 
wholesalers and a fourth of the retail 
ers expect “no change”, leaving 16 
percent of the wholesalers and 14 per 
cent of the retailers who look for a 
lower dollar volume of sales. 

A near majority (49 percent) of 
the manufacturers of durable goods, 
md a full majority (51 percent) of 
the manufacturers of non-durables ex 
pect to carn more profits after taxes 
in the fourth quarter of 1953 than for 
the corresponding period of 1952 
ewer wholesalers and retailers are 
as optimistic in this respect, with 39 
percent of the wholesalers and 42 per 
cent of the retailers anticipating in 
creases. However, opinions that levels 
of earnings after taxes in fourth quar 
ter of 1953 will be unchanged arc 
shared by 37 percent of the manufac 
turers of durable goods, 34 percent 
of the manufacturers of non-durable 
goods, 44 percent of the wholesale, 
and 40 percent of the retailers. D« 
clining earnings are anticipated by 14 
percent of the manufacturers of du 
rable goods, 15 percent of the manu 
facturers of non-durables, 17 percent 
of the wholesalers and 18 percent of 
the retailers 

Most of the businessmen consulted 
in the survey think that the levels of 
selling prices for their products will 
be about the same for the fourth quar- 
ter of 1953 as for the fourth quarter 
of 1952. The figures showed 27 per 
cent of all executives expecting in 
creases, with 59 percent holding the 
opinion that there will be no change, 
and 14 percent looking for decreases 
in selling prices. 

Nearly one-third of all executives 
interviewed expect to increase the 
levels of their inventorics by the end 
of the fourth quarter of 1953 over 
the corresponding period of 1952, but 
44 percent believe that the levels will 
remain unchanged and about one 
fourth expect that year end inventories 
will show a reduction over 1952 levels 

The survey also indicates optimism 
among businessmen as regards the 
likelihood of high levels of employ 
ment in the fourth quarter of 1953 
Fully 16 percent expect to be looking 
for more employees, and 77 percent 
expect to operate with the same num 
ber of employees, while only 7 per 
cent expect to operate with less 





Red Shield says: 


VY "STANDARD fot toch: jobs s 
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‘ STANDARD service engineering specialists are available for 

Q6 Hot not aS \ <a your customers individual tool problems anywhere in the U S.A 
Sec’ ' 

of The STANDARD Line is complete, preferred and promoted 


i }) SA Standardize with STANDARD. It is a good line to represent 
SF YX: : : 
S 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
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NEW YORK -« DETROIT «© CHICAGO « DALLAS «© SAN FRANCISCO B 


THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 














The Bigger Digger moves — 
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THE BIGGER DIGGER makes a round trip once a min- 
ute ... moves 21.5 cu. yds. each trip. Huge loads like 
that put a terrific stress on boom suspension cables, 
but Tiger Brand Boom Support Strand has the 
needed strength 


THE DRAG LINES on the Bigger Digger must with- 
stand a lot of wear and heavy pulls. Special Tiger 
Brand Drag Lines meet these requirements and give 
long service. 


American Steel & Wire 
Room D.83, Rockefeller Building 
Cleveland 13, Ohio 


o> Se aaa, 
| 


: Please send me, without obligatior " 
THE HOISTING ROPES are Tiger Brand too. They copy of your “Wire Rope Recommendation 
have the fatigue resistance needed for constant flex- Book.” 
ing over sheaves and drums. Sian 
Company 
Send for helpful guide book »> 


Address 


City & State 
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000,000 cu. yds. a month 
-with Tiger Bran 
fre Ropes 


} 


@ This huge dragline scoops out overburden and phosphate 
matrix at the rate of 21.5 cu. yds. per minute. It’s the Bigger 
Digger at International Minerals & Chemical Co.’s phosphate 
mine near Mulberry, Florida. Drag lines, hoist ropes, and 
boom suspension cables on the Bigger Digger take a lot of 
hard wear—and they have to be strong. Amercian Tiger Brand 
Wire Ropes provide the right combination of strength, wear 
resistance, and flexibility for these tough jobs. 

The duty on the boom suspension cables is especially ex- 
acting. The Bigger Digger has the longest boom on record— 
215 ft. long—and the suspension cables, besides great tensile 
strength, must possess strictly uniform physical properties. 
Tiger Brand Boom Support Strand just fits these tough re- 
quirements. 

You can choose from these and hundreds of other types 
and sizes of Tiger Brand Ropes—there’s one that has been 
specially designed to suit every wire rope job you have. Our 
“Wire Rope Recommendation Book” is an excellent guide to 
the proper selection of ropes. It’s packed with helpful ap- 
plication information and lists the best ropes to use for typical 





rope jobs. Just send the coupon for a free copy. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN CISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN 
cy) USS AMERI 
WIRE ROPE 
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when you sell the complete line of 
BLACK & DECKER Electric Tools! 


No matter what business your customers are 
in, they’re prospects for one or more of the 
complete line of Black & Decker Electric 
Tools. From the smallest shop to the largest 
plant and factory . . . from the lone-wolf 
mechanic and electrician to the largest con- 
tractors . . . you can sell them B&D tools! 


That’s because they know Black & Decker! 


They know the quality that’s built into every 
B&D tool—the top-flight parts, the husky 


housings, the compact designs. They know 
their versatility, their stamina. But most of 
all, they know that B&D tools speed their 
operations, saving time, manpower, money, 
and backbreaking work! 


So make sure you push Black & Decker 
tools on every call to every customer. It’s one 
sure way to build your sales volume! THE 
Brack & Decker Mrs. Co., 610 Pennsy!l- 
vania Ave., Towson 4, Maryland. 


Remember—you’re not alone—here’s your backing: 


buyers the assurance of quick, competent 
service when needed. 

ADVERTISING & MERCHANDISING World’s 
largest electric tool advertising and mer- 
chandising campaign helps pre-sell your cus- 


WORLD’S MOST COMPLETE LINE— More kinds 
of tools, sure! But, in addition, a greater 
choice of capacities, speeds, power and price 
in most groups! 

ENGINEERING KNOW-HOW-— More than 42 
years of leadership in engineering and manu- 
facturing provide the skill and experience 
that give you modern electric tool improve- 
ments first! 

SERVICE BRANCHES—34 factory-owned-and- 
operated Sales and Service Branches within 
24 hours of any customer give potential 


tomers on Black & Decker-- and you as the 


source! 

B&D SALES REPRESENTATIVES Experienced, 
fully trained sales organization helps you sell 
your customers on Black & Decker tools; gives 
valuable assistance with big accounts and 
tough tooling problems! 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 

















High production hits its peak when the ‘Touch of Gold” is added with Norton G Bond wheels for internal grinding. 
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grinding job. 





Precision-processed for identical top performance, Norton 
G Bond wheels help cut costs on this centerless internal 


TO NORTON DISTRIBUTORS’ SALESMEN: 


Help internal grinding customers 






A faster, better finish on this aircraft engine cylinder is assured. Norton G 
Bond internal grinding wheels are on the job! 






step up production and profits with this new 


“TOUCH OF GOLD” 


Sell Norton G BOND wheels... precision-processed 


As you read this your customers will 
be reading Norton’s advertising on the 
unequalled advantages of the new G 
Bond wheels for internal grinding. 

Tie in with this campaign! First, ex- 
plain how these wheels are built by 
Norton’s exclusive precision-processing. 
Show how this produces wheels so com- 
pletely uniform in structure that the 
operator can just pull off a worn out 
wheel and slip on a new one — knowing 
he'll get exactly the same grinding action 
he had a few seconds before, the day be- 
fore or the week before. This means, of 
course, that by eliminating the fussing 
with the timing cycle, customers will save 
time and money on every job. 

Next, make it clear that the new 
Norton G Bond, designed for precision 
and semi-precision grinding, is one of 
the greatest of all advancements in vitri- 
fied bonds. Holding each ALUNDUM* 


abrasive grain for maximum cutting ac- 








for identical precision-performance 





tion, it lets go just when it should — as- 
suring a constant grinding surface of 
fresh, sharp cutting edges. 


Top Performers ... All The Way 


Sell the exceptional performance of 
Norton G Bond internal grinding wheels 
in every detail of operation. Tell how 
they cut cooler . . . remove material 
faster . . . produce a better finish .. . 
produce more pieces per dressing .. . 
hold their shape better. 


Thoroughly Job-Proved 


Make good use of these typical reports 
from internal grinding customers who 
have switched to G Bond wheels: Total 
pieces per wheel jumped from 200 to 400 
. . . Twice as many roller bearing races 
ground per dressing ... Grinding cycle re- 
duced from 7/10 minute to 4/10 minute, 
with pieces per dressing inc reastd 50% ... 


Pieces per dressing increased from 9 to 15. 
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Remember, in Norton precision-process- 
ing and the great new G Bond you have 
a double-barrelled sales leader that stands 
alone wherever uniform accuracy in 
wheel performance is vital. In your in- 
ternal grinding and other precision 
grinding contacts, cash in on this true 
“Touch of Gold” that means more ac- 
curate work, better products and lowered 
costs! 

NORTON COMPANY, Worcester 6, Mass. 
Export: 


Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 


(NORTONP 








ABRASIVES 
Qdaking better products ... 
to make other products better 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 
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But He's Gone Five 


® This man was a real wire rope splicer. He 
took pride in his work. He knew how to make 
slings that were good in their day. Even so, 
the best ones he ever made never equalled the 
strength of the rope itself. Sometimes as much 
as 25% of the strength of the rope was lost. 
To be on the safe side, heavier than necessary 
wire rope was used. This ran up the cost and 
made the slings bigger and harder to handle. 
That was the old method. 


The Old Method Won't Do Today 


That method was all right when there was 
nothing better. But it’s not all right today. 
In fact, it could be less than safe—lots less. 
And, it’s not economical from a sling cost 
standpoint—not when you compare old-fash- 
ioned hand-spliced slings with factory-made, 


vA 


distributor stocked ACCO Registered DUALOC* 
Wire Rope Slings. 


100% Strength Needed 


Today, your customers are demanding slings 
that have the full strength of the rope from 
which they are made. They want slings that 
are safe to handle, slings without barbs that 
tear hands and damage material. They want 
slings that have known capacities and high 
safety factors. Above all, they expect to get 
them when they need them. And, they get all 
these things when they standardize on 
America’s only complete line of factory-engi- 
neered, factory-made wire rope slings and fit- 
tings which you can make immediately 
available. We mean—ACCO Registered Wire 
Rope Slings. 

*Trade Mark © Patent No. 24631°° 


Stock Them... 


~ ee Sls i eee 


Wire Rope Sling Department 


| Plant: 4 American Chain & Cable Company, Inc. 
Wilkes-Barre, Pennsylvania 
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ACCO Offers a Complete Line 


ACCO Registered DUALOC Wire Rope Slings 
are sold through distributors—the best we 
can find in any territory. You can stock pop 
ular diameters and lengths of both Strand 
Laid and Cable-Laid... plus ACCO Regis- 
tered links, safety shackles, and hooks needed 
to make up infinite combinations for just about 
any demand. All ACCO Registered fittings are 
engineered to have the same strength and de 
pendability as the slings they are to be used 
with. Our distributors sell complete assemblies 
with knownstrengths... warranted by Ameri 
can Chain & Cable Company, Inc. 


in Canada: Dominion Chain Co. Ltd., Niogara Falls, Ontario 





and Sell Them 








Simple to Sell 


@ You don’t have to be an engineer to sell 
DUALOC slings. Our literature is easy to under- 
stand so it is possible for your customer to 
select his own slings. Once you establish your 
company as the source of supply, you'll get 
repeat orders which give you rapid turnover 
of a relatively small dollar value stock. 


If you are willing to put forth the necessary 
effort to establish yourself as an ACCO Regis- 
tered Wire Rope Sling distributor, write our 
Wilkes-Barre office today for details on a very 
wise and profitable investment. 





anaisien, Denver, Houston, Los Angeles, 


=z - Bridgeport 2 District Sales Offices: New York, Odessa, Tex., Philadelphia, 
Connecticut Pittsburgh, Son Francisco 


ACCO 


Registered 


Wire Rope 
Slings 


















WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 
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You don’t wasfe costly time 
a-Jatolalel lial: Me yict-) Betield ee 


Damp and distributing bulk shipments of steel to storage area and 
© LOWER INVENTORY COSTS then to production and job sites demand added time, manpower and 
equipment. Eliminate these added costs by letting U. S. Steel Supply deliver 


© LOWER SPACE COSTS . a 
your steel to the spot, in the condition and at the time you need it. Fifteen 
Os a oe warehouses with the most modern steel handling and delivery equipment 


@ LOWER CAPITAL INVESTMENT | assure your complete satisfaction. 


@ FASTER P2ODUCTION 


== lf U.S. STEEL SUPPLY 


DIVISION 


General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 
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Faster Turnover! 


R/M's “Big 7” Packing Types are made to order 
for distributors who want faster turnover and 
volume sales. This oasic line of just seven field- 


tested packing types covers 95 percent of all 


give their customers the advantages of lower 
inventories, simplified ordering, reduced 
downtime. And it's backed by a complete 


advertising and promotion program. If you're 


packing needs. It enables your salesmen to interested, drop us a note right away. 














ALL R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


PACKINGS 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA. 
FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J.; Neenah, Wis.; Crawfordsville, Ind.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Teflon Products « Asbestos Textiles + Industrial Rubber Products + Abrasive and Diamond Wheels « 
Rubber Covered Equipment « Brake Linings «+ Brake Blocks «© Clutch Facings « Fan Belts © Radiator Hose «© Sintered Metal Products « Bowling Balls 
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THIS NEW SIGN, for wall or counter display, is a handsome design in three 
colors, dark blue, red, and embossed silver. Available to all authorized P-K Distrib- 


utors, it will provide an attractive reminder to customers in any display room. 
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Buyers Guide 
to America’s ablest 
supply specialists 





When this sign is displayed by a Distributor, it is more than simply a 
notice that he is the local source for Parker-Kalon Fasteners. 


It signifies also that he is a Distributor with exceptional ability to select 
those products which offer the soundest value to his customers. 


Because the customer confidence thus earned is the well-spring of 
business success, you will find that this sign identifies, as well, those 
Distributors who score highest in sales volume and profit. 


The sign is new, but the sales-scoring Parker-Kalon-Distributor “team- 
work” that gives it so much special significance continues unchanged, 
year after year. P-K Distributors will display it with pride, and with 
firm confidence that they are “OK with P-K” . . . for prestige, for sales 
volume, for profits. Parker-Kalon Corporation, 200 Varick Street 
New York 14. 
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Year-Rohd 


CULLMA = Advertisin g 


in Publications with 304,176 circulation 


Regular monthly Cullman advertising 
appears in more than a dozen leading 
publications throughout the country. 
Cullman points out to your prospects and 
customers the inherent advantages of 
using Cullman Roller Chain, 

Sprockets, and Flexible Couplings in the 
satisfactory solution of their 

power transmission problems. 


More than that, Cullman’s 
Sales Aids—catalogs, 
envelope stuffers, direct 
mail pieces, imprinted 
literature, bulletins, sample 
boards, technical 
assistance, all combine to 
make your job of selling 
presold Cullman products 
easier. Make this year 
your Cullman year—your 
year of quality, 
performance, and profit. 


—Whnite Today 


for highly illustrated 
Cullman catalog with 
specifications for easy 
ordering 








ADVERTISING REACHES 
EVERY TYPE OF BUYER 


IN ALL FIELDS 
(Typical Examples) 





PURCHASING 
AGENTS 


FACTORY 
SUPERINTENDENTS 


MASTER 
MECHANICS 


PRODUCTION 
ENGINEERS 


DESIGN 
ENGINEERS 


PLANT & 
MAINTENANCE 
ENGINEERS 








CULLMAN 


awer Craudmisscau 


ROLLER CHAIN and SPROCKETS 





CULLMAN WHEEL COMPANY +'1347M ALTGELD STREET + CHICAGO 14, ILLINOIS 
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Catch fish with wire rope? 


Yes, gentlemen, there’s more fish caught with wire 
rope than ever nibbled at a baited hook. Satisfying 
America’s appetite for nutritious seafood ts a stupen- 
dous job, calling for fleets of fast, powerful trawlers 
that net their catches in prodigious quantities, To 
hold and haul in the heavily laden nets, the fishing 


industry annually uses millions of feet of wire rope. 


UKWy 
ine 


44 5 


There’s a good chance the fish you eat comes to 


your table with the help of Wickwire Rope. Because, 
for over half a century, Wickwire Rope has “grown 
up” with the nation’s fisheries. As in so many other 
activities where wire rope is used, the men who man 
the fishing flects have a high regard for its strength 


and durability under the toughest conditions. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION—Abilene Tex.) * Denver 
Houston * Odessa ‘Tex.) * Phoenix * Salt Lake City © Tulsa 

PACIFIC COAST DIVISION—Los Angeles * Oakland 

Portland * San Francisco * Seattle * Spoxone 


WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga 
Chiago * Detroit * Emlenton Pa. * New Orieans * New York «© Philadelphia 


WICKWIRE ROPE 
(FI 








looking for 
d new 
market? 


When a new industry moves into the area you serve, your market 
expands your sales potential is increased. If you are an 
aggressive distributor, you go after that industry for more busi- 
ness. You welcome the challenge! 

Now the makers of Johnson's Wax offer a new market to indus- 
trial distributors a market just as real, with just as much sales 
potential 7 your area as a huge new local industry could give you 
This market already exists among your present Customers can 
be sold through the same men who now buy the other supplies 
you sell 

Johnson's Wax Lubricants, used for cutting and forming metals, 
are marketed exclusively through a selective group of industrial 
supply distributors. To them, it means a sales potential not pre- 
viously available—a healthy share of a billion-dollar market—at 
a far higher profit than on most major lines 

This ts an opportunity you will want to investigate. It is 
possible that there ts a distributorship open in the area you now 


serve selling customers you now sell 


We will be glad to supply all the facts. Write us today. 


INDUSTRIAL PRODUCTS DEPARTMENT 


S.C. JOHNSON & SON, INC. 


KACINE, WISCONSIN 


SEES CUCU ee EREEEESESES SEC e Cee eee eee EE ee eee eee ee eee ee eee eee EEE EEE EE eee eeEReEEEUYEEOESEY 
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WITH HOSE, TOO 


It pays to order from your Goodyear Distributor 










b 

avel company woe nd dischorO® 
an 

yre of water when 

by slight suc : 

started. The Goo 


A sand and gf 
premature fail 
hose, caused 





tion set UP 
dyear Distributor 
VERSIPIPE 













Advertisements like these appear reg- 
ularly in leading trade papers to help 
Goodyear Distributors make more 
“> sales—and help make the Goodyear 

Franchise the best money-maker in 
. Industrial Rubber Products. 


4, * 


XN \ 


You Ps eS 
because you y or : 
ie, 


tains a full stobupiiiie tame ows 
you need. agy 
Double assurance of satisfaction 
because the distributor and Goodyear 
stand behind the products he sells 
you. 


Goodyear, Industrial Products Div., 
Akron 16, Ohio 







)- Specified DIVERSIPIPE 


Pela ielale Melals Mma dell tae Clk iaalelae 































We think you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 


Goo 


THE GREATEST NAME IN RUBBER 
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you put more 7 Don’t take your lamp business for granted. 


With CHAMPION Lamps you can outpoint 


your competition and get in some extra licks 


punch aan that will win you new volume and profit. 


Champion’s give you a new line to talk about; 


a = 
into Your line one that all the other fellows haven't got. 


Champion’s are easy to handle and sell—no 


wh A i oll red tape, no inventory reports, no consign- 
ment detail. 


Champion Lamp quality wins the repeat 


e eo 
line up with orders. The Champion reputation for good 


lamp performance and value goes back more 


F HAM P| ON than half a century. 


It’s good to have Champion in your corner. 


Just give us the chance to prove it. Get in 


lamps touch with 








CHAMPION LAMP WORKS 


Ty az9, Vecssetes “4d s¢ 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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an R-PaC 
No.531-P 
Acco Bronze Globe Valve 
product Full lygies, 


1. Cross-bar, malleable 
iron handle and 
identification plate 


2. High tensile, high torque 
rolled bronze stem 
3. Heavy, deep packing nut 


4. Even-pressure gland 
§. Large, deep stuffing box 
can be repacked under pressure 
6. High-test bronze bonnet 
: with smoothly machined 
7. Heavy, rugged bronze union bevel for perfect seal 
ring won't distort with bevel of body 
body or weaken threads i 


8. Stainless steel, heat-treated disc 9. Heavy section, high-test 
and seat ring. Full plug type. bronze body with 
Machined as matched pairs rugged reinforcing ribs 

for perfect fit and positive shut-off. 

Easy to replace 


You Offer 
Real Value in 


R-PEC 
Bronze Valves 


@ Every part of every bronze valve is made 
right in the R-PaC plant. From the designing 
of the pattern, the pouring of the molten bronze, 
the machining, polishing, fitting, inspecting, 
and testing .. . every operation is under the watchful eye 
of R-PaC Valve craftsmen. 
They like to make valves, good valves, and they build into 
the complete line of R-P&aC valves the quality that makes it easier 


for you to get repeat business. : . 
Write our Reading, Penn: ylvania office for litera/ure R - i & C 
/ 


on the Complete R-P&C Valve Line 
valves 


R-P&C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job .. . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
WRITE FOR CATALOG 5205 WEST ARMSTRONG AVENUE * CHICAGO 30, U.S.A. 
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Sold Through Distributors Only 


























As a valve manufacturer, Ohio Brass has one 





basic interest--to give O-B valve users the best 








products and the best service possible. From 





60 years of experience, we know that distribu- 
tors have a vital role in our marketing opera- 
tion. Through them, we can offer better service 
for the common benefit of user, distributor and 


manufacturer. An O-B distributor expects and 





gets our full support...through advertising, in 
direct help in landing orders, by our always 
sending orders through him. That's the profit- 


able, sensible way to do business. 


BRONZE G * GATES ° ANGLES ° CHECKS INDUSTRIAL SERVICE 
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A Py 


MORE. W 
OPPORTUNITIES 
FOR SALES 
WITH 


BEARINGS 


THE eee YOU 


get more sales opportunities because the Johnson 
line is the most complete. No other manufacturer 
can furnish all types of sleeve bearings. You 
can get the lion’s share of the sleeve bearing 
business with over 900 sizes of Johnson GP 
(General Purpose) Cast Bronze Bearings. You 
can furnish replacement bearings for all popular 
electric motors from over 340 Johnson EM Bear- 
ings. For those hard-to-lubricate places, there are 
more than 200 Johnson Graphited Bearings. Then 
there are 200 plain, flanged and self-aligning 
Ledaloy! Self-lubricating (powder metallurgy) 
Bearings from stock. The line of Johnson Universal 


38 


Bronze Bars is large, over 400 sizes, solid, cored 
and hexagon. Also, you can furnish tin base and 
lead base Johnson Babbitt Metal. If you are not 
selling this complete line, write for information. 


JOHNSON BRONZE COMPANY 
535 South Mill Street * New Castle, Pa. 


JOHNSON EARINGS 


Supe 


SLEEVE BEARING HEADQUARTERS SINCE 1901 
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Why do you handle Dayton, Mr. Haseltine? 


Y yton eA Qrality Line 


_ hacked by real sales help, 


g “4 


not ust prom ($@S. W. A. = President 


J. E. Haseltine & Company 
Home Office: Portland, Oregon. 













LIKE MANY OTHER Dayton distributors, Mr. W. ae ’ . ia. 


A. Haseltine realizes that his Dayton franchise means 







that much more because of the plus services he can 






offer his customers. 









As he says, “The PLUS features of the Dayton line 
are what make the Dayton franchise so valuable to 
us. Here is a quality line backed by hard-working 







sales representatives, effective sales promotion litera- 






ture, easy-to-read technical data, and the extra PLUS 






of a well-organized plant survey program. You can't 


beat that. That's why we like Dayton!” 







You, too, can share in increased V-Belt profits with 






the Dayton franchise. Our representative will be glad 






to discuss facts and figures with you; so write, wire or 
phone today. DAYTON RUBBER COMPANY, | 
Dayton 1, Ohio. 








Dayton Therobred, with pat- Dayton Cog-Belt*— for un- 




















ented three prime section de- usually tough drive prob- 
sign, is the universal belt for lems! Delivers 40% more 
all normal applications. It power, size for size, than any 
has set completely new other belt. Operates over : 
standards for long life and smaller pulleys, because it's = 
trouble-free service at min- scientifically designed to Warehouse: Spokane, Washington 
imum cost. bend as easily as your finger, 

*T.Ms 





Belts Daw tam lekwalealo eaie 


WORLD'S LARGEST MANUFACTURER OF V-BELTS «© DAYTON RUBBER CO., DAYTON 1, OHIO 
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Dept. 18, 3600 McCart 


* Houston 


this is the 
ticket. a 


i 4 


For? Worl 


“QD” Roller Chain 


SPROCKETS 


WITH TAPERED - SPLIT 
INTERCHANGEABLE HUBS 


Have The Advantage 
of One Hub for Both 
Sprockets & Sheaves 


Fort Worth originated the tap- 
ered split hub sprocket to make 
the convenience and advantages 
of the “QD” assembly available 
to Roller Chain Sprocket users as 
well as V-Belt Sheave users. 


Write for copy of 
"QD" Sprocket Catalog 
Section 300 


— FACTORY WAREHOUSES — 


* Chicago * Memphis * St. Louis * Atlanta 
— ym * Sen Francisco 


* Los 
* Kansas City * Jersey City 
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Fort Worth, Texas 


NO REBORING 


Hubs are factory bored 
with keywey and set 


Pull-up bolts in thread- 
ed holes in sprocket act 
as jackscrews. No hub 
pullers necessary. No 
damaged shafts. 


—-s 





SIMPLIFIES 
Speed Changes 


quickly and easily made 
at a@ saving in price. 








“FITS SHAFT 
BETTER 


Tepered split hub ac- 
tually grips shaft for a 
positive press fit. 





of Spares 


Relatively "few sprock- 
ets ond hubs can be 
carried as spares te 
prevent costly shutdown 
time with minimum in- 











’ 





— 


REVOLU 
a HEAR 


ae 


The world-wide demand for our . 
latest abrasive development, GRITCLOTH, - 

has already forced us to increase our produc- \ ec 
tion capacity. Right now we are keeping abreast \y 

of the still growing clamor for this most advanced 
sanding material. 

GRITCLOTH gives the removed particles a place 
to go and thereby maintains fast cutting action 
throughout its amazingly long life. 

For machine and hand sanding or polishing . . . 
wet or dry... it’s GRITCLOTH. Order now! 























* 10to 15 TIMES 
LONGER LIFE than 
the conventional 
types of 

coated abrasives. 








* APPLICATIONS 

ARE LIMITLESS... 
each day finds a new 
successful operation 








Excellent for fast, smooth Outs tandi _ e ults from for this Miracle 
rubbing of prime coats leading cor manufac Modern Sandin 
on all boot and marine turers using GRITCLOTH - g 
finishes. Extra-long lite for wet prime-coot sand Fabric. 

whether you use GRIT- ing. BOTH SIDES OF 

CLOTH wet or dry. GRITCLOTH are used, 





for maximum life. 





here 
Mean YOU 











Non-loading feature 
GRITCLOTH tre- 





New production speeds 


in all metal fabrication gives 
































OPEN MESH SANDING FABRIC 


YTIONARY DISCOVERY... 
D ROUND THE WORLD“; 


#320 


BAY STATE ABRASIVE PRODUCTS C0,, Westboro, Mass., U.S. A. 
Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 


Hi: 


PATENT 


APPLIED y 


FOR 4 


* NON-LOADING... 
OPEN MESH LETS 
THE REMOVED 
PARTICLES FLOW 
RIGHT THROUGH. 


* THOUSANDS OF 
SUPER-SHARP EDGES 
KEEP ON CUTTING. 
* USE WET OR DRY 
* FLAT OR FOLDED 
* BY MACHINE 


OR HAND 
* BOTH 
SIDES 













WESTBORG, MASS. 


GRITCLOTH 


#320 





___ Product 


finishing and deburring. mendous advantages in 
less down-time means speed and amount of 
more production and less material removed. GRIT 
cost with GRITCLOTH. CLOTH saves you money C LOTH 
on machine or hand ; Ge ee@e@ 
polishing 
a BAY STATE 
* . 
Pioneered 
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Here's a TOOL STEEL STOCK LIST 
that's really (Zee, Cometean Ayrendall,| 








There's an A-L Tool 
Steel to do 
each job best 


The Allegheny Ludlum 
Tool Steel family includes 
37 principal types, cov- 
ering the high speed, hot 
work, shock resisting, 
cold die, and carbon and 
low alloy steel fields. Let 
us help you find the best 
answer to any problem 
that occurs in your pro- 
duction or use of cutting 
and forming tools. 


Address Dept. ID-44 








This 72-page catalog lists the stocks 
of A-L High Speed and Tool Steels 
which are constantly maintained in 
each of 18 warehouses, located at 
convenient points from coast to coast. 
In compact, easy-to-follow style, the 
book gives a complete stock picture, 
nationwide, of the 15 most widely 
used types of these steels—each in a 
full range of standard shapes and sizes 
—and also includes data on stocks 
of drill rod, tool bits and Carmet 
carbide metal blanks and tools. 


It may be that your requirements 
call for mill shipments. If so, you can 
rely on us to schedule material for you 
without delay. But—if you depend 
entirely or in part upon ordering High 
Speed and Tool Steels in smaller lots 
—and want to know where you can 
get them quickly—you'll find A-L’s 
book of “Warehouse Stocks” mighty 
handy to have in your desk. @ Write 
for your copy today! Allegheny Ludlum 
Steel Corporation, Henry W. Oliver 
Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 





Allegheny Ludlum Sz 
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multi-v belts 





Long lasting dependability 


of Thermoid Products saves important 
production and maintenance dollars. 
That’s why so many leading companies, Wi ff 
in all industries, specify Thermoid Hose, Wy , 
Multi-V Belts, Conveyor Belts, and Y/ 

Transmission Belting. These ‘‘built- 
for-the-job”’ products can help you 
increase your sales to all industries. 














conveyor belts 
You can always rely on Thermoid ser- 
vice and the complete cooperation of 
experienced Thermoid Sales Engineers 
with their intimate knowledge of indus- 
trial rubber problems. 











transmission belts 


A Thermoid | 
nubber Product 


e 
~~ 


Belting + Transmission Belting 
ulti V-Balts » Wrapped & Molded Hose 







TRermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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100,000 csnncs rou 


\e 


PROVE LONG LIFE OF 


CTICA’’ screw orivers 


Ask about the new line of Utica 
Screw Drivers — typical in quality of 
all tools by Utica. 


Eaperete sell quality tools — . 


All across the country where this automatic edge 
tester has been demonstrated with Urica® pliers, thou- 
sands have marveled at the rugged, long life of the 
Urica cutting edge. 

Pliers used are standard, out of Utica stock, and 
the wire is .080 hardened steel plow wire (Rockwell “C”’ 
47 Tensile Strength 224,000 P.S.I.). Utica standards 
require at least 100,000 cuttings — yet this minimum is 
often exceeded in our continuing laboratory tests. 

The secret is Utica’s own process of extra harden- 
ing the cutting edges. Ask for Utica, and get the benefit 
of longer tool life. 


Note thot in this 
grueling test all 
cuttings are made 


ot precisely the 


rome rginis of cut- 
ting edges. In ac- 


tuvol use, the weor 
would be some- 
what distributed. 


DROP FORGE AND TOOL 


UTICA 4, NEW YORK 


44 


CORPORATION In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 


grinding, and machine tool applications. Chicago 


Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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KEYSTONE GREASE ELIMINATES WASTED MAN-HOURS 
...and extends chain service life ten times ! 


See the roller chain and sprocket 
in the right foreground ? They take 
a beating every working hour. They 
drive the live rolls in the traveling 
tables—tables which pass short, 
heavy steel ingots back and forth 
through the rolling mill. The oper- 
ation involves quick reversing starts 
and stops. 

Until just five months ago both 
chains and sprockets wore out fast 
... lubrication was troublesome 
and ineffective. Several times each 
shift maintenance men poured oil 
deflected 


on the chains... but 


teats Marte fee. © ‘ 





coolant water, hot from the steel, 
rapidly washed it off. Sprockets at 
$50.00 each and chain at $6.00 per 
foot had to be replaced frequently. 
Average life on the first two tables 
was about two weeks. 

It was a problem until Keystone 
came up with a solution— Keystone 
#122-7x as a lubricant. 

#122-7x has been in use for five 
months and there has been no need 
for sprocket or chain replacement 
—service life has been extended 
ten times already! 

Still more important, the main- 
tenance men who had been putting 


in so much time on the replace- 
ments are now free to do other work. 


Keystone Grease #122-7x is 


waterproof and dustproof; has an 
operating range from 32 to 140°F., 


needs no heating; resists acid and 
alkalis; carries high loads, and does 
not melt or “throw off”’. 

’Phone your Keystone Distributor 
today for a trial sample of this or 
any other Keystone Specialized 
Lubricant. Keystone Lusricat- 
ING ComPANy, 21st & Lippincott 
Streets, Philadelphia 32, Pa., 


Est. 1884. 


MR. DISTRIBUTOR: It’s the savings afforded by Keystone 
Specialized Lubricants that bring in new customers and 
more income for you... so tell the Keystone story every 
chance you get... play up the trial sample and you'll 
increase your share of this profitable repeat business. 


SPECIALIZED 
LUBRICANTS 
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Serving Industry Since 1832 


SIMONDS > 


SAW AND STEEL CO. 
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“OK, GEORGE. YOU'VE CONVINCED ME 
THAT A TWO-PIECE SHEAVE GRIPS TIGHTER, 
aut BUT | DON'T SEE WHAT DIFFERENCE 
7. Sa IT MAKES HOW IT’S ASSEMBLED.” 


“THE QD IS ASSEMBLED RIGHT ON 
THE SHAFT, CHARLIE. THAT WAY 
THE HUB STAYS PERMANENTLY 
ALIGNED. YOU MERELY REPLACE 
THE RIM T0 CHANGE SPEEDS.” 


“How it’s assembled” 
makes a big difference when 
Dell you're choosing sheaves! 


ONLY THE RIM COMES OF?, This is done by using 
the heavy assembly bolts as jack screws. Then the 
sheave slides easily off the tapered hub. No time- | Because the famous Worthington QD can be assembled and dis- 


consuming prying or hammering is required. assembled right on the shaft, your maintenance man can change 
speeds merely by changing rims. The previously aligned hub need 
not be touched. 

On initial assembly, holding alignment of the hub is a snap. All 
you do is tighten the flange cap screw after positioning the hub 
along the shaft. Drifting of the key is prevented by tightening the 
set screw over the key. 

For prompt deliveries, or further information on any Multi-V- 
Drive equipment, write to Worthington Corporation, Section 
MV.3.4, Oil City, Pennsylvania. 


THE HUB STAYS PUT—there’s no need to remove it when changing 
speeds. When you've finished the job, you just replace the rim over 
it and tighten the bolts. Alignment is permanent. 


Worthington Standard Products 


a ec RR i 4 
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@ When you standardize on Pheoll fas- 
teners, you can unload much of the paper 
work, follow-up and other costly overhead 
that is required with so many lines. And as 
handling cost is slashed, your profits increase! 

With Pheoll, you are able to order ALL 
of your threaded fastener requirements from 
a single source. Obviously, this means fewer 
purchase orders and lower freight charges 

. both important items in determining 
actual profit. 

And further, Pheoll maintains the most ex- 


by mechanized order-handling procedures 
that assure speedy completion of every 
order. You get substantial savings through 
prompt deliveries, minimized back-orders, 
and less correspondence and time spent 
locating materials. 


Sales volume is another important factor 
affecting your profit picture. Distributors of 
Pheoll fasteners are finding a widespread 
and ready acceptance—stimulated by spar- 
kling national advertising in 23 magazines— 
and solidly based on Pheoll’s 50-year repu- 


tensive stocks available anywhere... backed tation for outstanding quality. 


ONLY PHEOLL OFFERS DISTRIBUTORS 
THIS DEFINITE SALES POLICY 


Pheoll immediately refers inquiries and orders for 
packaged fasteners to qualified Pheoi! distributors. 
This can mean additional sales and profits for you. 


No other full-line screw manufacturer offers such 
@ strong, clear-cut sales policy to industrial dis- 
tributors. 


SIMPLIFY YOUR OWN ORDERING AND STOCKING PROBLEMS 
mail this coupon for information on Pheoll's com 


plete fastener line 


PH KOLLé¢ c > sonews Faon auarcirean’ vaevon 


MANUFACTURING Co | ) ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 
5700 ROOSEVEL st tno ars Pm 





PHEC 

Machine Scre ood Screws 
Tapping (Sheet Metal) Screws Bued Rods © Set 
Screws © Drive Screws © Machine, Lag and Camiage Bolts 
Brass Washers © Nuts @ And many other fastener types 
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Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how’”’ . . . 


MARVEL is not “‘tied”’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—-MARVEL will use them, regardless of cost or 
source... 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge”’ hack saw blades are merely flattering 
attempts to imitate without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested’’ by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM|MFG. CO.: - 5700 Bloomingdale Ave. - Chicago 39, U.S.A. 
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» 
Give your WILLIAMS MACHINIST TOOLS AND ACCESSORIES — 


A complete line of drop-forged tool holders, lathe dogs, clamps, 
T-Slot bolts and set-up accessories. Each designed to do a specific 


job better, faster and more accurately ... at less cost 
@ There’s nothing seasonal about the 
demand for Williams tools. During 
months when sales in other lines slump 
... your customers are still in the mar- 
ket for Williams’ Clamps, Machinists 
Tools, IMPACT Sockets, etc. And, 
when you're handling . big, expanded WILLIAMS CLAMPS — in a wide range of patterns and sizes 
and diverse line like Williams... your for all types of service. Drop-forged, heat-treated to make them 
chances of making a sale on every call the strongest on the market. 
are multiplied. 


@ This is more true now than ever 
before with intensified advertising by 
Williams opening more doors to more 
sales by you. The net result is faster 
turnover, pyramided repeat business 
and plenty of steady profit. 


@ Williams tools have earned a repu- 
tation for quality through perform- 
ance. They are known and accepted 
throughout industry as the standard 
of quality. Backed by the business 
integrity of Williams . . . you can’t 
handle a better line. 


WILLIAMS IMPACT “SUPERSOCKETS”® — 
exceed every claim made for them. Fit all power 
wrenches. 7 square drive sizes. Over 500 sockets 
and accessories 


This mew 201 Catalog con 
tains complete information 
on all of the additions and 
improvements in the com- 
plete Williams line. May we 
send you a copy? 


J. H. WILLIAMS & CO. 


507 Vulcan St. Buffalo 7, N. Y. 
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Chains and Sprockets 
for Every Requirement 
Catalog No. 418 


"WJEFFR 


IF IT'S MINED, PROCESSED OR MOVED 
. » ITS A JOB FOR JEFFREY! 
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IC cooperates... guises you action!” 


rors oO 
pisreruT’ UBE ¢ 
sTOWN SHEET at 3 
YOUNGS rye FIFE Om CO 
onto INJEC. 


FAPNIR, BEARING co 
AND SUPPLY cO 
N STREET 


R PIPE 
POWE ys2 HARRISO 


passaic. N / 


Cooperation! Action! The 
long line of valves offered 
by OIC! Add these to the 
precise engineering that gives 
OIC valves a tong life of 
dependable service and you'll 
understand why an OIC 
Distributor frarchise is so 


valuable. 
THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 
THE LONG LINE OF VALVES 


FOUNDED 2883 


FORGED & CAST STEEL, 


ALVE S IRON & BRONZE, 


LUBRICATED PLUG VALVES 
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Moves Faster... 


oo improves you 
“sales picture’ | 





Everyone knows the quality of Brown & 
Sharpe Tools . . . that’s why they sell 
faster. In addition, this famous line is so 
diversified, so large, that it offers bigger 
sales on every call. You can supply your 
customers with screw machine tools, per- 
manent magnet chucks, Johansson gage 
blocks, electronic measuring equipment, 
and a wide range of pumps... as wellasa 
complete line of machinists’ tools, cutters, 
and other vital shop equipment. 

Moreover, Brown & Sharpe gives you 
sales support that pays off. Continuous | 
advertising in 35 leading business and F 
industrial publications alerts your cus] 
tomers to the advantages of Brown : 
Sharpe products, and “‘sells” you as the 
source of supply. Take advantage of this 
support... handle and push the complete 


Mfg. Co., Providence 1, R.1., U.S.A, 


WE URGE BUYING THROUGH THE DISTRIBU 


Brown & 


54 
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Don't let em send a boy to do a man’s job! Many 
plants use “lightweight” equipment to handle “heavy- 
weight” lubricants. Result: time wasted—unprotected 
bearings! Move in! Only Alemite offers a complete 
line designed for the heaviest lubricants. Solve this 
“tough” grease problem for a fast, “soft” sale! 


HAND GUNS 

7) a 
HEAVIEST 
GREASES 


] “Ram” priming on Alemite Hand Gun mopet 1056-RE 

assures positive prime even in cold weather. Push 
the ram, and primer is spring loaded. Develops 10,000 lbs. 
pressure. Has loader fitting. Mopet 6268 develops 15,000 lbs. 


pressure with heavy bulk or stick lubricants. Has mechani- 


cal screw prime with spring loaded feeder 


PORTABLE 
ELECTRIC 
*ROCK- 
CRUSHER’ 


Handles heaviest greases made! mopet 7175-r 
Same helix arm and worm gear priming as air oper: 
ated “Rockcrusher.” 40 pound capacity allows servicing of 
many bearings without refilling. Develops 5,000 Ibs. pres 
sure. Heavy duty DC-AC universal motor with automatic 
cut-off switch. Heavy duty construction for years of hard 


use. Big 8” rubber tire rear wheels. Maneuvers easily 


AIR 
OPERATED 
FOLLOWER 

PLATE 


Completely Cleans and Empties 400 |b. drum. Elim 

inates transferring. saves time and lubricant. Heavy 
pressure on material assures positive priming. Widely 
used for other heavy materials such as calking compounds 
Easy remowal, simple controls. Alemite offers a comple te 
line of follower plates for 5 to 400 lb. container 


ALEMITE 


ALEMITE 


HEAVY GREASE 


ONLY ALEMITE HEAVY GREASE EQUIPMENT 
OFFER ALL THESE FEATURES! 
Specially built for the heaviest greases made! 
Saves time, money, downtime, lubricant! * Gives positive lubrication 
protection! * Operates efficiently even in low temperatures! 
Rugged, heavy-duty construction! 


free ~NEW BOOKLET! 


Alemite ‘'Salcs Power’ shows where to look for more 
Alemite Sales tells you how te move in and clinch 
them fast! Send /er your copy now. Fill in and mai’ 
coupon today! 

ALEMITE, DEPT. H-83 

1850 Diversey Parkway, Chicago 14, Ill. 


Nome 
Address 


City 
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A gem of a salesmaken! 


Carefully look over every order 
you get for wrenches, screw- 
drivers, taps, drills, bits, etc. 
There’s hidden treasure in 
these orders . . . for they can start a chain reaction 
of money-making related sales. 

Every hand tool you sell will use up countless fas- 
teners in its long, sturdy lifetime. This means profit- 
able repeat business in fasteners for years to come. 

Get an edge on competition in making these re- 
lated sales by selling the finest fasteners, RB& W’s. 


For RB&W means customer satisfaction . . . bolts, 
screws, nuts and rivets of uniform accuracy, de- 
pendability and physical properties . . . products of 
quality control over every phase of production, from 
raw material to end product. 

Then, too, being able to suggest the right fasteners 
for a particular job builds customer confidence and 
good will, and leads people to depend on your firm 
more and more for an ever-widening range of 
industrial products. 

Get those related sales now with RB&w fasteners. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY RBew 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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Better Valves-Year Atter Year 





— 


‘BRONZE, 
IRON, STEEL AND 
CORROSION-RESISTING VALVES 
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MONO - eT 


MILWAUKEE production brushes for power use 
MILWAUKEE production brushes for hand use 
MILWAUKEE brushes for various maintenance needs 


WE are well aware that the service you are 
enabled to give to your customers is most import- 
ani in your sales efforts and in obtaining good 
results. 

The top notch service you receive from 
MILWAUKEE makes it possible for you to always 
be in an excellent sales position. 

You can depend upon MILWAUKEE as a supply 
source for Industrial Brushes—a source that co- 
operates with you in every respect. 


YOU CAN 


AlD 


YOUR 
QUAY LUT I Ay 
THROUGH 
MILWAUKEE 
SERVICE... 


These days your Industrial customers are look- 
ing for every possible means of lowering costs— 
they are beset with high operating costs—also 
today’s competitive market is cutting profit 


margins. 


MILWAUKEE gives you a one supply source— 
you are assured of quality, uniformity, and serv- 
ice. Sell MILWAUKEE Power Brush Tools and 
help your customers save time and money. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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REPORT #175 


R 
based on AA DISTRIBUTOR RECORDS 


...R/M product in perfect 
condition after three years 
service. Competitor's brand 
previously bought at lower 


price lasted only one year.. 


THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 

1. It’s easy to sell R/M premium quality products when the customer 
knows he gets MORE USE PER DOLLAR than with commercial 
grades or “specification” products. 

2. Repeat orders just naturally come to the R/M Distributor marked 
“NO SUBSTITUTION”. 

“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmis- 
sion and conveyor belts, V-belts, hose and other rubber products as advertised 
in 50 publications for the benefit of R/M distributors. 








MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other 8/M products include: Industrial Rubber ¢ Fon Belts © Radiator Hose © Brake Linings * Brake Blocks © Clutch Facings 
Asbestos Textiles ¢ Teflon Products ¢ Packings © Sintered Metol Parts ¢ Bowling Balls MR O23 
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A Whole New Class of Machines 


WALKER-TURNER 


LIGHT-HEAVV wEngH Te 


New 16° and 14” 
Band Saws by WALKER-TURNER 


For jobs where neither the capacity nor 
expense of heavy industrial machines is 
warranted, and where a “hobby machine” 
would be just as impractical, Walker- 
Turner has engineered a special class of 
light-heavyweight Band Saws. 

Professional in design and operation, yet 
light for production machines, the Walker- 
Turner Light-heavyweights give ind 


SOLD ONLY THROUGH 
TRAINED INDUSTRIAL DISRTIBUTORS 


DRAL PRESSES — Hand and Power Feed * RADIAL DRILLS * Wood 
and Metal Cutting BAND SAWS * TILTING ARBOR SAWS * RADIAL 
SAWS * JG SAWS * LATHES © SPINDLE SHAPERS * JOINTERS 
BELT AND DISC SURFACERS * FLEXIBLE SHAFT MACHINES 
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No door is closed to: 
your advertising 
in the ‘yellow pages’ 


The buyer of industrial products uses the 
‘yellow pages’ of the telephone directory as 
a day-to-day buying tool. But the busier he 
is—and the harder it is for your salesman 
to reach him—the more likely he is to turn 
to the ‘yellow pages’ to find suppliers. 
That’s why your advertising in the 
‘yellow pages’ can put you “Johnny-on- 
the-spot” even when the P.A. is busy. 
With your name, address and telephone 
number listed under the classifications of 
the products you stock, you make it so 
easy for a prospective customer to find you! 


The telephone directory representative 
will gladly submit a plan whereby buyers 
of industrial products can quickly spot 


your company in the ‘yellow pages.’ 


a 


Want additional information? Ask your local telephone business office. 


is 
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CEILING UNLIMITED 
To Higher Sales with... 

































































. PRODUCTS 


Your “ceiling” is unlimited when it comes to the things you can do with the 
outstanding Consolidated Brass Lines — because Conbraco makes it possible 
for you to reach far and wide into the brass-using field with ranges of 
products that distributors and dealers find have definite repeat sales value. 
Once they know the quality, users specify Consolidated Brass. 


Here are Conbraco advantages: All Consolidated items are made of brass. 
Each is designed and produced according to standards that have been de- 
veloped over a period of fifty years of progressive manufacturing. Consoli- 
dated products cover a wide range of brass-using needs —types and sizes 
are available for most all requirements. Complete lines in plumbing and 
heating supplies, gas and tube fittings, and lubricating devices are available. 
Where “specials” are required, this organization is able to make them. 


So, put Consolidated Brass products to work for you. Discover the fast sales 
action —the repeat sales action —that will follow when you adopt these 
excellent lines. Send for owr catalog and prove to yourself that Conbraco 
can help you make money. 

















“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 

















(/ 
WY AA GAL 
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Screw 
Drivers 


Nut 
Setters 


¥ 


s 


impect Wrenches 


aa 


Helping Your Customers Make 
Money MAKES MONEY FOR YOU! 


There’s plenty of profit in helping your customers convert from costly 
hand operations or obsolete tools to POWERFUL THOR ELECTRIC 


TOOLS for drilling, driving screws, nut running, sanding, grinding, 
polishing, hammering, star-drilling and sawing. 

THOR TOOLS provide the competitive edge you need to make money 
selling power tools . . . an industry-wide reputation for quality .. . a 
policy of 100% distributor cooperation . . . and the backing of the world’s 
largest company specializing in the manufacture of portable power tools. 


Your Thor service engineer can show you how easy and profitable it is 
to sell the COMPLETE LINE of Thor electric tools. He's ready to serve 
you, wherever you are. Wiite Thor Power Tool Company, Aurora, Illinois. 


PORTASLE POWER 


THE COMPLETE LINE OF ELECTRIC TOOLS 


Tool Makers for 60 Years 


HELPS DISTRIBUTORS 


MAKE MORE MONEY 
Selling Electric Tools 


& 
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Thor electric tools are sold exclu- 
sively through distributors. Com- 
plete cooperation in furnishing leads, 
closing sales, and servicing custo- 


mers 


Attractive floor and counter displays, 
catalogs, sales aids, exhibits, trade 
paper advertising, publicity in Thor's 
own national newspaper reaching 
100,000 readers. 


A truly fine line of tools quality 
engineered inside and out from 60 
years experience in tool making. 
Merchandised to SELL. 


A net-work of convenient repair 
stations to keep the tools on the 
job when wear occurs. 


Facilities of the world’s largest com- 
pany specializing in the manufacture 
of portable power cools. 


63 
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QUALITY MEANS PROFIT 
TO SPS DISTRIBUTORS 


If you are one of the people who think craftsmanship went 
out of fashion with the machine tool, pay a visit to SPS 
and be surprised. What you will see is craftsmanship of the 
highest order using machines as tools. Our men have the 
newest and latest machines—none is over five years old. 
They have the best materials—made to our own spec- 
ifications and chemically and magnetically analyzed in 
the plant. Ultimately, however, it is the men themselves 
who are directly responsible for the quality of UNBRAKO 
Socket Screws. They sign their own rerun orders, and they 
watch their production as carefully as any inspector. 
















We believe it pays to work this way. Our distributors agree. 
They say UNBRAKO Socket Screws are easier, more profit- 
able to sell. And they use SPS quality as a powerful sales 
tool.* STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 














*Many SPS distributors are now mailing or presenting to their 
customers reprints of an article on SPS Quality Control which 
appeared in a recent issue of Factory Management and Mainte- 
nance. If you would like a copy, write on your business letterhead. 


UNBRAKO SOCKET SCREW DIVISION 
® 
: Che tii (ae : START FOR THE FUTURE Pa 


eVIEIT 


Self -Locking Flat Head Shoulders Knurled Head Button Head 
Set Screw Cap Screw Screw Cap Screw sy Socket Screw 
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Extra COOLING POWER Per Dollar 
Sells This New/2¢u:/ INDUSTRIAL 
= Sve FAN! 


CAPACITOR-TYPE MOTOR 
totally enclosed. Ball bserings permanently 
lubricated. (Explosion-proof motors 
available on order.) 


STREAMLINED AIR INLET 
is 15% to 18% more efficient than 


ordinary entrance rings. 


This cost-cutting new fan offers 
you an easy way to increase your 
profits. Now you can sell heavy- 
duty cooling at prices that start 
as low as $160.00 (24” size)! Such 
features as the new “‘gull-wing’”’ 
blades and an improved air inlet 
24” to 48” make this possible. Here’s extra 
5400 to cooling power at lower cost! And, 
36000 CFM it’s easy to install, economical to 
maintain. You'll have plenty of 
prospects! This fan meets the 
needs of most industrial, com- 
mercial and military applica- 
tions. Consider these big selling 
advantages. Send the coupon for 
complete details! 


5 Sizes 




















Automatic Shutters—Avail- "Gull-Wing” Blades—Sharp Large Center Disc — Reduces 
able for every size fan. Shut- change in pitch near center of _re-entrance air loss. Blades 
ters open when fan is “on”; blades promotes uniform are individually mounted — 
close when it's “off.” pressure velocity. replaceable. 


MAIL TODAY! 
ROBBINS & MYE2S, INC., Fon Division, Dept. ID-83 


387 Seuvth Front St., Memphis 2, Tenn. 


, 5 Rush complete information about your new Industrial 
Fan to: 
ie For 1453 7 Name 
+ ee ‘ : of. oie ’ Aibtuee t : a8) 
there i, 


Weed 














Rebbins & Myers, inc, Fen Division 
387 Se. Front $1., Memphis 2, Tenn. 
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Here’s 
Proof 


in BLACK 


ola WH ITE @ ee that WYTEFACE 


is America’s Most-Wanted Steel Tape 


Seeing is Selling with WYTEFACE! 


GIVE THEM DISPLAY IT WILL SURELY PAY 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 


y 


é 
f 
Ee 


BOSS* WYTEFACE: Rug wanov} —— T e Rule FAVORITE’ WYTEFACE § 


ie ole, ECONOMY ASSORTMENT A 


y display 
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Now, practically every sprocket require- 
ment your customers may have can be 
filled right from your shelves with a 
higher profit per sale to you. 


In addition to the wide variety of 
Morse Steel and Cast-Iron Stock 
Sprockets always available, Morse Dis- 
tributors now offer Type B Stock 
Sprockets from 4%” pitch through 114” 
pitch, 10 to 112 teeth with Taper-Lock 
Bushings. 


— 
Poe 

oi 

eee 


DELIVERY 


New savings for customers 

Your customers will realize these 
advantages: 
(1) Prompt delivery—no more delay for 
reboring, keyseating or other alter- 
ations. (2) Flush bushings permit close 
mounting; Morse Taper-Lock sprockets 
need no more shaft space than any Type B 
sprockets. (3) Compliance with safety 
requirements. No flanges, collars or pro- 
truding screw heads to create dangerous 
operating conditions. (4) Low cost. 


MORSE CHAIN COMPANY 
Dept. 509 ° 7601 Central Avenve 
Detroit 10, Michigan 


M-:PT Morse means Power Transmission 
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CUSTOMERS CAN GET EVEN FASTER 
OF MORSE STOCK SPROCKETS; 
SAVE MONEY, TOO 


Morse Stock Roller Chain Sprockets with Taper-Lock Bushings 
now available from Morse Distributors. Newest addition to Morse line makes 
possible instant delivery of ready-to-use sprockets. 


— ren: ae Drives, Stock Roller Chain Drives, 
7. Plain-bore sprockets—%" 
pitch through 2” pitch 


AND NOW! 


New Morse Stock Taper-Lock Roller Chain 
Sprockets; 2", %", %", 1", and 1%” pitches, 10 
to 112 teeth Taper-Lock Bushings are available 
with bore diameters from 2” to 3” in incre- 
ments of is". 


MORSE 


MECHANICAL 
POWER TRANSMISSION | 


Proovcrs 


Let us give you details on a profitable Morse 
Distributorship with its complete line of 
well-known, high-quality power transmis- 
sion products to sell. Call or write us today. 


esc eee oS eey 


* Long Service Life, Engineering Service, and 
Quality—which you get in unusual degree when 
you buy Morse Power Transmission Products. 
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Bunting Standard Stock Bearings 


Completely machined and finished—ready for assembly—Bunting 
Standard Stock Bearings can be immediately installed in most 
machine tools and industrial machinery. Unusual requirements are 
quickly and economically met by slight additional finishing. 

Your local Bunting distributor stands ready to serve 

you at all times from his large stocks, 


The Bunting Distributor 
Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs, 


Ask him for catalog. 


Bageatlrecs 


BRONZE BEARINGS « BUSHINGS «+ PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + iron Age + Machinery + Mill & Factory + Southern Power & Industry * Steel 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 


70 INDUSTRIAL DISTRIBUTION # AUGUST, 1953 








NEW SALES HELP 


jl 


FOR ALLEN 
DISTRIBUTORS 


oy 


L 


Thousands of important fastener designers 
and buyers inquire about Allen advertised prod- 
ucts each year. They represent hundreds of thou- 
sands of dollars of potential sales to Allen 
Distributors. 


Our New Inquiry Advertising plan wil! help us, 
help the customer, and help you to contact pros- 


SOLD ONLY THROUGH LE 


THE NEW 
ALLEN INQUIRY 
ANSWERING PLAN 


pects for substantial new business. It will take a 
minimum of your time to fill out and return a 
postal card report after calling on the prospects 
whose names we furnish you. Our Sales Depart- 
ment will then follow through. Your Allen rep- 
resentative will give you the facts. Make the most 
of this new Allen Aid to great sales. 


NDUSTRIAL DISTRIBUTORS. 
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NICHOLSON SUPERIOR CURVED TOOTH FILES 


have these technical distinctions: (A) Teeth have the 








proper face angle (positive) for good bite without pinning 


up. (B) Gullets are smoothly rounded for minimum clog 






ging. (C) Cross-section has slight fullness for even tooth 






wear and level cutting. (D) Tooth radius is designed to 






keep at least two teeth in contact with work along any one 






line, to eliminate chatter. (E) Preforged tang (in Rigid 





tanged type) has teeth stopped off to leave a clean shoulder 







below level of teeth tops—allowing file to be used as a 





surfacing tool 






NICHOLSON SUPERIOR CURVED TOOTH FILES 
come as follows: RIGID, tanged—(1) Fiat, (2) Pillar, 
(3) Square. SUPER-SHEAR (patented)—(4) a spe 


cial rigid, tanged Curved Tooth file with teeth milled in on 








an arc that is “off center’ and with tongitudinal angular 
serrations to break up filings. FLEXIBLE, with holes for 
use in flexible-file holders—(5) Fiat only. RIGID, 
with holes for use in straight file holder—(6) Half 
Round Shell with teeth on convex side only, (7) Half Round 










Moulding with teeth on concave side only 
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RACK SAWS = BAND SAWS 

















The door is open to 
he offers a well-knoue + wit | 
performance inherent in pes hack esi ats pba ie 


blades. Dependability for SASS ‘has | 
Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 
tive advertising of a product of superior quality. 


Barnes is proud to be associated with so many 
outstanding distributors upon whom the ac- 


ceptance enjoyed by Barnes depends. 





W.O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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greater 
cutting mileage 


CLOSER TOLERANCES ...TOP PERFORMANCE 
LONGER TIME BETWEEN SHARPENINGS 
CREATES REPEAT SALES 
FOR 
DISTRIBUTORS 
















GREATER CUTTING 
MILEAGE gives users of 
Double Circle Tools the 
economical performance so important 
to efficient manufacturing. Longer time between 
sharpenings means more steady production resulting in 
a savings in time and money. lonaer life ... is the extra 
value that stretches every dollar you invest in tools. Top 
performance is the smooth precise operation that users 
4 enjoy ... enabling them to turn out better workmanship 
with less effort. 

CHICAGO-LATROBE has demonstrated that all the extra 
time, thought and expense placed on careful quality 
control has produced TOP QUALITY TOOLS of real 
benefit to users. That's why it pays to specify Double 
Circle Tools...and enjoy GREATER CUTTING MILEAGE. 























COMPLETE CUTTING TOOL 
CATALOG AVAILABLE 





CHICAGO-LATROBE - 


DOUBLE CIRCLE 
TOOLS 








DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES *© CARBIDE TOOLS ¢ SPECIAL TOOLS 
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SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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CHANGING SOU'TH—W ho said that agriculture is on 
the way out in the South? . . . Recently, we learned that 
G. F. Epperson, (Epperson & Co., ‘Tampa, Fla.) was 
going all out for the raising of Brahmans thus helping 
to make Florida one of the leading beef raising states 
some day. Now, we learn, Lloyd Mize (Industrial 
Supply Co., Richmond, Va.) the ex-prexy of the Southern 
Association just acquired some 220 acres of grazing land 
between Waynesboro and Charlottesville with the ulti 
mate object of raising or breeding, of all things, Angus 


FLOOD REFLECTIONS—We wonder if John Swanson 
(American Supply Co.) and Joe Pitts and brethren in 


Brown-Roberts Hardware & Supply Co., got their feet 
wet during those recent inundations down at Alexandria, 
La. At least, John Swanson could have gotten up in the 
air if his plane wasn’t bogged down 





NEW HOMES-Bill Wahl (Farquhar Machinery Co., 
Jacksonville,) and Cy Perkins (Henry Walke Co., Nor 
folk) report that plans are under way for the construc 
tion of new quarters. . . Both expect to move into their 
new business homes by the end of the year. . . From all 
the information he could gather, Bill thinks his will be 
the largest one-story supply house in the Southeast, front 
ing on an entire city block. 










THOUGHTFUL THIEF—Walter Bilbro (Cameron & 
Barkley Co., Charleston, S. C.) is a camelia fancier and 
was grafting some plants recently. . . He covers the plants 
with a jar and over the jar he places a paper bag. Re- 


Talk of the Trade 
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cently, while inspecting, Mr. Bilbro caught a squirrel 
who had pushed over a jar and was eating a camelia 
Frightened by Walter, the squirrel scampered off with 
the bag in his maw. . . Walter returned to the house 
deliberating whether to get bigger jars or a shotgun. . . 
He decided to have another look. . . As he approached 
the scene of the crime, he saw the squirrel again—this 
time placing the bag alongside the overturned jar. 











‘TTRANSPLANTING~—At that, some of the South, par 
ticularly a little of North Carolina, has been transferred 
North, particularly to Westchester county, up Nawth 
from NYC. . . A couple of your editors recently received 
balled-in-earth azalea plants from George Booth, (Caro 
lina Machinery & Supply Co., Rocky Mount, N.C... . 
It seems that George has gone in for horticulture as a 
hobby and, despite his rep as a general line distributor, is 
specializing in azaleas. . . The plants are doing nicely 
George. 






























THE AMERICAN LANGUAGE-If you don’t think 
there’s such a distinct thing as the American language, 
just try asking a Washington, D. C. taxi driver. . . Re 
cently we asked one what the legend “What is Past is 
but the Prologue” meant atop the Archives Building. . . 
You know what his answer was? . . . Why, that’s nothing 
but high-falutin’ double-talk which means “You ain't 
scen nuttin’ yet!” 


THOUGHT FOR THE MONTH: Don’t let the sale 


slip because of too much lip. 


J. A. W. 
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onkins 


cast steel 








Jenkins Cast Stee! Valves 
on high pressure lines in 
recently completed ad- 
dition to Detroit-Edison 
power plant. 
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provide mounting sales opportunities for 


JENKINS DISTRIBUTORS 


Pressures and temperatures continue to mount higher in power 












generation and industrial processing services. This means an active 





market for valves designed for these changing needs, 






Ready to translate this demand into mounting sales is the 


Jenkins Distributor. The wide selection of Jenkins Cast Steel Valves 





he has to offer are designs that have met the test in tough, 





rugged services throughout the industry. 


In these valves, Jenkins provides a wide margin of strength 





and safety beyond ratings, as well as special refinements that extend 





— 





their long, trouble-free performance. Resulting top efficiency 





and low maintenance records measure up to high standards 






established for all valves developed by Jenkins valve specialists. 






Here, again, is evidence that Jenkins offers a complete valve 





line, expanded and improved, as need arises, to provide more sales 





opportunities for Jenkins Distributors. It’s another reason why, 






year after year, it pays, and pays well, to sell Jenkins Valves. 
Jenkins Bros., 100 Park Ave., New York 17. 











NEW Catalog of Cast Steel Valves Describes 
Globes, Angles, Gates, and Checks, with 
detailed pressure ratings, dimensions, and 
other technical data covering ail patterns of 
Cast Steel Valves now available from Jenkins, 
Another handy “sales tool" for Jenkins 
Distribviors. 
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VFICIENTLY 
are mr ako 
OF TNE TRADE SOLICITED. 


QOLALITY 


A QUALITY OF PRODUCT UN1- 
FORMLY GO00 AND CAPABLE OF 
QEL/VERING SERVICE RESULTS 4 
THAT SHOULD REASONABLY BE 5 
SXPECTED. 


PRICE Hy 
Apece sasisinoucinve ano i? ... that has successtully 


MAKING POSSIBLE AGGRESSIVE 


aeorirherian, «NAY ~— bridged the channel between 
FREEDOM / producer and user 


FREEDOM FROM COMPETITION |i] 
FROMHISSOURCE OF SUPPLY, MM] 
E/THER DIRECT OR INDIRECT, 1s te enon nbn a 


AMONG THE TRADE COVERED BY 
HIS DAY-TO-DAY SOLICITATIONS. now-famous 5-Point Sales Policy, and thereby 


S$ E L L | NG | became the first Manufacturer of Industrial 


Rubber Products to recognize the importance of the 
SELLING HELPS OF REASONABLE 














Industrial Distributor. At the same time, 

AMOUNTS SO THAT HIS SALES Republic Rubber proudly became a part of 

a sires cr or 

i Today, 30 years later, we are firmly convinced that 
there is only one path toward greater 

service to the Industrial User. That path is paved with 
the organizations of the Industrial Distributors with 
whom Republic Rubber is proud to share its name. 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN !, OHIO 


(is? 
-) 
lal 


INDUSTRIAL RUBBER PRODUCTS 
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IKE the baseball “Hall of Fame” in Cooperstown, 
N. Y., we now have an American merchandising 
“Hall of Fame” at the Merchandise Mart in Chicago 
In terms of the vital role played by distribution in 
ur economy, this move was certainly long past due. 


Leaders in Distribution 


Four pioneers of mass distribution were selected 
to be the first to win this recognition. They were: 
the late Marshall Field, founder of Marshall Field 
ind Co.; the late George Huntington Hartford, foun- 
der of the Great Atlantic and Pacific Tea Company; 
the late John R. Wanamaker, founder of John Wana- 
maker's of Philadelphia and New York; and the late 
Frank W. Woolworth, founder of the nation-wide 


chain of five-and-ten cent stores. 


Ihe selection was made by a vote of financial 
editors and professors of business and commerce from 
a list of 200 submitted by 50 ranking executives of 
the merchandising world. It is significant that the 
basis for selection was not only the busines genius 
of the nominees but also their community and phil- 
anthropic activities. Each year additional candidates 
for this honor will be submitted to a vote. 


lo distributors and merchandisers everywhere, the 
establishment of the “Hall of Fame” will come as a 
very pleasant recognition of the importance of dis- 
tribution in our business and private life. But it also 


presents a challenge. 


In a letter commending the establishment of the 
“Hall of Fame,” President Eisenhower acclaimed 
merchants and distributors throughout the nation for 
the dynamic distribution system they had established 
ind without which “America’s marvelous productivity 
could not for long be maintained”. Then he suggests 
the challenge, “In the days ahead imagination and 
intelligent salesmanship will do much to assure our 
continued growth. I am confident that your ‘hall of 
fame’ will do its important part in stimulating this 


» 
progress. 


At the time the first four selections were an 





——T(ndustrial Distribution—— 


“Hall of Fame” 

















nounced, Joseph P. Kennedy, Boston banker, owner 
of the Merchandise Mart, and former Ambassador to 
England, said the purpose of the “Hall of Fame” was 
“to make clear the function of distribution in the 
American way of life and to emphasize the very real 
contribution which these leaders of merchandising 
have made in raising our standards of living’. He 
went on to point out, “without the unrivaled system 
of distribution which their genius has evolved our 
vaunted mass production of goods would not exist. 
The “Hall of Fame” should provide some measure of 
this long overdue recognition. It is our hope that it 
will also elevate the entire merchandising profession 
by providing standards of eligibility for those to be in- 
cluded in the future.” 


Each In His Own Way 


With this national recognition of the job being 
done by distribution, we can take greater pride in the 
contribution, to national welfare, we are making 
individually. ‘There is, of course, always a tendency 
for each man to feel in his own day-to<lay work that 
the contribution he makes is so small in comparison 
to the aggregate that it doesn’t matter. This is not 
true. America’s industrial power is made up of mil- 
lions of small concerns, the great majority of which 
are in the distributive trades. These millions of inde- 
pendent units serve and develop the markets for the 
products of our mines and factories—markets with- 
out which all production would soon come to a stop. 
The “Hall of Fame” ideas suggests a standard by 
which each distributor, however small he may think 
his role, can judge himself in his daily operation: Am 
I conducting my affairs in such a manner that I am a 
credit to the distributive trade to which I belong? 
Am I doing all in my power to seek out and develop 
markets for the products I handle? Am I lending a 


helping hand in community activities? 


Rotts U heute 
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Salesman Sam Clark, Jr. —> 


has his own ideas on 
important qualities of 
successful salesmen and 
now learns the answers 


to the question .. . 


What Do My Customers Think Of Me? 


ALTHOUGH SAM CLARK, JR., salesman 
for Samuel Harris & Co., Chicago, has 
been selling on the outside for only a 
year and a half, his sales record com- 
pares favorably with those of many 
well trained, more experienced Harris 
salesmen. Mr. Clark has his own ideas 
on selling—definite ideas. He has 
ideas on what the most important 
quality of the successful salesman 
hould be; what the most essential as- 
pect of distributor service is; and how 
many calls the salesman should strive 
for each day 

l'o check his theories, four out of 
seven purchasing agents Mr. Clark 
called on one morning recently were 
asked to answer a questionnaire on 
how well Mr. Clark carries through on 
his own theories. 

The buyers answered the four key 
questions tabulated below and on the 


opposite page and, in addition, com 
mented on other more general sub 
jects. Mr. Clark gave his opinions on 
the subjects before he knew the buyers 
were to be questioned. 

Mr. Clark stressed that “keeping 
delivery promises and following up 
orders are important to me. When I 
get back to the office, I make darned 
sure my customers’ orders are filled.” 

And, how did the buvers think Mr. 
Clark scored on adhering to delivery 
promises? All four buvers agreed that 
Salesman Clark makes a practice of 
following up on sales; one added “he’s 
getting smart, he doesn’t make many 
delivery promises;” another said “he 
seldom lets us down;” and the other 
two had the identical comment: “He 
adheres strictly to his delivery prom- 
iscs. 

Mr. Clark commented on “high 


pressure” in this way: “When you take 
a new item around to the purchasing 
agent, he'll listen to you, and then file 
away any material you leave with him. 
If, on your second visit, you still plug 
the product, he’s liable to say: “My 
gosh, these guys are serious about this 
thing’—that’s the time they really con 
sider it.” 

That the buyers do not 
this practice high-pressure selling was 
made clear in their unanimous opinion 
that Mr. Clark is not a high-pressure 
salesman; one purchasing agent even 
added: “Thank heavens.” 

Asked to add any general criticism, 
P.A. 1. said: “No criticism; we know 
he has not had much time to be called 
thoroughly experienced. He's better 
than average for the time he has been 
selling.”” P.A. 2. commented: ‘No crit- 
icism. I’m very well satisfied.” 


consider 





How Do You Rate 


Said: 


Average 
a Said: Good 
Said: Good 


Said: He has 
products 


Salesman Clark On Product Knowledge? 


Mr. Clark on “Product Knowledge” 


Although I studied machine shop work for two years in 
college, have worked for five years at almost every job in the 
house, have attended manufacturers’ training schools and 
sessions, I need more product knowledge—you never can 
get enough product knowledge. 


a well-rounded knowledge of 
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Does Mr. Clark Call On You Too Frequently? 


about everv three weeks. 


He makes frequent calls but not too 
many. He gets a good part of his business 
trom us because he gets round to find Mr. ¢ lark Ss Comments 


ut what w | 
out what we neec Ihe frequency of my calls depends upon the size of the 


account. I call on some customers once a week—then, as 
: thev get smaller, once a month—and the real small ones as 
Said Mr. Clark space his calls wisely ” 
rarely as every six months. 


Said: No, his calls are not too frequent. He 
calls on me at regular intervals as well 
as in emergenci 





How Do You Rate Mr. Clark As To Brevity? 


I would rate him high; he doesn’t waste 
time. 


Good Mr. Clark’s Thoughts 
When vou try to squeeze in as many calls every day as [ try 


to, vour stops have to be quick ones. 
Good 


He takes only as much time as is needed. 





Why Do You Give Your Business To Mr. Clark? 


His company always had top notch sales 
men call on us and their salesmen have 
helped us in emergencies many times. 


Mr. Clark Comments 


Good service 
salle, The most important function of the distributor salesman 


is to see that the customer gets the merchandise he orders; 
that he is given complete information by the salesman s0 


Verv good service over many years. They 
* ” that he buvs the right product for his needs. 


are always readv to help us out in a pinch. 


Service and the sincere manner in which 
he and his company try to do a job for us. 
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tivity, but costs less, eliminates errors and meets with cus- 


SOLUTION TO A PROBLEM, Silliter-Holden’s 7-part 
hipping form not only increases office staff produc- tomer approval 


rive 


Too much time spent typing invoices, orders and labels? A Hartford distributor 


now has 2 girls instead of 4 turning out more work than before by using. . . 


A 7-Part Form With 7 Advantages 


By George L. Bottari, Assistant Editor 


TY 


q 7 
Gees. 


before TWO TYPISTS now turn out more 
work than 4 girls under the old system. 


STOCK CONTROL CARDS are checked to be sure items are available 
form is typed. When back-ordered items are received, they are handled in same way. 
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How MUCH TIME is spent by your office staff typing 
orders, invoices and shipping labels? Too much time! 
That was the studied conclusion of Silliter-Holden, Inc., 
Hartford, Conn. distributor. But, as F. R. McClure, sec 
retary of the company says, “Then we were faced with 
the problem—what can we do about it?” 

A new system was devised that made use of a 7-part 
invoice-shipping form. Maybe 7 is Silliter-Holden’s lucky 
number. At any rate, the 7-part form has resulted in 7 
solid advantages. 


Advantages 


1. Increased output. Under their old system it was 
necessary to type a shipping order, a label, and finally, 
an invoice. With the new form, all three are typed in 
one operation. (Except prices and extensions on invoice 
copy which are typed in after shipment is made. ) 

It used to require 2 girls all day to type approximately 
175 invoices. Now, 1 girl types 200 to 250 invoices per 
day. Primarily, because she only has to type in the prices 
and extensions. 

2. Less help. Mr. McClure says, “Where we formerly 
had 4 girls typing orders, invoices and labels, we now have 
only 2 girls assigned to this work. And their output is 
greater!” 

Under the old system, when an order was received, a 
shipping order was typed. Time was lost due to the 
necessity of inserting carbons for the copies required for 
stock control, and the shipping department. A label had 
to be typed separately. After the shipment was made, 
everything had to be typed again on invoice forms. There 
were two complete typings, plus the label. With the 
7-part form it is all done with one typing. 

3. Clarity. With the present form, the customer can 
readily determine what has been shipped, and what is on 
back order on any particular item. And the old form 
didn’t have enough room for prices, discounts, and exten- 
sions. 

4. Elimination of errors. By working from one form, 
shipping, stock record, and invoicing errors are greatly 
reduced. 

5. Elimination of lost charges. As the 7-part form is 
numbered, an accurate control can be maintained on every 
shipment. It is virtually impossible for stock to be 
shipped, and not billed. A numerical file of the invoice 
copies is checked periodically. Any set that is in the file 
too long is questioned to determine what happened to the 
copies handled by the shipping department. Possibly 
the truck driver may have lost or misplaced the receipt. 
If so, the stock records, the stockroom, and the customer 
can be checked to determine if the material was actualh 
shipped and received. 

6. Identification. Due to the numerical identification 
of the complete set, it is easier to discuss any particular 
shipment with a customer. The customer, by referring 
to the packing slip number, enables Silliter-Holden to 
make quick identification of the shipment involved. This 
is particularly true when the customer may have received 
5 or 6 different shipments the same day 

Cost. Last, but by no means least, is the compara 
tive cost. Surprisingly enough, money is saved by ordering 
the new forms. Prior to the 7-part form, Silliter-Holden 
had to purchase labels, carbon paper, and two different 
forms—the invoice forms and the shipping order forms. 
“Actually,” Mr. McClure says, “the old forms and labels 
cost us twice as much as the new forms!” 

Here’s how the 7-part form works 
One typing provides all the necessary shipping and 
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invoice copies, plus the label. The forms come with 
inserted carbons between all copies so that no time is lost 
on carbon insertions. Where more than duplicate invoices 
are desired, invoice fillers with carbons attached may be 
inserted prior to typing. 

A featheredge carbon sheet makes it simple to tear the 
7-part form into two sections. The top section, which 
might be termed the invoice set, is made up of the fol- 
lowing sheets: 


1. Original invoice (white) 
2. Duplicate invoice (white) 
3. Office copy (vellow) 


The bottom section, which can be thought of as the 
shipping order set, is composed of the following sheets: 


4. Delivery receipt (blue) 
5. Packing list (orange) 
6. Stock record (pink) 
7. Label (white) 


The last sheet has a perforated line below the head of 
the form so that the bottom can be torn off and dis- 
carded, leaving the top section for a label. 

The procedure of handling an order with the new form 
is as follows: The customer's order is first edited. Then 
stock records are checked to determine if the material is 
on hand. Where it is necessary to back order a number 
of items, and the customer’s order is not too clearly 
written, Silliter-Holden rewrite the order on special order 
forms. 

Incidentally, it is Silliter-Holden’s practice to clip back 
order notation slips right onto the stock control card. 
These tab slips show the customer’s name, order number, 
and quantity due. 

After the order has been edited, and stock cards 
checked, the 7-part form is typed up for all stock items. 
The form is then split into the two sections. The top 
(invoice) section is then filed according to the printed 
number on the form. The bottom section goes to the 
shipping department. After the material is shipped, de- 
ductions are made on the stock control cards from the 
stock contro] copy. The pricing clerk receives the delivery 
receipt copy, and prices and extends all items. 

When the priced and extended delivery receipt copy 
is received by the invoice typist, she pulls the invoice set 
from the file and checks the numbers on each set. Then 
all the typist has to do is type in the prices and exten- 


sions, 


Counter and Cash Sales 


The same type form is used by Silliter-Holden for coun 
ter and cash sales. This insures uniformity of operations, 
and effects a saving by enabling them to order the forms 
in large quantities 

his form is identical to the 7-part form except that it 
is a 6-part form used in two sets of 3. The top section, or 
invoice set, is not numbered. The bottom section, or 
shipping set, is printed numerically. Usually, the bottom 
set is handwritten on counter or phone will-call orders. 
When the material has been picked up, one copy goes 
into the office, and a top set is used for the billing 

As the top, invoice set is not numbered, it is unneces 
sarv for the invoice clerk to match sections. Also, on the 
counter sales, nothing has been pretvped. Any unnum 
bered invoice set can be used to bill the material 

Of course, on a cash sale, there is no need to use an 
invoice set. But there is no loss of invoice sets unused 
on cash sales. They are used to bill direct factory ship 
ments, where the bottom set is not required. ‘This helps 
maintain balanced usage of the 2 sections of the 6-part 
form. 
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SKILL, precision equipment and supplies are re- 
quired to make 245 of the 292 parts of a View- 





Master Personal Camera indicated by G. N. Smith, 
designer of the camera 


Gain Selling Confidence—See Products Work 


YOU GET CONSIDERABLE CONFIDENCE in the products you 
scll when you see them at work making a precision prod 
uct like the View-Master Personal Camera. That was 
Charles Gunn’s reaction to a “tour” through the plant 
which turns them out and to which he sells supplies and 
equipment, Mr, Gunn is a salesman for J. E. Hasteltine 
& Co., Portland, Ore. Under the guidance of Gordon N 
Smith, partner of Sterecocraft Engineering Co., which 
makes the camera, Mr. Gunn made a tour of the plant to 
see how it was mad 

The View-Master Personal Camera is a precision instru- 
ment with which anyone can take stereoscopic (thre« 
dimensional) pictures in color or black and white. Two 
pictures of the same scene are taken simultancously from 
slightly different angles. It requires accurate balancing of 
lenses and perfect synchronization of shutters and built-in 
flash switch. Careful design and fabrication are required 

In addition to seeing the supplies and equipment h« 
sells performing precision tasks, Mr. Gunn learned from 
talking to Mr. Smith, expert machinists and machine 
operators about tool performance why one tool is used 
in preference to another; why one method of cutting is 
used in preference to aaother—all adding to his store of 
knowledge of applications and selling points. And, on 
this particular tour, Mr. Smith inquired about the avail 
ability of a small milling cutter used on one of the small 
parts machining units in the operation of which Mr 
Gunn showed considerable interest 

lhe initial stop on the tour was the tool and die shop 
where a full gamut of equipment and supplies are used to 
make the precision tools, dies, jigs, fixtures. Expert 


machinists work with lathes, grinders, shapers, jigborer, 
saws, precision instruments, machinists’ bench tools, taps, 
dies, reamers, etc. to turn out the stamping, piercing, 
drawing and embossing dies used on the production line. 
hese dies must be kept in perfect working order which 
requires maintenance, repair and rehabilitation work. 

Under the direction of K. F. Kurz, partner in charge 
of production, many fixtures are created in the shop to 
speed production. A notable example is a multiple drill 
head with only one spindle which drills as many as 18 
holes of different sizes in the camera frame at one stroke 
of the drill press. Standard drills are used. 

I'he precision tools and dies make possible the stamp- 
ing and press forming of many of the small parts as 
finished components. But there are some parts which 
need machining to complete. The gear spurs on the shut- 
ter mechanism cam must be cut with milling cutters. The 
lens tunnels (of which there are two for each camera) 
must be true to .0005 tolerance. This is fine work for a 
machinist. Millers, shapers, drill presses, grinders are 
used along with special machinery utilizing standard cut- 
ting tools 

Small hand tools—screw drivers, punches, scribes, 
tweezers, etc.—help in the job of assembly. Components 
are assembled in small sections which, in turn, are united 
into sub-assemblies. After inspection comes the testing 
of shutters and flash mechanisms on special electronic 
testing machines 

Being a model modern plant, lighting fixtures, lamps 
and maintenance material play an important part in 
keeping it so. 
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REQUIREMENTS are checked by Charles Gunn, salesman, PROGRESSIVE BLANKING and piercing die to make 
J. E. Haseltine & Co., Portland, Ore., with W. J. Kirby, lever plates for viewers was made in the tool and die shop 
p.a., of the camera firm, after tour and is explained by Art Rossberg to Mr. Gunn 


EMBOSSING TOOL PUNCH on the lathe is checked by SURFACE GRINDING a steel plate for die base is a fre- 
J. A. Janacek for size while Mr. Gunn watches operations quent operation in the tool and die shop, Walter Zenger, 
and makes notes of various products used toolmaker, explains to Mr. Gunn 





MULTIPLE DRILL HEADS for simultancous drilling of FINISHED PRODUCT taken off testing table is shown to 
all holes in camera frame was made in the shop, Mr. Gunn Mr. Gunn by Mr. Smith, who explains that their work on 
learns from Bud Larsen, in charge of machining improving tools and techniques continues 
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Buys Foundry Site 


Sale of the abandoned foundry|revolving shafts or drums for 
building and property in the east-jheating or cooling purposes. 
ern section of Charlotte to aj The deal was handled by the 
Chicago manufacturing concern|ABC Realty Co., and the price was 
was reported today. The purchaserjnot disclosed. It is expected that 
is the Perfecting Service Co., man-|the Chicago firm will eventually 
ufacturer of Rotary Unions, prod-jimprove the property and transfer 
ucts used in connecting hose tojsome of its operations here. 
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News Means Sales— 


By Jack Wertis, Associate Editor 





d hief engineer, and Van Lee Shaw, 

" omer and agent; Harmon Shaw, ch pone 

, Dick Sterling chairman of the board of the Perfecting Service Ce 1 
"B. purchasing facturers of “Rotary Unions 


RESULTS are early contact = 
nformation about operations which aan | 
ionmad from left) picks up from J. B. Carter, 
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But You Must Act 


tions to revolving shafts or drums for 


Dick SIERLING, salesman for the 
Henry Walke Co., Charlotte, N. ¢ 
reads his local daily newspaper for 
profit as well as relaxation. The profit 
comes from noting and acting on such 
items as industrial plants moving info 
the territory, plant expansion plans, 
plant modernization plans, plant dam 
age, plans for making new products 
and loans made to plants. 

lo Mr. Sterling, these are 
leads and deserve his prompt atten 
tion. True, not all of them lead to 
sales but the average need not be 
verv high to make his investigations 
profitable 

Here's a typical experience from 
Mr. Sterling’s book of anticipating 
sales which proves the exception is 
worth the trouble. It has happened 
before. He was reading the local 


newspaper one evening and came 


] 


sd ICS 


across an item announcing the sale 
of an abandoned foundry building to 
the Perfecting Service Co. of Chi 
cago. The buyer planned to remodel 
the building for the purpose of manu- 
facturing 


‘Rotary Unions,” connec 





heating or cooling purposes. ‘The 
item also mentioned that the trans 
iction was handled by a local real 
estate firm. 

Mr. Sterling clipped the item and 
placed it in his wallet. Ordinarily, 
this is a graveyard for many such 
items but Mr. Sterling doesn’t believe 
in waiting for developments. He likes 
to do a little developing on his own 
hook. The first thing he did on ar 
riving at the office next morning was 
to get in touch with the real estate 
firm mentioned in the item and make 
an appointment with the individual 
who actually negotiated the sale of 
the property to Perfecting Service Co 

l'o the real estate man, Mr. Ster 
ling explained his interest in the 
buyer's firm, that it was a logical con 
sequence of the sale of the property 
to assure the buyer of a local source 
of industrial supplies to the proposed 
plant. The real estate man agreed 
and, after giving Mr. Sterling the 
names of the Perfecting Service Co.'s 
officers, he promised to introduce Mr. 
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Sterling to Van Lee Shaw, chairman 
of the board, when the latter again 
visisted Charlotte to arrange for the 
remodelling of the plant. 

Although it was some time before 
Mr. Shaw came to Charlotte, Mr. 
Sterling kept in touch with the real 
estate man to make sure there was no 
slip-up in arranging a meeting. When 
Mr. Shaw did arrive for a visit, Mr. 
Sterling was notified and introduced. 
Mr. Stezling told Mr. Shaw of his 
company, of the products it stocked 
and of its facilities to provide indus 
trial supply requirements. They @lso 
discussed “Rotary Unions” and Mr. 
Sterling learned they were precision 
rotary connections, not mere packing 
joints, requiring very accurate ma- 
chining and finishing and that the 
market for them was large, that the 
materials used were cold rolled steel, 
stainless and monel tubing which was 
machined and graphite, that the 
company purchased gray iron castings 
and special ball bearings as compo- 
nents. Thus, before remodeling of 
the building started, Mr. Sterling had 
accumulated some highly valuable 
sales information which gave him an 
idea of the prospect’s requirements 
and potential. 

As the old foundry was being trans- 
formed into an efficient modern 
plant, Mr. Sterling met Ed Shaw, 
president; Harmon Shaw, chief engi- 
neer, and J. B. Carter, purchasing 
agent, who visited to arrange details 
of moving the plant and to seek 
homes. In this period, Mr. Sterling, 
his capacities to serve the plant, his 
“lines” and his company went under 
severe scrutiny. As Harmon Shaw 
put it, “We liked the attention we 
got from Dick and appreciated his 
interest but we are interested in only 
two things, service and quality.” 


Equipment was discussed also 
since, Mr. Sterling’s firm handles 
machine tools and Mr. Sterling 


learned that the firm used wheel and 
belt grinders, power hack and band 
saws, drill presses, millers, lathes (en- 
gine, turret and automatic), screw 
machines, paint spraying equipment, 
compressors, shapers, welders, silver 
soldering machines, abrasive cut-off 
machine and a comparator. 

With this equipment, the com 
pany was interested in Mr. Sterling’s 
stocks of carbide and high speed cut 
ting tools, machine tool accessories, 
power transmission products, preci- 
sion tools, mechanics’ hand _ tools, 
threaded products, lubricators and 
lubricants, coolants, paint, hose, fit- 
tings, grinding wheels, etc. for opera- 
tions. In addition the company was 

(Next page, please 








News Means Sales—But You Must Act (Cont’d.) 


interested in industrial hand trucks, 
pipe fittings and general supplies 

Mr. Sterling satisfied the official 
on all points. In the first three years 
that Perfecting Service operated at 
Charlotte, relations between customer 
ind salesman have been mutually ad- 
vantageous. In fact, during that time, 
Mr. Sterling has been able to sell the 
firm equipment as it expanded activi 
tics—grinder drill presses, lathes, 
paint sprayers, compressor and weld 
ers. Since opening, the company ha 
built four additions to the original 
remodelled foundry and recently a 
quired more land for expansion 

In addition, Perfecting Service Co 
maintains a repair service which 
repairs and reconditions “Rotary 
Unions” at the factory. and this serv MACHINING, Salesman Sterling learns from Harmon Shaw, is dominant in Perfect- 


ice requires supplies too ing Service Co.'s operations and he has provided lathes for the firm. 


CUTTING tools of many types are another requirement as PAINT SPRAYING is another operation in which Salesman 


Salesman Sterling learns from watching shaper set-up Sterling has an interest since he sells these items 


WELL SUPPLIED stock room and tool crib Salesman TESTING SINK for the “Rotary Unions” gives Salesman 
Sterling learns keeps Perfecting’s operations regular Sterling a chance to sell gages, pipe, valves, fittings, etc. 
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SKILLED AT WOODWORKING, E. N. Wirthlin, Jr., 
vice-president of Cincinnati's Wirthlin-Mann Co, trims 
drawer on table saw 


This young Cincinnati distributor doesn’t play the big 








N W rthlin, | ) 1 yund hi new 
m Dana Avenue in Cincinnati, he es 
omething that needs doing. But Mr. Wirthlin isn’t 
the type who straightway phon fi 1 Carpenter or con 
tractor, then postpones the job because it will cost too 
much. A handy man with tools, he does the job himself 

As a result, the Wirthlin-Mann ¢ warehouse fairly 
bristles with examples of its young  vice-president’s 
industry The will-call section, for example, boasts a 
vith lighted display 


Every TIME | 


Vd HOUSE out 


large, attractive counter complet 
vindows. And nearby tnere’s a tall showcase, fluorescent 
lighted, with hand tools tastefully arranged on pun h 
board” display board At the rear of the warehouse, 
vhere he has his workshop, Mr. Wirthlin i 
working on a new chest of drawers for storing taps and 


currently 


dies 

Mr. Wirthlin is as adept with a welding torch as he 
is with saw and hammer. ‘Take a walk out to the yard 
behind and there you'll see a high wire fence, complete 
with sliding gate, which en loses the truck-parking area 


ice-President in Shirt Sleeves 


shot. He takes off his coat and does the job himself 
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HE FITS DRAWER to chest. which will eventually hold 
taps and dies. He also erected fence enclosing rear yard, 
saving money as a result 


I 














FINISHED EXAMPLE of Mir. Wirth 
lin’s handiwork is this attractive display 


cabinet standing in count i] wea 











Mir. Wirthlin erected this himself after he did a fast 
double-take on a local contractor's high-flown estimate 
Ihe gate he put together from the remants of a travelling 
hoist taken from the firm's old downtown building 

During the winter months, Mr. Wirthlin spends most 
of Saturday and Sunday around the warchouse looking 
for things to do. Impending projects include taking an 
old platen printing press asund md making a revoly 
ing window display out of it 

Mr. Wirthlin wants it on the record that in doing 
’s indulging in a hobby and net deliber 
| lowever,” 


his own work, he 
itely trying to put contractors out of work 
he avs, “with prices the wav thev are these days, I 
consider myself lucky [I can do some of these jobs 
myself.” 

One more thing—Mr. Wirthlin’s a bachelor, so he 
doe nt have to answet for weekend worked in the WadarC- 
house All the same, he suspects he’s pretty much in 
the same league as a husband with a basement to clean, 
pictures to hang, or a fence to repair. 
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MODEL PLANES, each labeled with a salesman’s name, man exceeds quota. Contest originator Frank Wood, sales 
race to break through Cellophane “‘sonic barrier” when sales manager, coordinates the 30-day contest. 


Another Sales Contest? 


“Sure,” says Abrasive & 
Supply Co., Detroit— 


“think up a gimmick and 


offer a good prize — it’s 


a fine advertising device; 


you'll latch on to new ac- 


™, J counts; sales will go up 
\Ne and stay up” . 
eve AK 1 \ ; 


DAILY PEP MEETINGS are conducted by captains to sustain enthusiasm. Order 
personnel also participate, being assigned to teams as coaches. Mr. Daniels, giving 
flight briefing to his team, says “Our men on the order desk do an especially admirable 
job of promoting business with the salesmen’s customers.” 
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“] THINK SALES CONTESTS are One reason for our success 
as industrial distributors,” says Eric Daniels, president 
of the eight-year old Abrasive & Supply Co., Detroit. 
“Although we feature only one big contest a year, our 
men also participate in several arranged by the suppliers 
throughout the year—to keep them from getting fed up 
with contests, we depend on two things: a gimmick and 
a prize that’s attractive enough to make them work.” 

The company feels that it has received numerous 
benefits from these contests. For instance, during the 
sales contest held last vear, 300 new accounts were 
picked up—and 75 per cent of these are still active with 
Abrasive & Supply. 

It’s natural that sales climb during the 30 working 
days of the contest—but they also stay up for two or three 
months following, with the company still feeling the 
results of the salesmen’s intensified efforts. 

“Sometimes we don’t feel the results of the salesmen’s 
accelerated sales effort until a month later,” says A. B. 
Monahan, vice president in charge of sales. ‘““We have 
figures to support the fact that two months after the 
contest, sales are equal or higher than during the contest, 
due to the enthusiasm and missionary work during the 
contest.” 

Because of the gimmick attached to the contest, and 
due to the salesmen’s intense interest, the competition 
captures the attention of the suppliers, customers, and 
others in the Detroit area. Some manufacturers, realizing 
the value of the concentrated sales drive, contribute prizes 
for the greatest amount of sales in their lines. The cus 
tomers take an interest in the score of their individual 
salesmen, and make an effort to hand over added business. 
And the prizes and the novelty of the contest have put 
Abrasive & Supply into the Detroit newspapers more 


than once 


The Rules 

In preparation for the Third Annual Sales Contest, a 
mimeographed set of rules was passed out to each pat 
Such data as the contest period (30 working 


ticipant. 
total sales on all lines) 


days) and contest basis (includes 
were outlined. 

Individual scoring is figured on a basis of largest dollar 
volume of sales in excess of quotas during the contest 


LATECOMER Richard Elsey hangs his head as team members point out that he is 
two minutes late, thereby costing his entire team one full factor point. Salesman at 
right rushed to work tieless to make 8 a.m. deadlin 
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RESELLING old contacts won $200 
for B. J]. MacPhail m contest held two 


years ago. He has highest quota 














period. ($1,000 equals one factor point.) In order to 
win first or second prize, individual score must exceed 
the established quota. The team which exceeded its 
quota by the greatest dollar volume during the contest 
period would be declared winner. 

Every member of the organization is required to report 
for work in the office no later than 8:00 a.m., and any 
deviation from the rules must have the permission of the 
opposing team captain. ‘Team penalties incurred by any 
participating member arriving at work later than 8:00, 
equal one full factor point. 

lor any new account written during the contest period, 
regardless of the amount of the sales, the salesman bring- 
ing in this new account receives, in addition to team 
benefits, credit to the extent of one full factor point. 
All figures are based on business booked during the 
contest period regardless of delivery and invoicing dates. 

All members of the losing team, including coaches 
and captains, were warned that they would be required 
to fetch and carry for any member of the winning team 
at the annual picnic which would close the contest 
Each losing salesman and coach will be required to 
furnish a case of beer. 


Prizes Listed 


Following this list of rules, a list of the prizes was 
distributed. The first prize offered is a 14-day Southern 
vacation—seven days in Miami Beach; seven in British 
Nassau, via Eastern Airlines Super Constellation and 
Pan American Clipper. Second prize is a_ five-day 
Georgian Bay cruise from Detroit to Chicago via 
Mackinac Island on the SS North American. 

Weekly prizes were offered to the salesman booking 
the greatest amount of business dollar-wise in cach week 
of the contest. Prizes range from ten dollars for the 
first week’s winner to $60 for the high man of the sixth 
week. 

In addition, cach salesman of the winning team who 
exceeds his quota will receive a $25 U.S. Savings Bond, 
which is also offered to the coach of the winning team 

Following this, the salesmen were broken up into 
two teams, assignment being made as nearly as possible 
according to quota, to balance the groups. Each sales 
(Next page, please 






Another Sales Contest? (Cont’d.) 


CHECKING on new line applications 
helps M. V. Shellington to squeeze out 
additional term 
He feels stimulates salesmen 


Acre 
I ape 
lool) 


and C 
take keen 


sales during contest 
ontest 


man received a letter giving him his quota 

In addition, a letter signed by Abrasive President Eric 
Daniels went to the wife of each salesman. Besides 
describing the prizes in detail, the letter said 


his being a sales organization, sales contests 
important and valuable, and many times 
1 imagine vou wonder why there are so many 
Most contests throughout the year are arranged 
separately by our suppliers and are on a specific 
product However, this contest is our own, 
ind IT hope that you will find the prizes attrac 
tive 


ir 


Mr. Daniels feels that the letter serves two purposes 
it explains to the salesman’s wife why he is devoting more 
time than usual to work; and also inspires her to spur 


her husband on 


Salesman Enthusiasm 


Although this was the third such contest in three 
years, salesman enthusiasm is high. However, in regards 
to the 8:00 a.m. starting rule, Sales Manager Frank Wood 
“The idea behind this rule is that if they’re on the 
nine imstead of ten they'll make more calls. In 

ontest, no one was late during the 30-day 
Last vear through 30 working days, the penalts 
was invoked five This year, in only the second 
weck of the been invoked three times 
already, although in every case the guilty salesman was 
Perhaps the idea is 
to get a 


Says 
road by 
the first 
period 
times 
contest, it has 
late by only a couple of minutes 
losing its and we'll 
angle next year.” 

All vacations were canceled during the contest. In 
regards to the competition, Salesman Geerge Hoffman, 
who was assigned the second highest quota, said: “Our 
customers participate in the contest with us, and inquire 
frequently about it. It shows me one thing—the people 
I sell to are my friends 

“In past contests I've won a radio and several war 
bonds. I don’t know what I'd do with this prize becaus« 
my wife doesn’t fly. Right now I’m second place.” 

“IT like the month-long contests,” said M. V. Shelling 
ton, “especially in the time of vear when business slacks 


effectiveness, have new 
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MANUFACTURERS 
Skil Corp.), P. J. Reidy (Permacel 


R 


interest 


MEN-—M. W STANDING shows Captain Eric Dan 
icls’ Cutlasses lagging behind Captain 


A. B. Monahan’s Sabres in second week 
of contest 


(Standard 
progre SS. 


Snvder 
in 


off—June, July and sometimes August. ‘They make m« 
push a little harder than I ordinarily do 

“I call mostly om the large automotive outfits—sell 
em the whole gamut of power transmission equipment 
and also handle pneumatic tools for the aircraft industry 
! think we have too many small contests throughout 
the vear, but I like this big one. Since my quota is very 
high, I'm in a pretty Iow position right now—but like all 
the salesmen, T have my hopes.” 

Salesman P. J. MacPhail, who was assigned the highest 
quota, was a little worried. “I don’t have anything too 
big lined up night now. When vou work with the 
larger companies as [ do, you can’t be sure when things 
will break 

“But I think any sales contest is good—thev tend to 
keep the fellows on their toes, and create interest in the 
products we have to sell. I find they make me dig out 
some customers I haven’t seen in some time—a salesman 
tends to coast along with items easy to handle.” 

“Each year we get more out of these contests than 
the last,” said Mr. Daniels. “The airplane gimmick we 
used this time captured the men’s attention, and thev 
show a lot of interest in the position of their individual 
planes. And the proof, of course, is in our sales figures 

they're high. 


Results 


“Visitors to our salesman’s office are intrigued by the 
display—they ask questions about it, and these questions 
lead right where we want ‘em to—to our lines of power 
transmission equipment, abrasives, and steel shop equip- 
ment. And on top of that, the contest is a lot of fun 
for all of us.” 

Ihe prizes are selected, of course with an eve to the 
incentive they'll give the salesmen, but according to Frank 
Wood, this particular type of prize has another function. 
“Prizes which consist of trips are getting increasingly 
popular ali over,” he said. “And thev’re always good for 
a picture or two in our local papers. After all, we're a 
relatively new house—we'd like our name well known in 
Detroit and throughout our territory.’ 

Ingenuity conceives the contest, Abrasives & Supplies 
feels, and enthusiasm sparks it—the results: new accounts, 
more sales, extra publicity, and a lot of fun. 
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ROTATING the contents of your 


Freitag is about to do at J 


front 


Russell & Co., and 


id 


windows, as 


SCHEDULING the exhibits to coincide 


promotion, will help you to. . 








with other sales 


Let Your Windows Sell the Industrial Buyer 


Iv YOU DON'T HAVE THE ROOM or the 
inclination for elaborate inside display 
rooms, your windows are important 
assets, provided you put them to the 
right use. 

l'o catch the eve of the 
buyer instead of unwanted retail cus 
tomers, however, takes careful plan 
ning aml close cooperation with man 


industrial 


ufacturers—like any other aspect of 
an aggress selling program 
J Russell & Co., Holvoke, Ma 


put this conclusion to work recenth 


in revamping its outside front to get 
more selling power—and attractive 
ness—in otherwise wasted space \ 
little initiative in finding the right 
display ind foresight in setting up 
a schedule to rotate them, netted t! 

results the company wanted 


individ 


J. Russell’s problems were 
ual, but not unique. ‘The m pam 
wanted 

1. An end to haphazard, unsch 
uled displavs of unrelated items, often 
is not looking as though thev had 


been put there just to fill up space 

2. Larger displays than the conven 
tional-type counter card, to dominate 
its 5 rather large window 

3. Hard-hitting, eve-catching — ar- 
rangements that would tell the story 
of what the company did, and at the 
same time draw attention. J. Russell 
is located on a busy artery, in an in 
dustrialized section, where customers 
and potential customers pass every 
day. 

4. Displays that would be imposing 
and complete enough to make up for 


thie company s lack of a large inside 
Inside space is needed 
Also, the company 
doesn’t want to attract counter trad« 
5. Displays that would coincide 
with the company’s sales promotion 


display room 


for other uses 


on specific products. 
6. Displays that would be inexpen 
ive to maintain and rotate frequently 


I'he management knew that as much 
is $2,000 worth of inventory might 
be tied up in a window at one time, 
if the display was a big one and the 
company had to stock it. For five 
vindows, that could be a lot of stock 

Planning by Sales Manager Lee 
\llen and Robert Russell got the 

oject rolling. Mr. Russell first meas 


ured the windows, then wrote to some 
( manufacturers describing what he 
vanted and listing the measurements 
Most of them could fill the bill. They 


ent pictures of their displays, listed 


lates when available 
rom this information, and from 
onferences with Mr. Allen and other 


ompany officers on sales promotion 
drives, Mr. Russell drew up his dis 
plav schedul This was plotted a 
ior most displays, one 
the assigned time in the 


VCal ihe id 
month wa 
window 
With five windows, it wasn’t diffi- 
cult to make the displays coincide with 
sales promotion drives. The company 
seldom promotes more than five key 
lines at one time in its direct mail 
Ihe schedule, which listed the win 
“A”, “B”, “C”, etc., along- 


dows as 


side columns for the months, was in- 
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serted in a looseleaf notebook along 
with the window dimension drawings 
and correspondence with manufactur- 
crs 

Displays arrived neatly packaged for 
rapid assembly. It took little time for 
two inside men to set them up. 

Ihe cost was small, in most cases 
only the expense of shipping them to 
the next city at the end of the month. 

Most of the tools and other dis 
play items were furnished, obviating 
the need of supplying the windows 
with expensive inventory. Sometimes 
“dummies,” 


the tools or parts were 
made, for example, of lower cost 
metals than the actual products—but 


they looked like the real thing, and 
were placed where no one could 
handle them to find out. 

For eye-catching appeal, the com- 
pany had what it wanted. Some of 
the displays were mechanically op 
crated, with revolving boards and 
other devices to supply one of the 
most effective means for attracting 
attention—motion. 

Almost all were designed according 
to basic principles of good display: 
(1) one message in one window, (2) 
a coherent arrangement of related ob 
jects, and (3) simplicity. 

The company hasn’t had time to 
judge direct sales results. But there 
is no doubt that the display project 
has boosted the morale of the inside 
sales force. And as Robert Russell 
puts it, “No one can drive by J. 
Russell’s now without knowing what 


we do here.” 
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SEPARATE DEPARTMENTS for maintenance are a good 


source of sales in some industries, says Frank Miller, of Fred 


K. Blanchard, Inc., Troy, N. Y. Here he checks shops needs 
with A. FE. Gedman, of Marinette Paper Co 


HERE’S A SALESMAN WHO SAYS LOOK FOR 


Maintenance Shops with a Potential 


Where production equipment is too specialized to be 


expendable, it’s a full time job to keep it in shape 


MAINTENANCE SALES are worth looking for, according to 
Frank Miller, Fred K. Blanchard, Inc., Troy, N. Y. 
Mr. Miller proves this point daily in his rounds of big 
plants in his territory. Maintenance shops are most 
productive, he says, in industries where production tools 
are too large and specialized to be readily expendable 

If you can’t sell frequent replacements for production 
tools, he reasons, then you can sell the maintenance 
tools that keep the production tools in shap« 


Look for the Volume 


lake papermaking, for example: “In some industries,” 
says Mr. Miller, “the usual type of repair shops produce 
only a small volume of distributor sales. They may 
operate only when something breaks down. But in 
papermaking, and other industries where there is consid- 


OPPORTUNITY to sell engineering know-how is Mr 
Miller's in dealing with purchasing executives A. FE. Gedman 
ind H. L. Swan. Close attention to maintenance needs 


may open door to other sales 
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erable cutting and sawing with large, specialized tools, 
it’s a different story. It's a full time operation for main 
tenance to keep these tools sharpened and in ipe for 
high production.” 
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SPECIALIZED TOOLS are reconditioned in paper com 
pany s grinding room. Ken Purdy, foreman, talks over an 
abrasives problem with Mr. Miller—how to get the right edge 


on a 21-inch slitter knife 


Marinette Paper Co., one of Mr. Miller's largest 
customers, is a good example. This firm has two paper 
mills in the Glens Falls area with centralized facilities for 
the grinding of the paper machine rolls, doctor blades 
ind slitter knives 

It’s a natural for abrasive sale 


Check the Advantages 
But Mr. Miller seems more than immediate sales in 
1 maintenance department if this kind. By keeping in 


lose touch with it, he can als 


1. Stay abreast of industry devel pments, as almost all 


production equipment gor to maintenance sooner or 
later: 

Watch for potential sal n other departments 
v noting the production tools being reconditioned and 


their state of repair; 


3. Check performance of | luction tools he’s sell 
ing, for better service; 









The Technique 


lo sell in maintenance shops, Mr. Miller says you 
have to: 

1. Know the industry in your area, so you can 
spot plants with major tool reconditioning opera 
tions—those, for example, where high speed cutting 
and sawing are part of the production process 

2. Learn the plant setup. Is maintenance cen 
tralized, or dispersed through the plant or con- 
tracted out? 

3. Know the plant’s maintenance procedure. Is it 
“preventive” maintenance or “breakdown” mainte 
nance? Is there a schedule for reconditioning opera 
tions? 

4. Learn functions of different maintenance shops 
in the plant. Some may be for high-production 
work, as in Marinette’s grinding room; others may 
be repair shops, completely equipped with tools you 
sell, but comparatively inactive. 

5. Be willing to test and trouble shoot. Mainte 
nance departments like Marinette’s are generally 
centers for research. Cost savings of only a few 
cents on a maintenance operation are bread and 
butter to a big plant. 

6. Develop thorough engineering knowledge of 
your products’ application to these specialized main 
tenance operations. You'll be answering questions 
from engineers and probably purchasing agents who 
are engineers. 

Learn the operations in the rest of the plant 
whether you are selling to other departments or not 
I'o understand why a tool needs reconditioning, 
vou must also understand how it got that way in 
the production operation. 

8. Develop a personal approach that fits in with 
plant protocol and the customs of the industry 
Where production equipment is highly specialized, 
production secrets are apt to be closely guarded 
Salesmen may go further in the long run by going 
slowly at first, until they’ve earned the conndence 
of purchasing executives. 
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4. Take advantage of the intimate, small-plant atmos 
phere of the maintenance department, to cement good 
relations with plant personnel, 

5. Get to know operating personnel and cngiticers, 
since many of them have business in maintenance; one 
of its missions is to solve their problems; 


6. Make efficient use of his time, by dealing with onc 
centralized department on maintenance matter 


How do you sell maintenance shops? Basically, says 
Mr. Miller, the technique is not much different from 
iny selling, where the customer is a big plant and service 
15 a must 

For any kind of selling, says Mr. Miller, he puts service 
first. In Marinette’s grinding room, testing and trouble 
hooting is a continuous process. The right wheel, the 
right speed and feed, and the right bevel on the sharp 
tecl edge of the piece being sharpened—these are the 
ritical points that mean savings for the custome 

Ihe salesman with the right answers, Mr. Mill 
will be welcome back in any maintenance shop 























ORR SALESMEN GATHER to participate in and learn 


from combined sales training sessions and sales meetings, held 


monthly to study human relations in selling, main product 
lines, and company policy. 


INGENUITY, PLANNING, ENTHUSIASM SPAR .. . 


Sales Sessions That Pay Off 


By Robert Slater, 


\ SERIES OF SALES TRAINING SESSIONS with sales mectings 


which has increased sales, whipped up salesman 
enthusiasm, and even aroused the imterest of outside 
groups, is being sponsored currently by On Iron Co 
Evansville, Ind 

The primary aim of this series, according to Berni 
Weirauch, vice president, sales, is to give sales personne! 
an increased understanding of human relations, and also 
a chance at self improvement—along with ample doses 
of product knowledge and the “how” of company policy 
making 

The sessions, held monthly, begin on a Friday evening 
and run through Saturday morning. “The salesmen are 
on their own time—thus they take the meetings seriously,” 
says Mr. Weirauch. “And the fact is, we spend so much 


money on the meetings, we have to take them seriouslv.’ 


Sales Presentation 


First feature of the sales training session is the enact 
ment of a mock sales situation by two salesmen. An 
assignment announcement is made the day preceding, 
and each salesman is expected to plan a presentation, 


Associate Editor, 


Chicago 


since the man handling the session is not selected until 
the actual meeting 

An “organized sales presentation” form is filled out by 
cach salesman in preparation for the session. ‘The form 
consists of five blank spaces, providing for elaboration 
on each of five “W’’-s’ 

“1. Why? ‘Tell in powerful, imagination-stirring sen 
tences, the ultimate results your prospect will enjoy if 
he listens to your presentation. 

“2. What is it? Tell the prospect how vou expect to 
produce the results promised above. 

“3. Who says so? Who backs up your promises? 
What is there about the firm behind this product that 
will impress the prospect? 

“4. Who did it? Who accepted your recommendation 
and got the results you promise? 

“5. What do I get? Sum up the benefits the prospect 
will enjoy if he accepts your recommendation. Minimize 
the cost; magnify the return. Cite him some extra 
results he will enjoy if he buys now.” 

Although each salesman uses this form to prepare 
his presentation in the event he is called on at the sales 
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Assignment for Sales Training Session 
Friday night, Feb. 27 

A 5-W on Selling Orr Iron Company on a 

New Account 


Item: Orr Iron compam 


Customer: Purchasing agent of a nationally known 
construction company 


Conditions: This firm has just arrived on the location 
to start construction work on a $90,000 power plant 
‘Temporary offices have been erected to house the 
Initial orders are being 


purchasing department 
\lso request 


given daily on an “emergency” basis 
for quotations will start next weck 

\s vet, Orr Iron Company has not been contacted 
either for an emergency purchase or for a request to 
bid. 


The location is 50 miles from Evansvill Our 
truck normally delivers to this area 


Notice: The salesman to handle this session will be 
selected at the meeting Friday night. Only the 
“customer” will be tipped off in advanc« 















training session, a couple of the Orr Iron salesmen (being 
slightful skeptical) actually used the written assignment 
method to sell tough prospects. One salesman made 
out a complete form as preparation for tackling a 
reluctant customer and landed the sale; another skeptic 
used it to make a file sale to a hitherto-unapproachable 
factory, coming in the next morning to say with 
enthusiasm: ““The 5-W works.” 

While the salesman who has been selected to make 
his presentation is giving his spiel, his fellow worker who 
plays the “buyer” spares no effort to make his job 
tougher. He causes the phone to ring, asks irrelevant or 
highly technical questions, brings up frequent criticisms 
and complaints. The large audience, of course, tends to 
make the salesman even more nervous. The audience 
itself is more than usually critical since each member 
has prepared a presentation. Notes taken by members 
of the salesman-audience might include such comments 
as: “talked too long”, “should have forced a close 
earlier’, “Jost customer when he quoted figures”’ 

Following the enactment, criticisms are offered from 
the floor. The entire act is recorded on tape, and the 
salesman later listens to a play-back, concentrating on 
such things as his voice technique (Did he talk in a mono 
tone? Clear his throat excessively?); order of presentation 
handling of buyer objections. 


Plus Selling Program 


Second feature of the sales training session is a presen 
tation of the Plus Selling Program. Mr. Weirauch has 
gone this well known sales training aid one better--he 
shows each film twice, and the men are quizzed on the 
film following presentation. Marks on the quizzes range 
from 50 per cent to 80 per cent, with a 79 per cent 
average—a second showing of each film ups this con 
siderably, and ensures the sales force’s gaining the utmost 
from the project. 

The quizzes are mimeographed and contain about 20 


questions. For example, to accompany the film “Are 
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TAPE RECORDINGS of mock sales presentations are valu 
able addition to sales training sessions. John Mueller and 
Sales Manager Bernie Weirauch listen for such details as 
voice inflection, ease of delivery, quick close 





Prospects Different?”, two sheets of questions were 
prepared headed “Do You Know Your Prospects?”, 
asking in detail how to handle the hard-boiled prospect, 
the know-it-all prospect, the Busy Beaver prospect, and 
the soft soaper. ‘The papers are then marked, and a 
discussion of them follows. 


Human Relations Lecture 


The next feature is a prepared talk by Mr. Weirauch 
who tries primarily to give his men a basic understanding 
of human relations, and secondly, to help them along 
the road to self improvement. His talks cover such items 
as “Understanding Your Customer”, “The Importance 
of Favorable Impressions”, and “Enthusiasm”. M1 
Weirauch prepares these deliveries with great care, trying 
to boil down pertinent facts on personal and selling 
psychology, and slant them towards his salesmen’s needs. 

The following gives an example of how Mr. Weirauch 
tries to integrate psychological principle with selling 
aims: 

“Now the point I want to make is that the power of 
suggesting in your hands as salesmen acts as a die, figura 
tively speaking, impressing on the wax of the subconsciou: 
mind of your customer just what you want to place 
there. 

“For example, all through a selling presentation ar 
such soft moderate suggestive phrases as ‘Here’s another 
feature that will interest you’—even before you have the 
order, you say, ‘Now when you get this piece of equip 
ment in your shop,’ or ‘When your shop foreman shows 
this to your customer These are positive suggestions 
whose only good is in the fact they get past the conscious 
mind and sow the seeds of ownership in the subcon 
scious.” 

Following Mr. Weirauch’s talk, printed copies of the 
lecture are passed out, as well as a summary of the text 
of the movie. This ends the formal part of the Friday 
night session. However the salesmen congregate for hour 

(Next page, please ) 
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Sales Sessions That Pay Off (Cont’d.) 


“BUYER” was played by Salesman 
John A. Lintzenich, who “tried to treat 
salesman as buyers always tseat me 


after in each others’ hotel rooms for spontaneous dis- 
cussions. “I don’t know exactly what they say in these 
bull sessions,” said Mr. Weirauch, “since I figure it’s 
good for them to hash points out without management 
interfering. But I certainly think it indicates their 
interest.” 


Policy Meeting 

Saturday morning the session is continued with a 
policy meeting slanted toward the salesmen and attended 
by all salesmen, representatives of every department in 
Orr Iron, and all branch managers. Questions such as 
“Why can’t we get cnough Jacobs chucks?”, “Why 
are shipments a day behind?”’, and “What's holding up 
back orders?” are fired by the men and an effort to 
thresh out the problems is made. ‘The credit manager 
is included in this policy session, as well as the Or 
Iron president, Sam Orr 


Preduct Knowledge 


Last item on the agenda is the presentation of some 
product. ‘The manufacturer's man who presents this 
segment of the program and the product dealt with 
are carefully screened. It’s a rule that he must present 
Mr. Weirauch with an organized outline of what he’s 
going to cover the day before—no outline, no pitch 

“We want to be sure he doesn’t introduce a new 
product before it’s ready, or cover an unimportant item 
We want to know how to whip competition, and that’s 
what we expect in these talks,” savs Mr. Weirauch 

“We resolved we would not start sales meetings for 
which we were not prepared, both information wise and 
stock wise. Our product knowledge presentations arc 
based on the selection of certain key lines we want to 
promote—based on gross profit, number of men selling, 
etc 

“Tt's true that some manufacturers think we're arbitrary 
in this—but out strict attitude has helped us present on) 
the most pertinent and concise of product lessons.” 


Results 


This combination of instructive sections makes up a 


Hitch, assistant to sales manager, checks props before meeting, adjusts screen and 
camera for Plus Selling film, ensures smoothly run program. 


sales training session and sales meeting which has become 
well known throughout the area, both in and outside 
of the industry. Even local colleges have asked to sit 
in, their interest drawn by the fact that someone is 
making a science out of selling. The company has made 
it a point, however, to keep the meetings closed— 
believing that the salesmen can concentrate better this 
way. 

“Some of our men who haven’t had the opportunity 
to attend college feel that they're getting some university- 
type material from these sessions,” says John Mueller, 
advertising manager, who with James Hitch, assistant 
to the sales manager, works with Mr. Weirauch on 
planning and operation. “From the comments I’ve heard, 
and from the results in sales, I know the salesmen are 
hepped up over the series.” 

It’s also Mr. Mueller’s job to send books on selling 
to the salesmen periodically. The men are also encour- 
aged to read books on human relations. 

Star Salesman John A. Lintzenich is one Orr man who 
gives the sales training course his whole-hearted approval. 
“I enjoy the sales enactments—they’re interesting and 
they illustrate working applications of the 5-W. I take 
out the recordings, once in a while, and listen to "em 
over again.” 

Once a year, in December, the company sponsors an 
annual sales conference, a two-day affair which sets the 
key for the next year’s efforts. Another current sales 
ictivity is an eight-months’ sales contest in which sales 
men and countermen receive one point for each dollar’s 
worth of business turned in. Different lines are selected 
to be featured for specified periods during that time— 
about ten key lines will be involved before the contest 
ends. 

“Our attitude,” savs Mr. Weirauch, “is this: we're 
going to put more money in the salesman’s pocket. We 
feel that our salesmen’s knowledge of products is ahead 
if their grasp of human relations, since for a long time 
we concentrated on product knowledge. We sav in effect 
to the salesman: “What can we do to help vou?’ and 
now it’s boiled down to this: give "em a technique by 
which to get an order. That’s what we're doing.” 
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MAIN OFFICE BUILDING features acoustic ceiling, indi BOLT DEPARTMENT is well lighted, spacious, and con- 


tains steel cabinets for maintaining easily accessible stock of 
all fast moving items 





rect lighting, pine paneled walls, tile flooring and efficient 
lavout of work desks 


Albany Distributor Completes Modern Warehouse 


lune Woopwarp Co., Albany, N. Y., recently « mpleted 


its steel and 


















ruction of a modern warehouse for 


const 
sheet metal departments in addition to rebuilding a por 
tion of the structure remaining after a fire loss in October 
ot 195 

The combined one and two floor plant, including th 
75 by 168 feet warehouse, has a frontage of 425 feet with 
an average depth of 75 feet. A new railroad siding, sup 
plementing the one serving the earlier building, now 
enables the company to load or unload five freight cars at 
atime. The building is so designed that trucks may drive 
inside the building for loading and unloading 

In its 134th year, The Woodward Company now feels 
the new building is the most adequate and efficient setup 
for giving service on their complete line of sheet metals 
















including steel, brass, copper, zinc, lead and aluminum MAIN STEEL WAREHOUSE with plate department in 
Working tools, fasteners, bolts, nuts, screws, metal work foreground features cranewavs and spacious aisles for speedy 
ing tools and other industrial products stock handling 








a 7 


WIRE AND NAIL DEPARTMENT, behind sheet depart 
ment, provides ample space for storage of kegs normally 


handled by hand trucks 






LOADING DOCK is inside building so that trucks may 
drive under cover for loading or unloading. Note wide over- 
head doors 
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SMOOTH SURFACE for bronze plaque is sold to Ralph 
Donatelli, J. H. Mathews Co. plant foreman (left) by sales 
man W. A. Jacobelli (right) in form of abrasive belting 


ECONOMY was result sought by N. N. Teichmann (right), 
Pittsburgh engineer, in designing bulk hopper gate. Sales- 
man James O’Brien sold results first, standard casters second. 


You Don't Sell a Product... 


For years Somers, Fitler & Todd have imparted this philosophy to 


their salesmen, have found that selling results begets good results 


By Don McGill, 


Wuar pors a distributor salesman really sell? At Pitts 
burgh’s Somers, Fitler & ‘Todd the contention has long 
been that a salesman sells results first, the product 
econd 
lor veat ivs assistant sales manager W. R. Kerr, 
ve've made this approach the guiding principle of our 
iles trainmg. It means that every salesman must know 
his stuff, because verv often the customer doesn’t know 
the best way of getting the results he has in mind. It’s 
then up to the salesman to come up with an answer.” 


It's Not a New Idea 
Mir. Ker pots out there’s nothing new in this kind 
f selling. In the consumer goods field, for example, a 
ishin i | ( ile Mhan 
drudge lothes, etc.) rather than several hun 
dred p und f mechan il ingenuity Nii Ke TT contends 
many distributors ignore this psychology in industrial 
clling—perhaps because it requires well-trained salesmen 
ecenuinely interested in their customers’ problems 
Thus, when an SF&T salesman contacts a customer 
he thipking primarily of economy o1 speedier production 
or smoother surfaces, instead of casters or saws or abra 
ives. Where, for example, some salesmen might blandh 
lip a healthy abrasives order in their briefcase and walk 
out, an SF&T salesman is specifically trained to dig 
deeper, to ask the customer what results he wants, under 
what conditions the abrasives are to be used. Often the 
customer's replics to these questions will change the 


ells a housewife results (Ie 


whole order—or result in no order at all. The point is, the 


Associate Editor 


ustomer ends up with the desired results, the salesman 
ind SF&T with a reputation and additional sales poten- 
tial 

Not long ago, James O’Brien, outside salesman, called 
on H. F. ‘Teichmann, Inc., design engineers and a regular 
ustomer. Newton Teichmann, one of the engineers, 
unfolded the blueprint of a bulk storage hopper he was 
designing for a glass-making machine, and showed Mr. 
'Brien his idea for a gate valve. It was to operate 
horizontally on grooved wheels on an angle-iron track 

Although he saw a sale for angle-iron and specially 
machined wheels, Mr. O’Brien first sold Teichmann the 
idea of economy and availabilitv. He pointed out that 
the gate valve would work just as well on casters running 
n a channel-iron groove. The casters would net Teich- 
nann the same results at one-tenth the cost. Besides, 
the new wheels, being standard items, were immediately 


vailable from SF&T stock 
Bringing up the Sheaves 


In the same wavy, Mr. O’Brien sold Furnace Engineers, 
Inc. sheaves for a damper mechanism. Drawing-board 
plans had originally called for a specially-made sheave 
and bushing. Mr. O’Brien might have come away with 
only a bushing order had he not been selling his cus 
tomers economy and availability also. Knowing these 
were the results Furnace Engineers were looking for, he 
suggested thev use the standard sheaves. 

Another Somers, Fitler & Todd salesman, W. A. 
Jacobelli, keeps results uppermost in his mind when he’s 
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LONGER LIFE for saw blades was result when Mr. Jaco 
belli sold J. J. Bucolo (left) and A. A. Herrle (right), South 
Hills Ornamental Iron Wks., new welded magnesium blades 


AVAILABILITY was result Mr. O’Brien sold to J. J. Niggel 
right), draughtsman with Furnace Engineers, Inc., when 
he recommended sheaves for damper control mechanism 


You Sell Results 












selling. In the case of abrasives, he thinks of smooth 


urfaces—the result the customer's looking for. In the 
case of saw blades, he thinks in terms of more cuts per 
blade, another desired result. So it goes with other lines 












hie SC IIs. 








A Result for Plaques 





One of Mr. Jacobelli’s customers, Jas. EK. Mathews & 
Co., manufacture a vast line of bronze memorial plaques. ( Iavesrment Bros 4 
For final finishing they use abrasive belting, plenty of it. Oo | Faves? 

Much of this business Mr. Jacobelli might have got the ile i 
easy wal Instead, he studied the finishing operation : = 
losely to find out what kind of results the firm was Oo; 3} — 


ecking. He then recommended a different belt than : 
had been previously used, and one that enabled Mathew 












oa Newton Te 
oO: Feeo Kiam 
$3] H F TEICHMANM: 


(yf Tec 


|H F. Teen mann, ENC 


maw, ofs.& 
iu, Cn. ENGR. 
n., PA 







to cut finishing costs and increase production 
Another of his customers, South Hills Ornamental 
Iron Works, was seemingly satisfied with a pipe-cutting 



















. operation until Mr. Jacobelli probed into the results they ; oO 
vere getting He found the er utting structural 
rrade pipe with the wrong kind of saw. recommended ; 
1 blade with welded magnesium tecth. ‘The n blad Sanne 
g . ‘+ 
has doubled the lift of the old hog St Or Ay thea 
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The Salesman Should Know 












Oo 
© 
1 ©) 

O 
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Somers, Fitler & Todd ha ognized in this kind 
of selling that a customer n't ivs ha the right ; ‘ 
answer to a particular problem They assume, on the 






other hand, that a distributor salesman deals with enough 
problems to help him get the results he’s after 

By instilling this approach in each salesman and sup 
plementing it with thorough training in product lines, fO SELL RESULTS, Somers, Fitler & Todd salesmen keep 
SF&T believes that, from the sales vie wpoint, salesman detailed notes on customers’ plant operations, Here is a 
keep their eve on the doughnut, ignoring the hok page from Mr. O’Brien’s notebook 
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Mai! acceptance by key customer personnel is what W. G. Archer, sales manager, seeks in mailing lists designed to . . . 


Get The Right Literature To The Right Man 


Tue accuracy of well-directed mailing lists for getting 
the right kind of product literature into the right hands 
is something that W. G. “Skeet” Archer, sales manager 
of the Fulton Supply Co., Atlanta, Ga., appreciates. 
From his more than 20 years experience as an outside 
salesman, Mr. Archer is convinced that a properly ad- 
dressed mailing piece can often accomplish what the 
salesman cannot, i.e., get behind doors closed to the 
salesman and do it anclaeials and effectively. 

One of Mr. Archer's chief concerns upon being ap- 
pointed sales manager after some two decades of selling 
outside, was to devise some means of maintaining an 
up-dated mailing list. After some trial and error, he has 
devised a system which has worked out very satisfactorily 
and, as an added feature, requires the minimum time and 
effort by salesmen and management to keep it up-to-date. 

He has what he believes to be a complete and accurate 
list that is doing its job as a sales tool. It is broken down 
into nine product use categories and four sub-lists for the 
textile industry. This grouping, incidentally, is the most 
difficult part of organizing for effective direct mail cam- 
paigning, according to Mr. Archer. It requires dividing 
the customers on the basis of product requirements and 
potentials 

However, by enlisting the aid of the salesmen who 
analyzed each customer's needs and then estimated the 
potential of each product, Mr. Archer not only came up 
with a pretty accurate sub<livision of the over-all list, but 
also made the salesmen aware of sales opportunities 
through the review and analysis of accounts. The lists 
are so divided that they can be used singly or in combina- 
tions, depending on the product to be promoted 


The diversity of industry in the territory leaves only 
textiles as the dominant one, thus meriting a separate 
classification by industry. This list is sub-divided by 
needs of spinning, cord, weaving and supply rooms. 

Thus, the mailing lists tend to maximize the effect of 
the product literature. Mr. Archer pointed out that 
purchasing agents, plant superintendents, foremen and 
other key personnel receive a great many direct mail pieces 
about products for which they have no conceivable use. 
It is one of the objectives of the system to develop a repu- 
tation for Fulton Supply mailings as useful information 
through the process of pin-pointing the mailings. The 
customer reaction Mr. Archer seeks is: “If its from Fulton 
Supply, its probably something we can use.” Besides, 
Mr. Archer said, it is cheaper to send out a few well- 
aimed pieces than scattering a whole lot over the map, in 
the hopes of getting a few hits. 

Every attempt is made to coordinate mailings with 
salesmen’s activities. A product of the month is selected 
for exploitation on the basis of either sales potential, in 
ventory status, salesmen’s consensus, new product, sea- 
sonal demand, etc. Prior to the mailing of a piece, a 
refresher product meeting is held with the manufacturer's 
representative present, if possible. 

The actua! mechanics of maintaining the lists up-to- 
date and mailing are kept as simple as Mr. Archer could 
devise them. Manufacturers’ literature is used extensively 
although local announcements, invitations to clinics, 
demonstrations, open houses, etc., are used too. An adver- 
tising agency is contracted to punch, make changes and 
otherwise maintain the address plates and to do the 
mailing according to instructions as to lists. 
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PRODUCT CLASSIFICATION 


Pipe, valves, fittings, traps, wrenches, stock and dies, machines, 


cutters, gauges, grinding compound, pumps, compressors, packing, 
cylinders, and all Schrader hose, fittings, unit heaters, drain 


lathe tools, chucks, vises, reamers, counter sinks, extractors, flat 
ground stock, wire wheels, grinding wheels, bronze bushing, abrasives, 


Fire extinguishers, fire hose, goggles, helmets, respirators, gloves, 


Material Handling - Casters, trucks, blocks, hoists, trolleys, jacks, 


valves. 

No. 2 Machine tools, electric tools, air tools, arbor presses, motors, 
fans, blowers. 

No. 3 All cutting tools, drills, taps, files, end mills, milling cutters, 
machinist tools, hack saws, welding rods. 

No. 4 
press controls. 

No. 5 Push brooms, lamps, stencil ink, vacuums. 

No. 6 All tranamission including, belting, V-belts, sheaves, pulleys, 
sprockets, chain, bearings, reducers, alemite, etc. 

No- 7 Stock Room Items - Paint brushes, other brushes, wrenches, oilers, 
all miscellaneous items. 

No. 8 
manila rope, wire rope. 

No. 9 Contractors - Wheelbarrows, shovels, Stanley-Carter Rules and Tapes, 
etc. 

Ko. 10 


Textiles - A. Spinning Room, B. Cord Room, C. Weave Room, D. Supply 














If a manufacturer offers to do the mailing, an address 
tape of the appropriate list is requested of the agency and 
sent to the manufacturer. 

Call reports are used to record significant changes of 
personnel and addresses. Mr. Archer found the salesmen 
(who are paid on a commission basis) interested enough 
in the accuracy of the lists to need no prodding or re- 
minding of the importance of keeping it up to date and 
accurate. They're pretty particular about reporting 
changes and even following up to see that they're made. 
The call reports, made daily, are checked by Mr 


Sample of division of general mailing list by users of various groups of products handled by Fulton Supply Co. 





SCANNING call reports of salesman to note personnel or address changes keeps Mr 
Archer up-dated on developments. Call reports are recapitulated on separate sheets 
monthly, providing a coverage analysis useful to Mr. Archer and salesmen 





Archer who then turns them over to his secretary. The 
secretary takes off all changes and sends them to the 
advertising agency. Incidentally, she also recapitulates 
each month’s calls by each salesman by customers—total 
number of calls made during the month and total of year 
to date. These recap sheets indicate the sort of coverage 
each account is getting. 

The matter of keeping the lists up-to-date, usually a 
bug-a-boo in most direct mail systems thus becomes a rou- 
tine matter. Salesmen have learned that the little atten- 
tion they have to give to this detail, pays dividend 







CHANGES in personnel or address are 
sent by Rachel Franco, secretary, im 
mediately to agency maintaining plates. 
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IN THE OPEN, at desk-top height, inventory cards are Harold, stock clerk, and Eugene Danziger, inside sales, are 
easy to reach at H. J. Behn & Co., Fairfield, Conn, George surrounded by revolving files 


Easy-To-Use Inventory Files 


Centrally located desks, vari-colored signs and dividers for quick reference, 


help H, J. Behn & Co., Fairfield, Conn., keep its 8,000 cards up to date 


By Van Ness Philip, Assistant Editor 


“KEEP AHFAD OF SHIPMENTS.” 
lhat’s the rule for handling the 8,000 perpetual inven- 
torv cards at H. J. Behn & Co., Fairfield, Conn. And most 
of the routine posting is done by one stock clerk, with 
occasional help from telephone salesmen. 
Without a filing system tailered for speed, this 
wouldn't be easy in a busy, average-size house like Behn 
& Co 
Yet the company posts all orders and purchases imme 
diately after they are written up, does not omit or abbrevi- 
ite drastically any of the required data. Complete records 
of purchases, back orders, receipts and shipments are 
maintained faithfully 
Hlere’s how lost motion is minimized 
t. Files are centrally located, so that thev are readily 
icccssible to every one in the office, vet close enough 
together so that one clerk can handle most entries during 
periods of average activity without leaving his desk 
Cards are out in the open, arranged in 12 large looseleaf 
binders fixed to revolving platforms, or turntables on top 
of the desks—three looseleaves to cach turntable. 
REVOLVING LOOSELEAVES make it possible for two 2. Items and lines are carefully marked for quick 
to make entries or check cards at same time. Here Robert reference with tab boards fixed to posts on each desk and 
Dodge, order editor, looks over Mr. Danziger’s shoulder vari-colored dividers of different shapes and sizes between 
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the cards in the looseleaf binders. There’s no need for 


fumbling and thumbing through innumerable cards 
post an entry or look up information in a hurry 

Ihe desks supporting the revolving files are arranged 
in an “L”, with the stock clerk’s chair in the center. H 
can reach all but one of the turntables by moving hi 
chair only slightly. 

he long end of the “L” 
phone salesman, the order editor and a typist. This pr 
vides a smooth production line for order processing, with 
the order editor at the focal point. Almost within reach 
of the inventory cards, he can insure that data gets to 
them quickly. 

Since the inventory files are on desk tops, they can 
be reached from two sides 

The looseleaf binders are fixed to the turntables at 
30-<degree angles from the desk surface, for handy posting 
or inspection whether the user is seated or standing 

It's a convenient arrangement for rush periods, since 
several persons can post or consult the cards simul 
taneously, provided they are not concerned with item 
in the same looseleaf binder. The stock clerk can cor 
tinue posting, uninterrupted, while telephone salesmen 
or the order editor check answers to customers’ inquirie 
or consult cards for other needed data 

On the other hand, when busing 
stock clerk has no trouble handling all of the entn ind 


INQUITICS, 


+ 


includes desks for a tel 


Cards Are Grouped Carefully 
Care in classifying the contents of a card file to fit 
the special needs of the house is well worth the effort, 
the Behn & Co. management feels. The company’s filing 
system starts with four major classifications, one for each 
of the turntables: (1) cutting tools, portable power, 
hand aml miscellaneous tools; (3) miscellaneous supplies 
and equipment; and (4) abrasives and power transmis 
sion equipment 

These major headings are printed on the tab boards 
at the top of the posts to which the turntables are fixed 
The signs are three-sided—one for each of the three 
looseleaf binders on the turntabl« 

Next lower classification—which may be by suppliers 
or types, depending on the product—.is also printed on the 
tab boards, as well as on large dividers between the cards 

On cach turntable, the post with its three-sided si 


: 
revolves with the turntable itself. The tab listing th 
is always directh 


gn 


{ 


major divisions of one of the looseleaves 


above it 

Large-volume, active lines like perishable tools are classi 
fied by suppliers first, then types and size Phat way 
manufacturers’ stock lists can be checked rapidly igainst 
the cards 

Minor subdivisions, sizes and types, are identified by 
dividers between the cards. These tabs are varied by color 


size and shape Orange, for exampl ror more imp tant 
headings, white for minor classifications 


Different colored inks are also used for tvped heading 


All high speed steels, for example, are tvped in red, whi 
carbon is typed in black 

With categories plainly and prominently marked, th 
filling system is easy to learn, even for tho in the offic 
who consult the cards only occasionally. When a cu 
tomer waiting on the telephone, it doesn’t take a 


prolonged search, or a disrupting consultation between 
two or more persons to get the answer 

Behn & Co.'s office operates efficiently and fast 
because its equipment has been engineered to its needs. 
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ARRANGEMENT of desks makes flow of work smooth, 
helps insure orders will go to inventory cards before ship 
ment. Mr, Dodge (with phone) has inventory department 
on one side, order typists on the other 



























COLORED TABS of various sizes and shapes are inserted 


between cards for quick reference. Post in center supports 
| 


tabboard showing main divisions 





FILING SYSTEM was installed in 1951 by H. J. Behn, 


right) president, shown with his son, Jack Behn 
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, Wh 
CHECKING literature and sample, 


W. H. Steele, Jr. is ready to call on the 
Alabama Pipe Co. in Anniston, Ala 


WORKS MANAGER E. E 


Pollard shows some interest in a new type of slot 


clamp for a milling machine which Mr. Steele is showing and invites him to demon 


strate it in the “back room.” 


Need For Sound Selling Fundamentals 


Veteran Alabama salesman saw changes in products and customer 


operations in 35 


ROM THE VANTAGE POINT of 35 years 
experience in selling industrial equip- 
ment and supplies, W. H. Steele, 
Jr., assistant vice president and sales- 
man for the Young & Vann Supply 
Co., Birmingham, Ala., compares sales’ 
fundamentals and sound selling prac 
tices of yesteryear and today. His con 
clusion: they haven't changed a bit, 
even though products and customer 
operations altered considerably. 

What was basically important in 
the make-up of a successful supply and 
equipment salesman right after World 
War I, when Mr. Steele was learning 
the ropes, is still so after World War 
Il. Basically, Mr. Steele is convinced 
that the salesman bent on success in 
this ficld must bring industry, hon 
esty, integrity and an absorbing inter 
est in customers and prospects to the 
job. After that he must equip him 
self with knowledge of products he is 
selling and an understanding of their 
applications 

Paramount in Mr. Steele's selling 
philosophy is the idea of selling ben 
efits—whether these evolve from the 
products themselves or from personal 
service. His entire sales technique is 
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built around this concept. Recently 
a customer wanted to modernize his 
plant. Even before anyone had any 
idea of what products or equipment 
would be involved in the moderniza- 
tion, Mr. Steele expended diligent 
effort and long study of operations 
and possibilities. His prime objective 
was to contribute ideas on increasing 
production and plant operating efh 
ciency. When the modernization 
plan was adopted, Mr. Steele's reward 
for 18 large machine 


was an order 


tools 
Selling Benefits 


With this guiding principle of sell 
ing benefits, Mr. Steele found out 
that it could not be successfully im 
plemented without preparation and 
planning. In order to sell benefits, 
you have to-know what they are and 
to whom they will appear as benefits. 
The key to the problem was an ex 
tensive knowledge of products and 
applications. In this respect, Mr. 
Steele’s training and experience prior 
to taking up a sales career, were par- 
ticularly advantageous. He held an 
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years on road but not in good selling practices 


engineering degree (University of 
Georgia 1910) and practiced crvil en 
gineering with the Georgia Power Co. 
for a time. This not only gave him an 
excellent background for the under- 
standing of industrial supply and 
equipment products but aided him in 
fast developing an effective sales tech- 
nique. As an engineer, he could talk 
the language of engineers and advise 
and recommend on mechanical prob- 
lems. 


Talk Their Language 


lan 
sole 


This ability to talk technical 
guage to customers was not th: 
answer to a selling technique, but it 
helped a lot. What Mr. Steele found 
out about selling was that it involved 
considerable human relations, and he 
ipplied himself to this problem as 
diligently as he did to his technical 
training. A natural gregariousness 
helped, but it was in his investigations 
in this field that he developed the 
ideal of selling benefits. 

As a result, Mr. Steele developed 
a genuine interest in people and 
their problems. It has paid off. Dur- 




















INSIDE Mr. Steele demonstrates 
right on the machine to Charlie Mont 
Alabama Pipe official 


gomer\ 





Doesn't Change 





ing his more than three decades in 
the terntory, Mr. Steele saw many 


plant changes and the rise of young 
emplovees to important plant and ex 
ecutive positions. To many of thes« 
Mr. Steele was helpful, with the 
sult they are numbered among his 
best customers today. 

Despite this familiar footing with 
customers, Mr. Steele feels it impor- 
tant to make each call useful to the 
customer and to himself. It requires 
careful analysis of products and cus 
tomers’ operations and a methodical 
approach. His planning involves an 
swers to such questions as: 


Key Questions 


‘What product has potential utility 
for what customer?” 

“What is the best means of intro 
ducing this product and to whom?” 

“What literature will be needed to 
supplement the information I give?”’ 

“What have I sold to the customer 
that needs checking on?” 

I'he results of such deliberation and 
planning are useful calls, useful to 
the customer and to Mr. Steele. (Se 
illustrations of a typical call). 

Follow-up is a particular caution 
with Mr. Steele. He regards it not 
only as evidence of his interest in 
the performance of his own products 
but also a protection against hidden 


MORE FOLLOW-UP for Mr. Steele assures H. H 


Johnson, foreman, he’s interested in how threading dics are working 


dissatisfaction. He realizes that trou 
ble may arise with a product he has 
sold. It may be due to some minor 
fault with the product’s manufacture 
or its application. And, through over 
sight, or even consideration for his 
pride in his products, customer may 
mention the troubl The best 
is follow-up 


not 
insurance 


The “Closed Shop” 


In ni long selling career,” Mr 
Stecle has often run into the prob 
lem of being denied admission to a 
ustomer’s plant to observe operations 
ind acquaint himself more thoroughly 


ind problems. He 
ubterfuges tried in 
difficulty 


with requirement 
knows the 
the pa t to 


Variou 
overcome thi 
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FOLLOW-UP IS IMPORTANT to Mr. Steele who checks on variable spindle 
speed control on lathe as S$. D. Weaver and W. I 


his comments on operation 


Montgomery watch and listen to 





















Coleman, machinist, and Roy 


but none of them are, in his opinion, 
as effective as developing the cus 
tomer’s confidence in his ability and 
willingness to prove useful 

Developing this confidence in a 
customer is not a one-shot affair, but 
Mr. Steele does not have to change 
his sales philosophy or sales approach 
to achieve it. He continues to try to 
sell utility and continues to plan each 
call and its purpose. 

And he doesn’t leave much to mem 
or I'krough his selling career, he 
has maintained a current nle on all 
his customers When he makes a 
call, he has with him all the corre 
spondence and data pertaining to or 
ders and inquiries. He can usually 
supply an answer to a customer's que 


tion right on the spot 





Pictures tell the story on how to give... 


Service From 
A Branch Warehouse 


lure Enos & SANpERSON Co., INc., Buffalo distributor, 
built a new steel warchouse 11 miles away in Tonawanda, 
wut they are giving the same fast service to customers as 
they did when operations were all under the same roof. 
'eletype machines in Buffalo and Tonawanda are the 
Wer 
Ihe cost? $90.00 a month! 
RUSH ORDER for steel bars comes over the phone to 
Donald Dobmeier, inside salesman in Buffalo office. who 
writes it up and passes it on to... 


hy 


n 


ae: 


ew 
ey 


STEEL WAREHOUSE 11 miles away in Tonawanda CRANE OPERATOR who lifts bars from racks and trans- 
Warehouseman checks order and sends it through to . . ports them to shipping end of warehouse where a . 
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STOCK CONTROL MAN, Richard Clancey, who preposts TELETYPE OPERATOR who transmits the order on a 


on inventory control cards, and rushes order out to . . special 5 part form to receiving teletype in their 





SCALE stamps all copies of order form with accurate weight SHIPMENT by truck. Less than a half hour from receipt of 


for customer's records and invoicing) prior to... " order in Buffalo, Tonawanda truck is on its way 
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When his community needed help to set-up a mental 
health clinic, Roy E. McCorkindale found . . . 


A New Field For Public Service 


HAVING SERVED AS PRESIDENT of the 
Holyoke, Mass. Chamber of Com- 
merce for 1951 and '52, Roy E. Mc- 
Corkindale looked forward to some 
leisure time in '53. But his dream was 
ended by a call from the Junior 
League of Holyoke. 

The local women’s group had been 
working for some time to establish 
an area mental health clinic for 
children. Finally, they had succeeded 
in obtaining a paid staff from the 
Mass. State Department of Mental 
Health, but were confronted with the 
need for funds for capital equipment, 
two clerks, rental and travel expenses, 
and expendable supplies. 

Without these funds, the entire 
project would bog down. Mr. M« 
Corkindale’s knowledge of a mental 
health program was meagre. It seemed 
like a thankless task, but important 
to the community, so Mr. McCorkin- 
dale promised to see what he could 
do. He learned that the clinic was 
to provide professional resources to 
help parents, school personnel and 
others working with children and 
families in fostering optimal emo- 
tional growth and development. 

As Mr. McCorkindale explains it, 
“The clinic would provide evaluation 
and study of any children or families 
who wish to have help in guidance 
concerning every-day problems involv- 
ing child-rearing practices, family ten- 
sions and crises which may represent 
1 hazard to emotional well-being. 


Importance of Mental Hygiene 


There are some 1,500,000 mental 
defectives in the United States today, 
and many of these can be traced to 
failures in parent-child relations, af 
fectional needs and stability of en 
vironment. Lack of mental hygiene 
in the formative years has resulted in 
courts being swamped with problems 
in delinquency. 

If the proposed clinic in Hol- 
voke (which would serve—in addi- 
tion to Holyoke—Easthampton, Chic- 
opee, South Hadley, Northampton, 
Granby, Ambherst, and Southamp- 
ton) was successful, the State planned 
5 more similar clinics. 

Armed with facts and figures, and 
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Roy E. McCorkindale 


imbued with the need for the clinic’s 
success, Mr. McCorkindale devoted 
himself to contacting neighboring 
towns in an appeal for cooperation 
and funds. It was his job to find re- 
sponsive groups and individuals who 
could be made to appreciate the prob- 
lems of child guidance and lend their 
aid to the program. 

Mr. McCorkindale spoke to the 
activities committees of all public- 
spirited organizations in the area— 
women’s clubs, church groups, 
P.T.A.’s Kiwanis, Lions, Rotary, 
Beavers, Elks—and to leading citizens 
in the surrounding communities. He 
also spoke on a radio program pub- 
licizing the subject of mental hygiene. 

Long hours and hard work finally 
brought the necessary results. ‘Today, 
the Area Mental Health Clinic is 
temporarily quartered in an aban- 
doned school house where a staff 
psychiatrist, a psychologist, and a 
psychiatric social worker are engaged 
in treating children from 5 to 6 up to 
about 18 years of age. Permanent 
quarters are expected in September, 
and it is the hope that someday fa- 
cilities will be available to handie 
adult cases. 

Although the work has been time 
and energy-consuming, Mr. McCork- 
indale is keenly enthusiastic about the 
progress of the clinic. Although al- 
ways ready to discuss mental health 
and its importance to the community, 
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he is extremely reticent about his part 
in making the clinic a reality. His 
conversation constantly veers to ex- 
toling the work of others whom he 
feels have contributed so much more 
than he. 


Other Activities 


Mr. McCorkindale’s role in the 

mental health clinic is only his latest 
art in a history of public service. 

t is difficult to get him talking about 
his activities, but it was learned that 
he has actively participated in Red 
Cross and Community Chest fund 
drives. He was on the executive board 
of the Holyoke hospital for approxi- 
mately 15 years, and is still a board 
member. After serving 3 three-year 
terms as Deacon of the 2nd Congre- 
gational Church, he “bowed out to 
make way for new blood.” 

A member of the Masonic Lodge, 
he was also president of the Rotary 
Club in 1937. For some years he has 
been on the executive committee of 
the Forestdale Cemetery Association 
and recently was active in designing 
and promoting a much-needed new 
gate for the cemetery. 

Born in Maryland 62 years ago, 
Mr. McCorkindale came to Holyoke 
in 1900. Leaving the Navy after 
World War I, he became associated 
with the industrial supply firm of 
which he is now president. He is the 
proud father of one son, (who is sec- 
retary of the firm and follows in his 
father’s footsteps by actively partici- 
pating in ward work during political 
campaigns and church fund-raising 
drives) 4 daughters, and 10 grand- 
children with another grandchild ex- 
pected shortly. 

In his quiet, modest way, Mr. 
McCorkindaie is a true public servant. 
Sincerely averse to personal publicity, 
he only consented to the story of the 
mental health ciinic in the honest 
kope that it might stimulate similar 
activity in other communities. 

When the photographer finished 
taking the cover photo, Mr. McCork- 
indale said, “I hope the pictures don’t 
come out.” The more you talk with 
Mr. McCorkindale, the more you 
realize he wasn’t kidding. 

























A MESSAGE TO AMERICAN 






How can we get more national defense for 
less money? The best answer yet given to this 
question appears in a little-noticed section of 
the new defense budget. That answer, with 
which this editorial is concerned, is to provide 
more equipment with which to step up muni- 
tions production in an emergency. Thus we 
can eliminate much of the need to stockpile 
finished munitions in advance. 


The new defense budget provides an appro- 
priation of $500 million, to be invested by the 
Secretary of Defense in specialized facilities 
required to produce munitions on a wartime 
scale, but not adapted to profitable operation 
by private industry in normal times. Facilities 
of this type are known as “stand-by capacity.” 


There is no strictly political controversy 
over the “stand-by capacity” program. It was 
originally suggested by Clay Bedford, Special 
Assistant to the Secretary of Defense during 
the Truman administration. It has since been 
reviewed and endorsed by the Eisenhower 
administration. Moreover, it involves little or 
no technical controversy. Civilian and military 
experts are well agreed that the only alterna- 
tive to enormous expenditures for stockpiling 
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One Sure Way to Get 
MORE DEFENSE FOR LESS MONEY 








ONE OF A SERIES 





military equipment is to provide enough facili- 
ties for producing it quickly in an emergency. 


Here is the Key Idea 


In his speech of May 19, introducing his de- 
fense budget to Congress and the nation, Presi- 
dent Eisenhower stressed the value of such 
reserve capacity in these terms, “The more 
swiftly and smoothly we can mobilize, the less 
our dependence upon costly standing armies 
and navies.” 


In accord with this idea, the $500 million 
requested for the present reserve capacity 
program would be invested in tools that re- 
quire a long time to produce, and so present 
grave complications in an emergency unless 
they are ready in advance. Some such tools 
would be installed in new plants that are 
needed to eliminate potential bottlenecks in 
the defense production program, Others would 
be ordered to replace that part of the govern- 
ment’s present machine-tool inventory which 
is made obsolete by changes in the design of 
defense products. By completely “tocling up” 
with the most modern equipment, the admin- 











istration hopes to realize a production poten- 
tial many times greater than could be achieved 
by spending the same amount of money on 
military end-products. 


Examples of Savings 


In the specialized field of defense produc- 
tion, adequate modern capacity is the key to 
both economy and speedy delivery in a pinch. 
Here are some striking examples from the re- 
cent report of the Advisory Committee on Pro- 
duction Equipment (Vance Committee) to the 
Director of Defense Mobilization: * 


—In the case of certain ammunition com- 
ponents, the cost of new capacity can be recov- 
ered in only six weeks of full production. 


—If $500 million worth of special tools 
needed to make aircraft are purchased in ad- 
vance, aircraft production during the first two 


years of war will be increased about $18 bil- 
lion. In other words, it costs 1/36 as much to 
acquire the tools in advance as to acquire the 
aircraft. 


—In the case of a certain ordnance item, an 
expenditure equal to the cost of only 150 units 
of the item will provide the capacity to produce 
thousands and save three years’ time in meet- 
ing mobilization requirements. 


Moreover, reserve plants and equipment 
can be kept up-to-date at only a small fraction 
of the cost required to maintain an up-to-date 
reserve of military end-products. The cost of 
replacing 5,000 obsolete tanks is at least $1 bil- 
lion. The cost of new tools for a tank plant 
would be less than 10% of that amount. 


*This Committee, headed by Mr. Harold Vance, Presi- 
dent of the Studebaker Corporation, included Clay 
Bedford, then President of Chase Aircraft, Maniy Fleisch- 
man, former Defense Production Administrator, and sev- 
eral retired military leaders with wide experience in 
procurement. 


Savings Will Multiply 


On the basis of facts like these, the Vance 
Committee recommended that the Defense 
Department spend $500 million to $800 million 
per year on specialized defense production fa- 
cilities in order to provide substantial reserve 
capacity as soon as possible. It also recom- 
mended that expenditures for military end- 
products which get obsolete rapidly be held 
to a minimum. The Eisenhower administration 
has adopted this approach to the problem of 
munitions production in asking that $500 mil- 
lion be invested in reserve capacity. 


The importance cf this approach is much 
greater than is indicated by the amount of 
money to be spent on new tools, although this 
amount will go far toward assuring a healthy 
machine tool industry, adequate to meet emer- 
gency demands. What is really important is 
the great saving that can eventually be made 
in the cost of our defense program by a mod- 
ern tooling program. If we are to maintain 
this program for a long period, and if we are 
to pay as we go, we must have a low-cost pro- 
gram. No other plan to reduce and control the 
cost of a garrison economy can compare with 
the new approach suggested in the Vance 
Report and now embodied in the new defense 
budget. 


Congressmen will do well to scrutinize all 
military appropriations carefully. They have 
a chronic tendency to be too big. But there 
should be no penny-pinching on investments 
in capital equipment that will pay out in as 
short a time as six weeks in a war emergency. 
It would be tragic if this opportunity for real 
economy were lost in the controversy over 
other aspects of the defense program. The tool- 
ing program is a key part of the Eisenhower 
effort to cut defense costs. It should be 


promptly approved. 


McGraw-Hill Publishing Company, Inc. 
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OSBORN POWER, 
MAINTENANCE AND PAINT 
BRUSHES AND FOUNDRY 


MOLDING MACHINES 


More than 4 


MILLION CALLS 


on your customers 
every month... 


. 
' 
eS 


@ Are you converting this acceptance- building campaign 


into ORDERS for Osborn maintenance and paint brushes? 


The Osborn Manufacturing Company, Dept. R-8, 5401 


Hamilton Avenue, Cleveland 14, Ohio. 


Osbow Brush) 








U.S. TOTALS 


May 1953 
Compared with 
April 1953 


May 1953 
Compared with 
May 1952 


+3% 





Compiceo sy Inpusratat Distaisution 














First 5 Mos. 1953 
Compared with 
First 5 Mos. 1952 


-1% 





Supply Sales Trend 


Final Figures For May 1953 





May 1953 
Compared with 
April 1953 


May 1953 
Compared with 
May 1952 


First 5 Mos. 1953 
Compared with 
First 5 Mos, 1952 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 

North Dakota 
South Dakota 


- 2% 








+ C% 
+13% 


+ d% 


- 1% 





NO 
CHANGE 


- 4% 
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Here's the New 


Thsif Model 
THREADING 
MACHINE 















RUGGED... 
LOW PRICED... 
EASY TO OPERATE 





The new Oster No 


complete line of Oster mone 






784 Thrift Mode 








chine designed to thread pipe an 
a wide range, it is now availabl 
Features of the new Thrift Model assure threads of highest quality 
even when the mac! ted ! jie «ft 
stance, the front grips Thrift Most 
fast and positive: Operated t ‘ hy 
and handles pipe » ' ti . 
g chuck of the new Thrift Mod k 
tng non-t 
Two quick opening, detachable, lever opersted dre head er 
the entire pipe range of 1 to 4° and bolt range of ' Patra 
range of the Thrift Model and These die heads are pr 
vided with both positive locking d i all 
dies semultaneously tor he 
The new Oster Thrift Model is t ! FACTS 
tough jobs for the man who has a small t aw Ge 
facts contact him today For a free, fully illustrated, factual | 


the Thrift Modei, write us today 


THE MANUFACTURING CO. 
2045 East 61st St., Cleveland 3, Ohio 


Oster ads like the one shown are announcing the 
new Oster No. 784 Thrift Model pipe threading 
machine to your customers. It’s inviting them to 
contact you for the full story. 


- The rugged new Oster Thrift Model has real sales 
appeal. Its features include the exclusive Oster 
wrenchless front gripping chuck. Its range is 1” to 
4” for pipe, 4” to 3” for bolts, with extra range of 
Y%" and %”. Two die heads cover this entire range. 
As the name implies, the Thrift Model is priced 
much lower than any other machine with equal 

range. But don’t let the low price fool you. The 


THE 





1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


CAN MEAK BIGGER PROFITS FOR YOU 








MANUFACTURING CO. 


2041 East 6lst St., Cleveland 3, Ohio 





The New 
















Thrift 
Model 













new Oster Thrift Model wil! stand up under the 
roughest, toughest conditions. 
Advertising machines like this to your customers 
is just one way Oster is helping to make your profits 
larger and your sales easier. These ads also point 
out that you know exactly the right machine to 
recommend to solve any pipe threading problem 
that you offer speedy delivery, dependable 
service, and stand behind the products you sell. 
For further information about the new Thrift Model 
or for promotional literature to fit into your sales 
plan, write us today. We will be happy to cooperate 
in any way we can. 



























Main Office and Factory: 





1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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SALES TRENDS (Cont'd.) 





May 1953 
Compared with 
April 1953 


May 1953 
Compared with 
May 1952 


First 5 Mos. 1953 
Compared with 


First 5 Mos, 1952 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


‘Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 


- 6% 


NO 
CHANGE 


- 1% 


- 8% 


-~ 9% 








+ d% 


- 1% 


NO 
CHANGE 


NO 
CHANGE 


a. - 





NO 
CHANGE 
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“YARWAY'S FREE 
60-DAY TRIAL OFFER 


IS A REAL SALES STIMULANT” 
....... Says E. A. Dutfy* 












The wide publicity given to Yarway’s free 60-day trial installation 
is a big factor in helping distributors crack profitable new accounts. 








In most cases the 60-day trial results in additional purchases of Yarway 
Impulse Traps . . . and frequently other products in the 
distributor's line. 

















* E. A. Duffy, This is another example of the many ways Yarway backs up 
P cos | arched its distributors with aggressive merchandising ideas and sales helps. 
Chandler-Boyd Co., It is another reason why nearly 900,000 Yarway Impulse Steam 





51 Terminal Way, 
Pittsburgh 19, Pa. 








Traps have already been sold. 







Yarway Impulse Steam Traps and Fine Screen Strainers are marketed 
only through recognized industrial distributors. For information write . . . 







YARNALL-WARING COMPANY « 111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 


W/ 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 


May Apr. May From 
NAME OF PRODUCT CLASS 53 53 "52 Year Ago 

Abrasive Products 116.0 117.1 117.1 0.9 
Cutting Tools 118.5 118.4 119.2 0.6 
Fans and Blowers 134.9 134.9 136.7 1.3 
Fasteners 147.2 144.4 139.1 +5.8 
Incandescent Lamps 136.9 134.8 117.9 
Industrial Rubber Products 125.9 125.9 128.4 
Lubricants $3.0 $3.3 101.8 
Materials Handling Equipment 128.1 127.9 127.1 


Mechanics Hand Tools 
(Files, saw blades) 132.8 130.8 124.7 


Metalworking Accessories 122.9 122.9 108.4. 
Motors 117.0 117.0 117.0 
Paint 110.8 110.5 110.6 
Portable Power Tools 116.6 114.2 113.3 
Power Transmission Equipment 127.3 126.4 124.4 
Precision Measuring Tools 115.5 115.5 117.6 
Pumps and Compressors 125.7 123.2 


Steel Products 
(Pipe, bars, nails, etc.) 124.9 


Valves and Fittings 120.6 


Welding Machines 
(Equipment, rods) 119.0 


Total Index 121.8 


Source: Bureau of Labor Statistics anc " 


! 
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Wood Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 
Machine Bolts 
Cotter Pins 












8 THREAD 


SREAMERALTS | en 


SERVES ONLY THE BEST 










Serving the fastener needs of the hardware trade 
has been National’s business for more than 60 
years. Through those years, National has built 
a reputation for the most complete line of uni- 
form, dependable, high-quality fasteners made 










for the hardware field. 

Packaged in snappy, red and black cartons with 4 \\ 
color-coded identification labels, the National Ta ‘ 
line is easy to stock, easy to handle ...and wears Ps 





well in handling because dirt and fingerprints 
don’t show on these shiny black boxes. 
That's why we say “Nat Serves Only the Best” 
4 ... with uniform quality and uniform packaging 
for the most complete line made by one manu- 
facturer. Write us today for full information on 
the National line. 









THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


=» > 
FASTENERS Sf HODELL cums Fn HOISTS 
MW 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


Are we facing another wave of price inflation? 


OUR ANSWER IS "NO". Unless somedesperate new 
international crisis touches off another mass stam- 
pede to buy before war requirements make it too 
late, we do not anticipate much of any increase in 
the general level of prices over the next year. For the 
long pull we think the general trend of prices will 
be upward, but we still anticipate some let-down in 
business before they get firmly headed that way 
again. 

We feel price inflation is not at hand because: 
1, Although impressively numerous, recent indus- 
trial wage and price increases have been of relatively 
modest magnitude. 
2. Unless the drought now devastating the South- 
west becomes more general, farm prices can be 
expected to drift downward. 
3, The federal deficit in prospect'for the coming 
year wi have a relatively mild inflationary 
potential. 
4. Consumers show no signs of buying in that 
hectic way which, is required to create an alarming 
wave of price inflation. 


TWO MAJOR ELEMENTS are necessary to inflate 
the general level of prices. Oneis a supply of money 
or its equivalent in credit that is increasing faster 
than the supply of goods. The other is such an 
acute eagerness on the part of buyers to get the 
goods available that they rush to spend the increas- 
ing supply of money. 


IT'S A GOOD TIME TO BUY, people generally 
think right now but they are going about their 
buying with none of the frenzy which creates violent 
waves of inflation. A basic reason, of course,is that 
they see production moving forward at record break- 
ing peace-time levels. 

Under such circumstances basic price increases 
are likely to be absorbed somewhere along the line 
before they are passed on to consumers. In fact, the 
price increases which have occurred are highly selec- 
tive and specialized. There has been no talk of 
raising automobile prices. Machinery prices are 
up very little. Many soft goods prices are weak. The 
most important instances of price raising are steel, 
oil and (still a rumor at this date) electric appli- 
ances, All three reflect special circumstances. 


STEEL PRICES went up $4 a ton. But they are 
only up about $9.20 a ton since early 1951, com- 
pared to an increase in steel making costs of $10 


to $15 a ton. The latest action appears to bea 
belated effort to get base prices in line with costs 
before volume begins to drop off. 


CRUDE OIL PRICES had not been increased 
since 1947. As in the case of steel, crude oil pro- 
ducers evidently want to get the margin between 
prices and greatly increased costs back to a normal 
relationship. It is much more questionable whether 
all the increases announced in refined petroleum 
products can be made to stick. 


ELECTRIC APPLIANCES just don’t sell at list 
price any more, at least not in the big cities. Retail 
price wars are spreading, with 20 to 30% discounts 
the usual thing. In these circumstances, General 
Electric's announcement that it would raise list 
prices for some appliances would appear to have 
limited significance. Other makers seem reluctant 
to follow suit. And retailers are even less likely to 
raise prices to customers. 


FEDERAL DEFICIT FINANCING, some argue, is 
sure to cause inflation, Recent estimates are that 
the Treasury will have to borrow about $10 billion 
in the second half of 1953 topay its bills. As much 
as $4 billion might be obtained from corporations, 
which buy short-term government securities as a 
reserve against their income tax liabilities. But the 
other $6 billion probably will have to come from 
commercial banks. 

The banks probably wili have to pump another 
$5 billion into the money supply in the form of 
seasonal loans to business for fall inventory, addi- 
tional consumer credit and some purchases of state 
and local securities. This certainly looks infla- 
tionary at first glance. 


THE FIGURE. IS NOT IMPOSING. It's only a 
little more than last year’s rise in money supply, 
which failed to cause any uptrend in prices. And 
$10 billion would be only about 5% increase in 
the present supply of money, The output of goods 
and services (gross national product, not adjusted 
for seasonal) could easily increase that much by 
the end of 1953, That leaves no reason to expect a 
surplus of money. 

In fact, if government expenditures or business 
expansion turn out to be less than assumed above, 
the supply of goods may well outrun the increase 
of money to buy them. 

Having ruled out inflation, we are sticking 
with our previous opinion that the drift is likely 
to be downward, 
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Look what you a you 


BUY TOOLS FROM ONE SOURCE 













You simplify ordering, 
mailing, and accounting. 















You save on shipping, 
receiving, and handling. 















You make time for your sales 
force by giving them only one 
brand to know and sell. 








who specify Disston tools! 





You also expand sales among 
present customers who will 
find all Disston tools as fine as 
the Disston tools they now 
know and use! 















You can see what this means: The savings you make (noted in 
items 1, 2, and 3) help you lower your fixed costs—therefore 
lowering your break-even point. That enables you to make 

more profit on the same volume of business. 






But, your volume can actually rise (as noted in items 4 and 5), 
helping you to even greater profits! 






Think it over—this idea of buying all your tools from Disston— 
and you'll see that it is a really workable, sensible way for you 
to make more money without investing even one thin dime. Band Saws 










Write directly to us for further information. Do it today! 


HENRY DISSTON & SONS, INC. 


823 TACONY, PHILADELPHIA 35, PA., U.S.A. 












Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B.C.) © Factories: Toronto, Ont., Canada; Sydney, N.S.W., Australia 
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Concidorit DELTA Virect Mai 


EFFECTIVE 


With very successful results 


obtained by locol direct 
by-mail advertising tie ims, DE LTA DI RECT 
Mr. E. E. Stvon corefully 
checks oll available Delta 
promotions. He believes | 
that salesmen everlastingly 
should be supported in the 
field by consistent direct 
mail effort 
INTO PLANTS ” 


says Cleveland Distributor 


‘“‘When we see a Delta promotion, or a new 
piece of Delta literature, our Advertising 
Department and its advertising agency get 
together and work out an effective direct 
mail promotion. 

“We place very heavy emphasis on con- 
sistent direct mail, and credit it as the 
largest single factor in the growth of our 
Delta sales.” 











1 


1 Largest Cingle Factor in 
Growth of betta Sales 


... says E. E. STVAN, Manager Industrial Supply Department 
STRONG, CARLISLE & HAMMOND CO. 





~ 


a 








Strong, Carlisle & Hammond specifically 
attribute its success in direct mail to these 
three factors: 


A- EXCELLENT MAILING LISTS 


“Knowing that direct mail helps them, our salesmen 
gladly accept the responsibility for maintaining our list 
of over 14,000 names. Periodically, we ask our men to 
check the customer cards for their own territories, and 
particularly they check the names and titles of all of the 





| a ae 
J tte, 


? 


A general view of Strong, 
Carlisle & Hammond Com- 
poany’'s Advertising Depart- 
ment, under direction of 
Lovrence Schwartz. Here 
ere modern machines to 
print ond process direct- 
mail letters, bulletins and 
catalog sheets. Here also is 
maintained, with the help 
of Strong's salesmen, an 
active, up-to-date list of 
over 14,000 customers, 





men who influence purchases of Delta products. That 
gives us a tailor-made list for our direct mail promotions 


featuring Delta.” 


B-connNuny OF DIRECT 
MAIL EFFORT 


“Every direct mail promotion features a famous brand 
name, and we average one or two mailings every week. 
The prestige of the famous Delta name helps our mail- 
ings. We never let our customers forget us, or Delta,’ 


- ALWAYS A REPLY CARD 
IS USED 


“Direct mail is important because it helps to get the 
Strong’s salesman past the purchasing department, into 





the man who actually specifies. Our direct mailings 
always offer something free, like a. decimal equivalent 
chart. When the reply card is returned, we can mail the 
gift, or have our salesman deliver it.” 


Remember . . . Delta direct mail “gets around’’ even faster 
than your best salesmen. For bigger, better profits on Delta, 
the most complete power tool line, back your sales force 
with consistent direct-by-mail! Delta Power Tool Division, 
Rockwell Manufacturing Company, 634H N. Lexington 
Avenue, Pittsburgh 8, Pennsylvania. 


DELTA QUALITY MAKES THE DIFFERENCE 


t 


DELTA ouaurty rower roots 
Another Product by Rockwell 

















Meat 


What They Expect of 
Industrial Advertising 


Four well-known industrial distribu 
took a prominent part in the an 
convention in) Pittsburgh last 
month of the National Industrial 
Advertisers Association They ap 
peared in a panel discussion on indus 


tors 
nual 


trial advertising problems sponsored 
by the National Industral Distribu 
tors and Southern Industrial Distribu 
tors Associations 

Speaking to the who formu 
late and carry through industrial ad 
vertising programs, the four speakers 
were frank in stating what distribu 
tors expec ted 

Acting as moderator of the s 
C. McDonald England, Logan Hard 
ware & Supply Co., Logan, West Va., 
told the NIAA of the work of the 
joint NIDA-SIDA advertising awards 
committee, of which he is chairman. 
He pointed out that the object of 
this committee is to encourage more 
ippropriate advertising for manufa 
turers who sell through distributors 
By tying the distributor into his ad 
vertising message, he said, the manu 
facturer actually increases the impact 
of that message 


I lovd B Mize . 


mich 


s1on, 


Industrial Supply 
Corp., Richmond, Va., asked that 
manufacturers and their advertising 
agencies confer directly with thei 
distributors in planning direct mail 
programs He the success of 
these programs depends ultimately on 
the distributor 

Manufacturers’ catalogs and litera 
ture were discussed by William T. 
l'odd, Somers, Fitler & Todd Co., 
Pittsburgh, who asked for standard 
page sizes and more attention to text 
and typography. He stressed the im 
portance of catalogs in distributors’ 
selling operations 

Miles J. Strav, Chas 
ton & Co., Waterbury, Conn., de 
clared that manufacturers shouldn't 
everlook the effectiveness of trade pa- 
per advertising. He asked that manu 
facturers not overlook the distributor's 
key role when preparing advertising 
copy for these media 

Chairman of the session was Robert 
G. Hill, advertising manager of U. $ 
Steel Corp.'s Columbia-Geneva Steel 
Division 


said 


A. Temple 
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Red Cross blood collections in Hartford, Conn., 
citation being presented to Mi 


Stauble’s leadership, according to this 














Distributors Tell NIAA Holo-Krome President Cited for Blood Work 


were doubled under Wilbur C 
Stauble by 


Edwin W. Marvin, Hartford chapter chairman 





Robert E. Pearsall 


Richmond Company 
Elects Pearsall 
Robert E. Pearsall was elected pres 


ident of James McGraw, Inc., Rich 


1 recent meeting of the board of 


Mr. Pearsall retains the chairmanship 





| manager of the 87-year old firm. 

Mr. Pearsall joined the McGraw 
company Dec. 8, 1920, as pur 
chasing agent. In 1929 he was elected 
vice-president in charge of purchases 
and in 1931 he was renamed vicc 
president and given the position of 
treasurer. He became executive vice 
president and chairman of the board 
in 1944 retained the office of 
treasurer. 

The McGraw company is a member 
of the Southern Industrial Distributors 
Association 


on 


and 


INDUSTRIAL DISTRIBUTION ©* AUGUST, 1953 





mond, Va. industrial supply firm at | 
directors. Along with the presidency, | 


of the board and serves as general | 


When Wilbur C. Stauble took over 
the presidency of The Holo-Krome 
Screw Corp. in Hartford, Conn., he 
had to resign as chairman of Hart 
ford’s Red Cross Blood Program. 

Last month the local Red Cross 
Chapter cited his work—three years as 
chairman during which the program 
doubled its blood collection Edwin 
W. Marvin, chapter chairman, pre 
sented Mr. Stauble with a certificate. 

Other gains of the blood program 
under Mr. Stauble were: integration 
with the Connecticut Regional Blood 
Program; successfully meeting goals 
for the Armed Forces; and building 
up a supply for both defense and 
civilian needs 


Chicago Association Elects 
Leonard Dietz President 


Leonard L. Dietz, Dietz Industrial 
Supply Co., Aurora, Ill., was elected 
president of the Chicago Industrial 
Distributors’ Association at a recent 
regular monthly meeting. He suc 
ceeds Sam Clark, Samuel Harris & 
Co., Chicago 

Others elected to serve the associa 
tion for the fiscal year 1953-1954 are 
Roy Pedersen, sales manager, Peder 
son Bros. Tool & Supply Co., Chi 
cago vice president; W. G. Christie, 
president, Barrett-Christie Co., Chi 
cago, director; L. R. Niep, president, 
Great Lakes Supply Corp., Chicago, 
director; and P. J. Schwan, sales man 
ager, Sterling Products Co., Inc., Chi 
cago, director 





New England Iron & Hardware Group Holds Outing 





eset: 
Victory smile is much in evidence as Fd Neal, Nicholson 
File Co., poses with golf award at association's outdoor 
event in Fitchburg, Ma 


Kd Neal of Nicholson File Co. won the golf priz 
for low score at the recent annual outing of the New 
England [ron & Hardware Association at Oak Hill 
Country Club, Fitchburg, Mass 

Marking the group’s 59th year, the cvent drew both 
golfers and non-golfers \ putting contest for non 
golfers was conducted by W. Irank Morrissey, of Ameri 
can Chain & Cable Co 

Prizes were abundant They were contributed bi 
members to the gift committee headed by Frederick 
Butts of Butts & Ordway Co., Cambridge, Mass. and 
J. Vincent Burns of Waite Hardware Co., Worcester, 
Mass. 

Before and during dinner, Paul Roddy of Nicholson 
File entertained with an impromptu performance on the 
piano 


, 
Later golf and door pris 


warded 


Another winner of the many prizes at the outing was 
Dudley H. Smith, Clark Bros. Bolt Co. Beautiful foreign 
clock was golf kicker award 


U. S. Rubber Division Names Sales Manager 


United States Rubber Co., New York City, has ap 
pointed Warren A. ‘Tipton general sales manager of the 
company’s mechanical goods division succeeding Walter 
I’. Spoerl, retiring after 45 vear 

Mr. ‘Tipton has been sales manager of the division 
since 1952. He joined the company as a salesman in 
Hlouston in 1935. In 1937 he became product manager 
for industrial packings and expansion joints and in 1942, 
district sales manager for the mechanical goods division's 
New York branch. In 1949 he was made manager of all 
branch sales. 

Mr. Spoer] has been with the company since 1908. Tk 
came to New York City in 1934 as assistant manager of 
branch sales for mechanical goods, became merchandising 


manager in 1944 and general sales manager in 1946, 


Traveling Display Sells Distributor’s Products 


Traveling display truck which brings showroom to cus 
tomers was recently placed in service by Fries, Beall & 
Sharpe Cc Washington, D. C. distributor 


FOR 


Interior display of Fries, Beall & Sharpe traveling show 
room, is roomy as only 4 ft. of the overall length is occu 
pied by engine and driver caboose 


ADDITIONAL NEWS, SEE NEXT PAGE eee 





Checking their score cards at the recent golf outing of the 
Ifucksters are Fran Myers and Graham Smith, Chicago 
Supply & Tool Co.; Bud ‘Barlow, Jacobs Chuck Co.; and 
Robert Spark, Chicago Precision Supply Co Smiling faces 
seem to indicate this foursome had a good day. Low gross 
score for the day was 74, but Bud Barlow was a runnerup 


More than 134 members and guests attended the 
recent annual golf outing of the Hucksters, an organiza 
tion made up of young manufacturers’ men working out 
of the Chicago area. The gathering took place at th 
Chevy Chase Country Club in Wheeling, Ill 

Winner of the golf tournament was Bob Spark, vice 
president of Chicago Precision Supply Co., who had a 


Sales Force Meets at W. M. Pattison Supply 


The W. M. Pattison Supply Co., 


Those attending were: (front row) 


Beating the heat at the Chevy Chase Country Club ar 
Doc Matthews and Chet Gaudian, Standard ‘Tool Co.; Bud 
Schlitt, Lufkin Rule Co.; John Gaudian, Armstrong Bros 
lool Co.; Mike Michgelson, Allen Mfg. Co.; Harry Beck, 
Anderson & White Co.; Jim Giampetro, 20th Century 
Press, and Sam Clark Jr., Samuel Harris & Co 


low gross of 74. Other low scores were made by Bud 
Barlow, Jacobs Chuck Co.; Mike Michgelson, Allen 
Mfg. Co.; and Bud Schlitt, Lufkin Rule Co. 

A dinner followed golf and swimming. Huckster 
President Bud Schlitt presided over the meal, giving a 
short talk and awarding golf prizes. ‘The affair was 
under the chairmanship of Chet Gaudian, Standard Tool. 


Topping Bros. Secretary 
Finds TV Star Good Boss 


Ruth V. Seward, secretary at ‘Top 
ping Bros., New York City, had a 
new boss for a day last month—Robert 
Montgomery, the TV and screen star 

She won a contest sponsored by 
the Underwood Co. in which 400 
secretaries picked a Most Popular Boss 
out of five candidates, including Mr. 
Montgomery and Leo Durocher. 

Mr. Montgomery won, and Miss 
Seward'’s name was picked out of a 
hat to be secretary-for-a-day. 

She spent most of it in the screen 
star's Rockefeller Center office, an 
swering the phone and judging her 
new boss on whether he lived up to 
the title he had been voted. She re 
ported that he did. 


Central Engineering 
Plans New Building 


Cleveland, Ohio, held a weekly sales 
meeting, and those attending repre 
sented 334 years of service with the 
company. 

Salesmanship, new production 
methods, and maintenance ideas were 
among the principal subjects of dis 
cussion 
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rank Grab, Ray Kastning, Leo Boy- 
lan, IT. G. Vaughan, sales manager, 
’. C. Counts, Larry Koenig, Nick Te- 
heler; (rear row) Jack Leonard, Hodge 
Henderson, Bob Podwells, Don Hart- 
sell, Carl Kruger, E. J. Zalar, James 
l'owey, Bob Montgomery, Todd Ram- 
say, Carl Steckmeyer. 
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Central Engineering & Supply Co., 
Passaic, N. J., is drawing up blueprints 
for a new headquarters in Clifton. 

Plans call for a 30,000 sq. ft., one 
story building in the Allwood section 
of the North Jersey community. It 
will be occupied late in the year. 





Carborundum Holds Distributor Sessions 


Fourteen distributor representatives 
attended a weck’s training program 
recently at The Carborundum Co., 
Niagara Falls, N. Y. 

The group included: C. Caldwell, | 
Caldwell Mill Supply Co., Waukegan, | 
Ill.; Bill R. Bierman, Peden Iron & 
Steel Co., Houston, Texas; Marvin 
Smith and Richard J. Lasell, Globe 
Machinery & Supply Co., Cedar Ra 
pids, Iowa; Lloyd Marett, Perkins, 
Bassett & Wright, Inc., Keene, N. H.; 
Russell Maher, Industrial Abrasive & 
Supply Co., Cleveland; Burt Bal- 
linger, Sminkey & Co., Chicago; Wal 
ter Fletcher and James Watts, Wil 
son Machinery & Supply Co., Lex 
ington, Ky.; Bernard O’Brien and 
Kelly Jull, Peaslee-Gaulbert Corp., 
Louisville, Ky.; and Wesley Filmore, 
The Congdon & Carpenter Co., 
Providence, R. I. 


sales engineer Fourteen attended 


The Mid-Atlantic ofhcc 
of Minneapolis-Honeywell Regulator 
Co., St. Paul, is now housed in a new 
$300,000 building in Philadelphia. 

Opened recently on a 43,000 sq. ft 
plot, it consolidates sales, service and 
engineering. Features include a con 
| ference room, sound-proofing and ait 
conditioning, a parking lot and 9,000 
sq. ft. of warehouse space. 

[he company also has five plant 
buildings in Philadelphia for its In 
dustrial and Valve 


regional 





Divisions 


General Manager Named 
F.M 


— loussaint has been appointed 
. Smith 


Demonstrating belt grinding attachment at Niagara Falls plant is Warren Seward, 
week-long 


program 


Minneapolis-Honeywell Opens New Building 


general managet of the Minneapolis 
Honeywell Appliance Controls Divi 
sion with headquarters in Los Angeles. 

John E. Haines, vice president who 
headed both Appliance Controls and 
the Commercial Division, will now 
devote full time to Commercial Divi- 
sion work. John Huff will continue 
is assistant general manager of Appli 
ance Controls. 

The division makes automatic con 
trols for water heaters, floor furnaces, 
wall heaters and central heating plants. 
It is being expanded by a new plant 
it Gardena, Calif., which will employ 
2 000 


“Fayette R. Plumb Staff Meets in Philadelphia 


Republic Names Smith 
General Sales Manager 


Republic Rubber Division of Le 
Rubber & Tire Corp., Youngstown, 
Ohio, has promoted G. L. Smith 
from sales manager to general sales 
manager. 

I. M. Ikirt, general manager, said 
the new title better describes Mr 
Smith’s function. The 
now promoting a new hose line, 
aligning sales territories, and adding 
to its sales supervisory staff 

Mr. Smith joined Republic in 1923 
as a territory salesman. In 1936 he 
came to Youngstown as assistant sal 
manager, became traveling sales man 
ager in 1945 and manager in 


division 1 


sales 


1946. 


The domestic sales department posed for this picture at its recent conference 
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Keystoner officers: Lawrence Klauder, Holo-Krome Screw 
Co.; C. FE. Fenner, Black & Decker; H. L. Pruner, Ameri 
can Saw & Mfg.; E. T. McGlynn, Corbin; R. P. Noyes, 
Union Steel Chest; T. W. Hissey, Eagle Lock; L. I 
Wilson; J. J. McCann, J. H. Williams Co 


the 16th annual outing of Ihe Keystoners’ 
June 5 at the Manufacturers’ Golf & Country Club, 
Oreland, Pa., was the biggest ever held by this well 
known group of manufacturers’ representatives. Enter 
tainment committee chairman Howard Pruner estimated 
that the organization’s 75 members entertained upwards 
of 300 guests. 

A clear, sunny day enabled everyone to indulge his 
fancy—golf, softball, swimming, quoits, or just sitting 
in the shade. After a banquet, members and guests 
sat out on the clubhouse terrace to see a bang-up flood 
show. 

For the 16th consecutive time, the guests’ softball 
team captained by Ed Bilikiewicz, The Budd Co., scored 
a victory over Bill Wilson's picked team of Keystoners 
Final score was 8-2. Jack McCann, J. H. Williams Co., 
ind Jack Mathe, Parker-Kalon Co., umpired 


L. R. Niep to Head Great Lakes Supply 


lL. R. Niep has been appointed 


Purchasing agents’ softball team catches its breath after 
winning 8-2 from the Keystoners. This was the 16th time 
the guests scored victory over the hosts. Team Captain 
Bilikiewicz vigorously denied reports a Yankee scout was 
ready to sign up some team members 


Guests W. Gillespie, Henry Disston & Son, and William 
Green, L. A. Benson Co., Baltimore, relax in the shade of 
the terrace for a quiet chat and cool beer 


New Engineering Sales 
Manager for Ohio Injector 


Ohio Injector Co. has named Harr 


president of the Great Lakes Sup- C. Bell its new manager of engineering 


ply Corp., Chicago, to succeed Wil 


sales. Mr. Bell, who has spent most of 


liam G. Ritzenthaler, who is retiring | his life in the valve industry, will work 
ifter 36 vears of service. Mr. Ritzen- | closely with the firm’s engineering 


thaler will remain 


a director. John department in developing new prod 


\. Cmar, former district sales repre- | ucts. 


sentative of the Calumet Division of 


The company has also appointed 


Great Lakes, has been appointed vice | Paul E. Warner sales promotion man 


pre sident 


Other appointments are: James E. 


ager. Formerly sales manager of the 
Atlantic division, Mr. Warner will in 


Kelly as secretary treasurer; Miss Mary | his new position be responsible for 
| C. O'Brien, assistant treasurer; Fran- | providing OIC distributors with sales 
cis P. Gornick, Calumet district sales | and product information. Succeeding 


representative; Warren 
ager of the Calumet 


Behn, man- | Mr. Warner is P. J. Gallagher, for- 
district sales | merly a sales manager with the H. K. 


H. Shaffer, assistant manager of the | Porter Co. (recently purchased by 


L. R. Niep Calumet division 


Ohio Injector). 
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There's a Yale hoist 
for every lifting job! 


There's a YALE Cable King Wire Rope Elec- 
tric Hoist for every need. Capacities to 15 tons; 
YALE - exclusive air-cooling and load brake 


lubrication; YALE quality and durability. 


YALE 


MATERIALS 
HANDLING 
EQUIPMENT 


The IYALE & TOWNE] Manufacturing Co., 


Philade!phia 15, Pennsylvania 


*Registered in U.S. Patent Office 





Yate does more for you than make the leading line of 
quality Hoists and Hoisting Equipment! YALe helps you 
sell...with the biggest and best advertising and promo- 
tion program in the industry today. 


Every YALE ad is designed to let your customers and 
prospects know about the value of your services... the tech- 
nically trained men on your staff...the years of experience 
you've had in filling the lifting needs of industry, com- 
merce and agriculture. 


Yes, Hoist buyers and users everywhere see YALE ads di ay 
after day in their favorite magazines. learn that America’s 
most-complete line of Hand and Electric Hoists is avail- 
able only through your organization. .. are sold on you just as 
they are sold on the YALE equipment you sell and service. 


Gas, Electric, Diesel Lift Trucks * Worksavers ¢ Hand Trucks ¢* Hand and Electric Hoists ¢* Pul-Lifts 
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“Selling Is My Business” 


getting into the shop builds friendships? 


To Get into the Shop, Build Friendships 


Selling can be a hobby 


Cc. E. PATENAUD 


feel like " 
ct mto the customer 


You ll alw 
tuker until vou 
mornstrat 
vlhere it tually being 
C. k. Patenaud, of William J 
Inc., Providen R. | 

It mav take 
tablish the kind 
purcha Wn went na 
heads that mak th 
every effort to ect nearer the 
vorth at 

llow to crack the 
Oo man ilesinen 
outer office 

Cultivat 
uals m= the customer 
Vis Know thi 
other lines of business 
friendship is often established on golt 
But im our field most friend 
from evervdy 
transacting busine You 
make the most of vor 
tics.” 

It’s not only personality that makes 
friends, according to Mr. Patenaud 
Ile does it by finding out what tl 
problems ire, 


j ' 
wp ind cit 


| your produ t 


used i 
Burn 
1 voaur or two to cs 
of relationship with 

department 
possible, but 
goal 1 
barricrs that keep 
cooling heels m 

with imdivid 

plant, he ad 
men ect i 


fricndshiup 


quamted. In 


COUTSCS 

contact 
have to 
opportuni 


ships result 


customer's beimg sur 
that the line he presents is adaptabk 
to solving them. Personal interest 
ind personal service, goes further than 


golf dates would, he feels 


130 





EUGENE W. WHITE: 
Make Selling 
A Hobby, Not A Job 


continuously for 45 
vears, Euene W. White is retired and 
he fins it thr hard t job | 
tackled Mr. White spent his entire 
clling career with Montgomery & 
Crawford Co., Spartanburg, S. C., and 


\fter selling 


cvel 
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oe 2 6 Do I realize that 


not just a job? 


cn now, at the age of 71, he likes to 
drop down to the office to maintain 
with former customers. “I 
sclliing a hobby, not 


contacts 
mad a job” he 
Sd\ 

Born in Whitestone, Spartanburg 
County, S. C., in 1882, Mr. Whit 
was one of cight children. He was 20 
when he decided he diin’t want to b 
a farmer and went to Spartanburg to 
gct himself a job. For some 
other he was partial to hardware stor 
because he applied for work in a small 
one at firs refused, and then 
applied at Montgomery & Crawford 
Colonel Crawford said he didn’t need 
ent but Whit 


:, 
proving he could 


reason O 


tf, was 


anvone at pre yvoung 


was imsistent on 
work, offering to work the week for 
nothing. At the end of the weck, 
Colonel Crawford called 


paid him $10 and said he could us« 


him im and 


him 

Mr. White is convinced 
today is faster 
is tougher. You have 
customers morc 


that th 
competition 
faster, 


often and vou 


pace and 
to mov 
to scc 
have more to keep up with 

His advice to all salesmen i li 
to be a bett ilesman tomorrow than 
vou today”. The ultimat 
is never reached but, he adds, it’s sur 


ou'll go in a short 


wer goal 


prising “how far 
time” 





The degree of incentive required to 
give different salesmen the spark they 
need for greatness varies a good deal 
| remember one man | had who be 
came a star salesman as a result of a 
simple train'ng course. After just one 
meeting he went out and broke rec 
ords. But 
such elaborate forms of stimulation as 
a dozen sales contests inspira 
tional sales bulletins, and 
liberal bonus arrangements. It all 
depends, you see, upon your man, upon 
conditions, upon what gocs on ‘n tis 
mird, upon the dozen or more vari 
ables that make up a good part of 
one’s life. 


| have seen cthers resis? 


lectures, 


Stimulating Salesmen 
Successfully 
by Charles B. Roth 

















A Customer Reports: 


an 8 
105 Lengths of reon Bronze 
Save on Se - Processing Time —. 


—_ 6 use 
How your customers 
-Cast Bronzes 


fit 





Asarco Continues 
for their pre 








| 


JACK & HEINTZ. ING Cleveland. buys Continuous 


Cast Asareon 773 bronze tubing (SAE 660) as hasic 


stock in the manufacture of parts for aireraft 


generators and motors 
Jack & Heintz: “Because we are able to get 


sarcon 773 in 105” lengths we efleet considerable economy 


in scrap and also in processing time. We formerly uses 


local foundry 


ordinary 13” tubes. purchased from a 
The longer length of Asareon bronze saves a lot of handling 


> - 7 in machining operations and also cuts down serap losses.” 


Asarcon Continuous-Cast Bronze an reduce your production 


costs. too. because they are free of all dirt. sand, porosity and 


other harmful defects. You can get them in the length vou 


want, long or short. For convenience, 216 sizes and shapes 


of standard Asareon 773 bearing bronzes (SAE 660) are 


stocked in 105” lengths at distributors’ warehouses in principal 


cities across the countrys \ wide variety of other alloys 


is available, too, in rod, tubing and shapes 12° lengths 


are standard lengths 5’ to 12% on request 


lengths 1?’ to a on special order, 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey - Whiting, Indiana 


c 


West Coast Sales Agent 
LTD.,457 Minna Street, San Francisco, California 


KINGWELL BROS 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Rubber Sealer 


For Gasketing 
Applications 


A new synthetic rubber sealer, said 


to be anti-squeak and watertight, has 
bee nN cle ve lope d 

According to the 
the new sealer was developed primarily 
for the trailer industry, it is adaptable 
for such applications as gasketing in 
railroad = pa ind freight 
busses, prefabricated metal buildings, 
air conditioning and ventilating instal 
lations, automobiles and trucks 

Kasy application of EC-1202 rubber 
a feature m its in 


maker, although 


cnyci cars, 


caler is said to be 


dustrial use 

Adhesives and Coatings Division, 
Minnesota Mining and Manufacturing 
Company, Detroit, Mich 


Floor Paper 
Contains New Type 
Backing Material 
paper, a new floor 
} 


pecn in 


Red-I-Cut floor 
sanding development, ha 
nounced 

Said to contain a new type of back 
ing material, it is specially designed for 


INDUSTRIAL DISTRIBUTION 


floor paper use, and manufactured | 
der a new coating proces 

According to the maker, the new 
backing material possesses great flexi 
bility, which facilitates application of 
the floor paper to the 
sanding machine, and increases 
life by providing an improved fit into 
the open jaw of the drum which climi 


drum of the 


ptpel 


nates premature break 
The new floor paper is available in 
grit sizes 24 through 100, in rolls, cut 
sheets and edger discs 
Phe Carborundum 


Falls, N.Y 


Co., Niagara 


Shop Press 


30 Ton, 
Open Throat 


\ new 30 ton featuring an 
open throat said to permit casy entry 


ind removal of work, has been intro 


pr ss 


duced 

Ihe 30 ton Power-T win center hok 
ram is said to be activated by a remot 
control 10,000 PSI pump complete 
with six feet of high-pressure hos¢ 

According to the maker, the h 
draulic ram is easily detached from th« 
press for use with their standard Grip 
o-matic pullers and push-pullers per 
mitting dual service tor ficld or shop 
maintenance Operations 

Another feature claimed is that the 
lower press plate can be adjusted to 
three positions to facilitate fast posi 
honing. 

Owatonna 
\linnesota 


(Owatonna, 


Tool Co., 


* AUGUST, 1953 


Blow Gun 


Finger-tip Control 
Meter Air Pressure 
said to be designed 


that 
with 


\ new blow gun, 
a throttle valve 
exactly 
ontrol, has been developed 
According to the manufacturer, the 
operator can regulate the flow of au 
rate by the 
This is said to make the 


mecters thie 


finger-tip 


vith 
ir pressure 


it any desired ssing 
throttle valve 
gun readily adaptable to requirements 


tor cleaning jobs in shops, foundries, 


pre 


paint shops, machine shops, wood 
working, 
lines, in pecti mn, 
other uses The 
for fixed pressure 

Other featur 
cording to the manufacturer ar 
shaped to fit the 


construction, — production 
shipping, and many 
ilve can also be set 
of the blow gun, ac 
sim 
ple design, hand; 
sturdy build with one-piece 

Aro Equipment Corporation, Bryan, 


Ohio 


housing 


Safety Guide 


Eliminates Clamps 
On Drill Press Work 


\ new type of drill press work guid 


ind holder, said to eliminate *‘‘¢ 














TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





















fastening 





clamps and other types of 
devices, has been introduced 
Attaching directly to the column of 
the drill press, the safety guide is said 
to be fully adjustable on the table and 
is firmly locked in position with onc 
locking creyv. 
According to the 










manufacturer, it 









can be used to hold and_ position 
work without other fixtures, be used 
in conjunction with jigs or can be 
used to hold a standard drill pre 

VISC 






The safety guide is said to ft any 
drill press having either 23-in. o1 








Models are available 


29 
+4-1n. Columns 


for bench, floor and multiple spindk 
type drill press 
Walker-Turner Division, Kearney 


and ‘Trecker Corporation, Plainfield 
N.] 






Portable Conveyor 


Gravity Wheel, 
Separate Rails 





wheel at 


A new 


| 
featuring rails 


rravity 
with 





typ ot 






! 
vevVvo attaches 





wheels that are separate and dismoun 





ible, has been introduced 
According to the 


Hay ) uscd wh 





maker, the new 





type convcyol 
changing conditions rc jure new 







ups and where speed of set-up 
major problem 

The rails are said to be light enough 
for anvone to lift easily, and they a 






ct into pecial tancs 


] 
no fasteners. Complete section 


ilso 1\ ailabl 


2 
vinich require 










Typic il applications mentions ) 
the manufacturer include the mo 
ment of cartons, rolls, crates, shect 






mall product pellets, cases, paper ba 





ind strips. The 
states that. singl 
may be used on transfer 

trough” or “V" 
live storage banks and 


} 
flat bundles, pans, 


manufacturer also 
live rails” 
cars, turn-tables 
rolls, 
vide space pallet conveyors 

Chey may be combined in any of 18 
different wheel patterns, then disman 
tled and recombined 

The Alvey-Ferguson 
nati, Ohio 


cou 


rs fol 


IS needed 


Cox, 


Cincin 














Moulding Set 


Includes Knife 
And Cutterhead 
moulding cutterhead and 


rt a standard $ 
into a machin 


\ Hew 
KIT cr. uid to conve 
Culdr SaW 


wood mouldings and 
haped edges, has been introduced 


\ccording to the manufacturer, th« 


t enables even the beginner to make 
professional-looking shaped edges on 
home workshop projects. Said to be 
casy to install, the user simply puts 
the cutterhead on the saw arbor in 
ace of the blade 


Packaged in a bright maroon and 
yw carton, the set contains mould 
ct of three 


special bushing which 


utterhead, wrench, 
itters and a 
permits the cutterhead to be 
iimost any make of § or 10-in. ciren 


iddition to saws in_ the 


used on 


AW 1h) 
HnAKCT line 
Cutter ir 


tec] with 


made of high peed al 


n ground edge 


preci l 


nd off 1 special “locked-in-knife” 
ifety feature I'wenty-six additional 
ts of cutt vith different design 
ilso available to cut other shapes 
The Delta Power Tool Division, 


Rockwell Manufacturing 
Pittsburgh, Pa 


Company, 





FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 





Twist Drill Blanks 


Redesigned, Reduced 
Thickness Dimensions 


Redesigned standard cemented cat 
bide twist drill blanks, said to ium 
prove twist drill performance, has been 
nounced 

Ihc thickness 
of the redesigned blanks are said to en 
able drill manufacturers to strengthen 
the point of each drill, providing mor 
steel backing for the tip 

According to the manufacturer, five 
ID-] through ‘TD-5, the 


reduced climensions 


ncw SiZcs, 
available 
Carboloy Department of General 


electric Company, Detroit, Mic h 






















Socket Screws 


Button Head 
Cap Type 
According to an announcement 
from the manufacturer, they are 
in full production of button head 
ocket said to allow 
for smoother, 
faces, desirable 
do not permit countersinking 
Pheir rounded tops and flush edges 
thus chim 


now 


screws which arc 
more streamline sur 


in applications that 


ilso prevent exposed sides, 
inating the hazard of catching on 
clothing. 
Ihe button head cap screw is said 
to be necessarily shallower than the 
(Continued on page 137) 











Uniform Flute Contours 
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Exact Flute Spacing 


« 
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Accurate and 
Concentric 
Chamfers 


aoe? 


eh Ee ee es ed 


FOR CLOSE-LIMIT HOLES, 


Your Customers Need These Precisely- 
Accurate WINTER TAPS with 





ALWAYS AT YOUR SERVICE 
That's what Winter advertisements say about 
Winter distributors, to build up inquiries at 
the local point-of-purchase for Balanced 
Action taps 














He pe I 














When Your Customer's Profits Depend On 
Drilling Holes In A Hurry— 


NATIONAL TWIST DRILLS 


Give Han the Edge! 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U. $. A. Distributors in principal cities. Foctory 
Branches: New York * Detroit * Chicago * Dallas * San Francisco 


CALL YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
This is the “action message” ot the conclusion of all 
National advertisements. Creating business for distrib- 
vtors is an objective of National’s advertising. 





¢ 


FIAT 





I FRG / 





Enter this Lyon Den 
with Confidence 


There are two big reasons why your Lyon Steel Equip- 
ment Dealer is a good man to know. 

First, a highly diversified line of more than 1500 stand- 
ard Lyon items enables him to meet the varying needs of 
business, industry and institutions — better. (A very few 
typical Lyon products are shown below.) 

Second, he’s a source of sound counsel in getting the most 
out of steel equipment in terms of savings in time, labor 
and money. 


This and similar ads appear each month in News- 
week, Business Week and leading trade publica- 
tions. Many products, plus many markets, plus 
consistent advertising support, equals volume steel 
equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 8. Monroe Avenue, Aurora, Illinois 





for BUSINESS-INDUSTRY- INSTITUTIONS 
STEEL KITCHENS for THE HOME 









































A PARTIAL LIST OF LYON STANDARD PRODUCTS 
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On The Market Today 


(Starts on page 132 








standard socket screw, the socket 
acquires the needed strength through 
the maker’s process of Pressur-Form- 
ing and the use of special steel. In 
this process, the screw body is said to 
be cold-worked and the socket head 
is cold-drawn to impart extra strength 
by preserving the steel fibers. 


Sizes range from No. 8 by 4-in. 
through %-in. by 2-in, standard with 
NC threads. These sizes are also 
standard with NF threads, except in 
4-in. and 4-in. diameters. 

The Allen Manufacturing Com- 
pany, Hartford, Conn. 
(Continued on page 138) 





Rubber Sealer 
Adhesives and Coatings Di 
vision, Minnesota Mining 
and Manufacturing Com- 


Floor Paper 
The Carborundum Co. 13 


Shop Press 


Blow Gun 
Aro Equipment Corpora 
tion .. at 
Safety Guide 
Walker-Turner Division, 
Kearney and Trecker Cor 


Portable Conveyor 


Moulding Set 
The Delta Power Tool Divi- 
sion, Rockwell Manufac- 


Twist Drill Blanks 
Carboloy Department of 
General Electric Com 


Socket Screws 


The Allen Manufacturing 
Company 13 


Hose 
American Ventilating Hos¢ 
Adjustable Tap 
Chain Saw 
Danger Flagholder 
Tank Truck Hose 
Quaker Rubber Corpora 


tion, Division of H. K. 


Power Driver 
Velocity Power Tool Com 


Voltage Tester 


Storage Units 
Berger Manufacturing Div., 





Index of Manufacturers’ Products 


pany : nn MO 


Owatonna Tool Co. . 132 


poration 132 


The Alvey Ferguson Co. 133 


turing Company 133 


pany ; 133 


Company 138 
Landis Machine Co. 138 
Skil Corporation | 


Industrial Products Co 142 


Porter Company, Inc 142 


pany ... , 143 


Ideal Industries, Inc. . . 144 


Republic Steel Corp.... 146 


Turntables 
Sage Equipment Company. 146 


Hydraulic Rams 
Owatonna Tool Co...... 148 


Starter Rope 


American Manufacturing 
COMpOmy ... .csescuse 150 
Straightening Press 
Lempco Products, Inc... . . 150 
Clutches 
Morse Chain Company.... 152 
Rectifiers 
The American Rectifier 
Corporation .......... 156 


Fire Pots & Torches 

I'he Turner Brass Works.. 158 
Lift ‘Truck 

Rack Hydraulic Equipment 


Corporation ........-. 160 
Vises 
Wilton Tool Mfg. Co..... 16] 
Couplings 
Lovejoy Flexible Coupling 
OM ae Sntcvae ec een 16] 
Attachment 
Homestrand, Inc. oe. wee 


Steel Table 
he Porter-Cable Machine 


Co , re 164 
Float Valve 
Robert Manufacturing 
Company ..... Ale oe 
Screwdrivers 


he Billings & Spencer Co. 166 
Hand Truck 


Fairbanks Company aa Se 
Needle Valve 
Marsh Instrument Co 170 
Ladder Shoe 
Aluminum Ladder Com- 
pany 172 
Steel Pots 
Eclipse Fuel Engineering 
Company ............ 172 
Sander 
Mall Tool Co....... iow a 
Conveyor 


Hewitt-Robins Incoporated 174 


Floor Enamel 
Wilbur & Williams Com- 


SOT sccdwecevecrcses 175 
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No. 707F — 6 oz. 







FLEXIBLE 
SPOUT 
Pistol Oilers 


with 7”, 10”, 13” spouts 
Reaches anywhere; delivers a drop or 
stream. Non-tip base. Asbestos packed 
spout. Threaded brass tip. Seamless 
steel body. Holder available. 






No. P708 


Pistol Oilers 


6 oz. to 2% pt. sizes mk 
Hydraulic pump. One piece seamless 
body. Large filler opening. Non-tip 
base. All parts guaranteed. 


FLEXIBLE 
SPOUT 


Supply 
Cans 

1, 2, 3, 5 Gallons 
For industry, outboard motors, gasoline 
power equipment. 9” flexible spout 
with cap. Chain for spout cap and 
filler opening available. Red, blue, 

gray, aluminum. 
ALSO FAMOUS “GEM” BENCH OILERS 
Send for Complete Catalog 
























DARNELL CORPORATION, LTD. 


faelt AA ME@ VUlael iP 
13, NEW YORK 


(LOS ANGELES 
NEW YORK 


DOWNEY 
60 WALKER STREET 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
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Hose 


Fume Exhaust 
And Ventilation 


A new, flexible hose for fume ex 
haust and ventilation applications has 
been introduced 

Known as Portovent, it is said to 
have unusual lengthwise compressi 
bility, excellent air flow characteris 
tics, and maintain a large cross section 
even on sharp bends. According to 
the maker, it is easy to install, trans 
port, handle and store. 

The new Portovent is said to be 
made from cotton or nylon fabrics, 
impregated with Neoprene compound 
and spiral wire reinforced. It can be 
supplied in sizes from 4 to 36-in. in- 
side diameter, and is available in any 
desired length. It can be cut to size 
in the field with no weakening 
or raveling since it is bonded and 
stitched. 

American Ventilating Hose Com- 
pany, New York, N. Y. 


Adjustable Tap 


Threads, Chamfers 
In One Operation 


A new special solid adjustable tap, 
for tapping and chamfering standard 
pipe and drainage fittings in one op- 
eration, has been developed. 

Furnished in seven sizes, for pipe 
ranging from 1}-in. to 4-in., they are 
said to be designed for application to 
Pottstown, Cleveland ana other re 
versing spindle machines. 

Ihe outstanding design feature 
claimed by the maker is the incorpora- 
tion of chamfering blades in the tap 
body with the resulting savings of 
time, handling and capital investment 
due to the elimination of a separate 
chamfering operation. The use of 








HERE'S AN ANSWER TO 

















« INSULATES AGAINST 
HEAT OR COLD 





questions 
about 
sponge rubber 















2 








DAMPENS 
SOUNDS 











PREVENTS 
SKID 








CONTROLS 
VIBRATION 





















Natural Rubber ASTM Specifications 
No. 01056-51T 
MEETS ASTM SPECIFICATIONS... 
No. 3832 Soft Density RNIT 
AVAILABLE IN FOUR DENSITIES ... FIVE COLORS | N° “oso ro Denn —_ 
No. 4031 Hard Density RNI4 
. ++ IN ROLLS, SHEETS, STRIPS WITH OR WITHOUT | 
ADHESIVE .. . DIE CUT FORMS soe. 2006 Modiow Seashy i} 









COLORS 















: 1. Brown 2. Gray 3. Red 4. Green 5. Black 
DUTCH BRAND Sponge Rubber is carefully manufactured and is Other colors available where quantities warrant 
fresh, live and of top quality. Available in rolls, sheets, strips or in THICKNESSES 
4 special die cut forms or custom molded pieces to meet manufacturing 1/8 inch to 0 inch inclusive 
. ilability of five colors is a big assist in working out 
needs. The availab 'y , d 9 Spy eu at Here Are A Few Of The 
product appearance. Because of its characteristics it serves many Many Uses For Sponge Rubber Today! 
purposes in product manufacturing. Being available coated with ~ Guabien eibvation ~ Sct Gian te nett Game 
e : : - : ‘ . * Prevent squecking and wear * insulote against heet or cold 
adhesive or without simplifies production in many cases. * cuetennd © Cesed eaten 
. . ‘ 
If you are now using sponge rubber in conjunction with manufacturing rae tong emarearegio: nk mame 
sete : s . : * Seal joints * Weatherstrip metal sesh 
or are thinking of doing so, it will pay you to have full information | + mere gaskets © Secvent (tates 
on DUTCH BRAND Sponge Rubber. * Mount delicote instruments ° Prevent leaks 
* Prevent skid * Other specification requirements 













PLEASE SEND SAMPLE OF FOLLOWING PRODUCTS 






VAN CLEEF BROS. [NC. i scnmnsinisheghncsisciiiasalghieaie MMMM Bia 


Menvtecturers of Rubber Products 


























DIVISION OF Johns Manville Address 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS City 
: Distributor 
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The best soft” 
hammor your 
money can buy! 


Tough, resilient water buffalo 
faces deliver needed power, 
cushioned to protect fine finishes 
and delicate parts. Faces 
quickly and easily replaced 
Safety-Flare handle gives com- 
fortable, non-slip grip. When 
you need a ‘soft’ hammer, 
make sure it's a C/R RAWHIDE 
Jaw-Head. 


FACES REPLACED 
IN SECONDS 
Merely loosen- 
ing a nut re- 
leases jaws for 
replacing faces 
Tightening nut 
holds faces in 
vise-like grip 


@ Available srom leading 
industrial suppliers Also 
C/R Rawhide mallets and 
Rawhide mauls 


for further information write Dept 


) [ f 
cnicaco (awh Ag MFG. -CO. 


1301 Elstow Ave 22, Wl 


Woe 


Chicago 


| removable tap chasers and chamfer- 


ing blades also lowers tool costs and 
inventories. 

The tapping operation is performed 
on the forward portion of the machine 
cycle while the chamfering is com 


pleted on the reversing segment of | 


the cycle. This feature provides two 
notable advantages; it divides the 
| torque load, for smoother cutting with 
less strain, and supplies a chamfer 
without leave off marks. 
The taps will be furnished with 


| square or hexagon end drivers or cyl- | 


indrical shanks. 

for either right or left hand and 
straight or tapered tapping. 

According to the maker, the special 

_ solid adjustable taps are compactly de- 

| signed, and are of sturdy construction 

| for service on high production ma- 


Models are available | 


chines. Alloy steels and the nitriding | 
| of all parts are said to provide for long | 


| life qualities. 
Landis Machine Co., Waynesboro, 
Pa. 


Chain Saw 


For Heavy Lumber 
And Timber Cutting 


A new electric chain saw, said to 
be designed for heavy lumber and tim 
ber cutting up to 14-in. on one cut, 
has been announced. 

According to the maker, an exclu 
sive feature of the new Model 125 is 
a push button oiler that lubricates 
while the chain is in operation. The 
chain, is said to be chrome plated, 
chipper-type that travels at 1400 feet 
per minute for fastest cutting of heavy 
construction beams and all felling, 
bucking, trimming and limbing of 
small and medium sized timber. 

Weighing 164 lbs., the chain saw 
has a spade-type rear handle and wrap 

| around universal handle said to make 
handling easy in any position, on any 
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HOT FORGED from solid, 
rectangular steel bars, de- 
lened and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 


6000-lb. sizes Vg” 
to 2”, “J 


raj 








ih. 








ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


Ib. service. / 








~ 
(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


rr only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 


3000-ib. and 8000-Ib. 
\ Service. 


WRITE FOR CATALOG 11 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 





























THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD ° 


\ 
\ 
; 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile a 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND" STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con 
necting rod bolts by the cold 
upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


Sd 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specilications — hexagon Scad 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; fiat and 
chamfered. 


# 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert—steel covered. Finish: piain, 
zinc plated, cadmium plated. Size 
9/16", 3/4", 15/16" across the flats 


Tapped 1/4" to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


j 
i 
| 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





LO QmxLy> 


* WI BCI = 2 


— 


Here are twenty Donnelley-built catalogs recently completed 
and delivered. They'll give you some idea of the Quality printing, 
the thorough compiling, and the durable binding 

you may obtain for your own catalog. 

With no obligation on your part, we'll be pleased to show you 
how Donnelley’s can assume UNDIVIDED RESPONSIBILITY for 


producing a fine catalog for you. bi 
i t ° al 


The Lakeside Press 


R. R. Donnelley & Sons Company 


Catalog Compiling Department 


350 East Twenty -second Street 


Chicago 16, Illinois 


PRINTERS BINDERS ENGRAVERS LITHOGRAPHERS 
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cut. Other features claimed include 
lightweight aluminum alloy housing, 
ball and needle bearings, safety trigger 
switch and steel helical gears 

Standard voltage is 115; available on 
special order for 220 volts at no extra 
cost; runs at 1500 watt generator. 

Skil Corporation, Chicago, Ill 


Danger Flagholder 


Holds Flag In 
Upright Position 


A new danger flag holder for use on 
pole trucks of electric service and tele- 
phone companies has been introduced 

According to the maker, the new 
holder quickly fastens around any size 
pole, and holds the flag in an upright 
position where it is readily seen by 
approaching trafic. It is said to de- 
tach instantly when desired to be re 
moved from the pole. 

It is made of malleable iron, with 
chain, tension spring and locking lever. 
The flag is 15-in. by 18-in. of bright 
red fast color drill cloth. It is mounted 
on a 20-in. staff which fastens securely 
to the malleable iron socket by means 
of a tapered fit and thumb type tight- 
ening screw. 

Industrial Products Co., Philadel 
phia, Pa. 


Tank Truck Hose 


Suction and Discharge, 
For Petroleum Products 


A new suction and discharge tank 
truck hose, known as Quaflex, has been 
developed for handling all kinds of pe- 
troleum products under either pressure 
or suction. 

According to the manufacturer, the 











hose is reinforced with two layers of 
braided rayon cord, plus a helix of 
high- tensile spring steel wire. The lay 
ers of reinforcement are separated by 
a layer of rubber friction, said to elimi 
nate internal chafing of the reinforcing 
cords and wire. 

Features claimed by the maker are 
light weight; will not kink or collapse; 
maintains full opening in any position; 
can be grounded to eliminate static 
clectricity; available in 14-in. to 3-in. 
inside diameter sizes 

The new hose is said to be similar to 
Chernak type suction hose, except that 
it is up to 50 percent more flexible, 


and can be coupled with any type 
suction hose coupling. 

Quaker Rubber Corporation, Divi 
sion of H. K. Porter Company, Inc., 


Philadelphia 


Power Driver 


Sets Studs In 
Concrete, Steel 


\ new design feature of the mak 
ers power-driver, cartridge-actuated 
tool for setting studs in concrete o1 
steel, is said to be a permanently at 
tached spall or protective shield. 

For close-to-the-wall jobs, it is 
pointed out that the spall shield nay 
be lifted and turned out of the way. 
\ model with separate spall shield 
will continue to be available. 

Use of an integral cartridge is said 
to eliminate the need for matching 
and fitting. Interchangeable barrels 
are claimed to permit driving of 
either 4 or 2-in. studs with the same 









‘Best 





-Belt 











Ever 





+ Positive -Lockin 
fosliye ee ») 


Designed At 

































SIMPLE DESIGN Only 4 pieces 
—tapered bore sheave, |-piece 
split bushing, 2 cap screws. 

EASY INSTALLATION Slip 
sheave and bushing on shaft; 
tighten screws. 

QUICK DE-MOUNTING Just 
loosen the 2 screws! 

UNIFORM SHAFT CONTACT 
Bushing, split for full length with 
2 milled slots for screw heads, 
gives full contact on oversize, 
undersize or standard shafts. 

NO KEYS Cap screw heads act 
os keys between sheave and 
bushing. 

NO PROJECTIONS Bushing fits 
flush with sheave hub, both sides; 
no flanges. 

LONGER SERVICE Made of 
Medart special hi-test cast iron 
thot means longer groove wear, 
longer belt life. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 
Transmission Equipment 
3535 DE KALB STREET 
ST. LOUIS 18, MO. 
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Slee eee SHEAVES 


e Easier, quicker mounting and 
de-mounting! 

@ Positive, uniform Locked-On-The- 
Shaft grip! 

@ Makes V-Belts last longer! 


The basic “Sleevelock” principle of the 
split bushing in a tapered bore has 










proved its superiority in thousands of 
installations in over 16 years of satis- 
factory performance. 


















TYPICAL 
CROSS SECTION 
OF “SL” 
SHEAVES 


Sheave With rai 


Taper Bore | 





















One-Piece Bushing. +t t 
Fits Taper Bore in 
Sheave 


Cap Screws Pull = 
Sheave Up On 

Bushing To Positive, 
Uniform Fit To Sheft 






























































ATTACH TO COMPANY LETTERHEAD 
MEDART COMPANY, 
3535 DeKalb St., St. Lovis 18, Mo 
| Send information on “SLEEVELOCK" 

V-BELT SHEAVES 
Also send the sotiowing catalogs: 
Equip t | Geors 

| Speed Reducers 








| | Power Tr 


V-Belt Drives 















This True Ball Joint Makes the Difference 


Spherically ground Dart seats say ‘‘no’’ to leaks 
as long as in service — and as often as piping is 
changed. Darts can be taken off the line and used elsewhere time and 
time again. That's economy! What's more, the tight seal comes easily 
without heavy wrenching or strain. 
QUICK FACTS 
@ Two bronze seats provide top resistance to pitting and 
corrosion 
@ Heavy shoulders can withstand the strongest yanks of 
the wrench 
@ Nut and body of air-refined, high test malleable iron are 
practically indestructible 
@ Threads are full and clean-cut of hard metal to prevent 
stripping . 
Experience proves that the men who buy 


Darts, the men who wse Darts and the men 
who se// Darts have ‘‘something special’’! 


DART UNION COMPANY 
Providence 5, Rhode Island 


The Fairbanks Co. — Distributors 


Boston» New York: Pittsburgh+ Rome, Ga. UNIONS 
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firing unit. Studs available are either 
solid head, or internal or external 
threaded. A spring-loaded safety arm 
and center-fire cartridges are said to 
avoid accidental discharge, and ac 
sure the correct load for the job. 
Velocity Power Tool Company, 


Pittsburgh, Pa. 


Voltage Tester 


Enclosed In 
Plastic Case 


\ new voltage tester, said to show 
nominal line voltages from 110 to 
550 AC, and 110 to 600 DC as well 
as distinguish between AC and DC 
and show polarity of DC lines, has 
been developed. 

According to the manufacturer, 
prod handles are integrally molded 
to Neoprene insulated leads and in- 
clude tip insulation and safety rings. 
The one-piece plastic case is en- 
closed to keep out dust, moisture 
and foreign matter. ‘There is no ex 
posed metal on the exterior of the 
case, which could carry current from 
the working parts. 

Interior construction is said to fea- 
ture a solenoid coil, layer-wound on 
a one-piece Nylon spool. The coil is 
firmly secured at both ends to pre 
vent movement within the case. 
Coils leads have been insolated to 
avoid “cross-overs” and possibility of 
shorts. A neon lamp in parallel with 
the solenoid is said to provide a dou- 
ble check on circuits. 

Other features claimed: prod stor 
age wells, which conceal sharp tips; 
a socket in which either prod can 
be mounted for easy handling; color 
coded, easily-read scale. 

Ideal Industries, Inc., Sycamore, III. 








There’s new business 
waiting 
for you 










great new 
AS LOW AS 


PcH Zip lift GUE 


WITH ROPE CONTROL" 





Only $199.50 for a Zip-Lift! Here’s a price that will 
really bring you new customers! It’s the first time a 
P&H Zip-Lift has ever been offered for so little. 















There’s no skimping in P&H quality construction. In 
fact, the new “Zip” is built with a 25% overload capacity 
to operate up to one-fourth longer than rated capacity 
during intermittant usage. 












All the outstanding P&H selling features are included 
—wire rope hoisting, easy installation, double brakes — 
and a unique new rope control designed for fast, easy 
operation. 


Strong backing for P&H Dealers 


What’s more, P&H goes all out to make this new “Zip” 
a real money maker for you —a liberal profit margin, 
aggressive advertising, a whole battery of dealer helps, 
and the full backing of the biggest name in overhead 
materials handling equipment. 

Find out today about the profit-building P&H line. 
Write us today. We'll send you full information on the 


HANDLE IT 
new P&H Hoist sales plan. 


” ” 
*push button control also available as optional equipment . Vn the tr 
: / 


pH, | , 


TON TEs 144443 


fel ite) 7 Gare), | 
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PM FOREVER ) 
BLOWING TROUBLES! f ADVERTISING 


I'm @ CLEMENTS - CADILLAC LIKE THIS 
blower - suction cleaner. | keep 

your mochinery clean . . . no —~ 
troublesome Dirt, Dust, and ~<& 
Grime gremlins will slow down = 

your smooth operation with 

me around. I'm a cleaning DESIGNED TO 
tool that reaches every 

nook in all types of STIMULATE 
equipment 


BUYING INTEREST 
IN THIS NEEDED 


— a AND MUCH IN DEMAND 
Eligible under 2 . 
ad , y?- CLEANING TOOL 


Storage Units 
APPEARS MONTHLY 


IN LEADING Shelf Adjustment 


INDUSTRIAL For Bin Storage 
MAGAZINES 





TOCK BINS A new line of bin storage units, 


BS 
bee cee ee said to provide quick and easy shelf 
Re a ei IF YOU adjustment, has been developed 
with chmente ¢ WANT A he bins, 364-in. wide by 124-in. 


ry cleaning job deep by 84-in. high, have adjustable 


RTABLE COMBINATION shelves spaced on l-in. centers for 


BLOWER-SUCTION CLEANER SELLER dividers with heavy-duty lugs at each 


corner which fit into slots in the front 


CLEMENTS MFG. CO. WRITE US uprights and back formations. Slots 
6624 S. NARRAGANSETT AVE. CHICAGO 36, 1L FOR DETAILS are spaced on 14-in. centers for the 
uprights and back, permitting any 
desired shelf spacing in multiples of 
]4-in. 

According to the maker, any num 
ber of bin units may be bolted to 
gether into a single, rigid combina 
tion. The units are available in green, 


Light the Vital grav or tan baked enamel finishes. 
Seeing Zone Berger Manufacturing Div., Repub 


on Machine Tools, Inspection ic Steel Corp inton nit 
and Assembly Benches 


Turntables 


For Use With Rollers, 


MODEL 3267-48-1976 Gravity Wheel Conveyors 


Overall length 32%”. New turntables for use with the 
Three instantly adjust- maker's rollers and gravity wheel con 
able joints. Flat oblong sad 
iene: fer grechian anaes veyors has been announced. 
wp ne Sage Needed mounting. According to the manufacturer, the 
Your nies _— $ EACH in pkg. of 6 new turntables permit products being 
6.12 Site Units $7.65 ea. conveyed on straight sections of con- 
veyors to be diverted at any angle, or 


to pass straight across the turntables 


Directs Light 


Rugged Construction withstands vibration and rough 
handling wad 
instantly Adjustable with flexible ball and socket joints These switch-type turntables are 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 


FOSTORIA, OHIO 
Localites ore available through electrical 


en US Pet OF wholesalers everywhere. 
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A quick 
look around 


any plant will reveal 
profitable gauge glass sales 







LEAKING GAUGE GLASSES Ore as bad as no glasses at 
all. For average needs, you can recommend Corning 






standard. 











CLOUDY. HA®)-TO-READ gauge glasses should be re- 
4 placed immediately. If pressure or high temperature 
are factors, recommend PYREX brand. 








DARK OR POORLY LIGHTED AREAS make it difficult to 
see water levels. Here is an application for PYREX 






RED-LINE gauge glass. 










. . . - 
Any industrial supply salesman can easily see profitable 
sales in every plant with a smoke stack. Where there is 






steam there must be gauge glasses. 

Plant people will welcome help in forestalling gauge 
glass trouble. You can aid them and create profitable 
sales for yourself by recommending the proper Corning 
gauge glass for their use. 

And you couldn’t sell a better product! There are two 
reasons for this: (1) Corning balances the important 
properties of gauge glasses—heat resistance, physical 
strength and corrosion resistance with accuracy in di- 
mensions to assure longest service life, (2) the promo- 
tion Corning puts behind these products to make sure 
people in our expanding industry are aware of this 
















You can offer a CORNING Gauge Glass for every need 





superiority! 
















So, stock the complete Corning line of gauge glasses 
; _—- : APPLICATION RECOMMENDED PR 
with the confidence that it fills every need exactly right. — ead 
The same thing goes for Pyrex brand sight glasses, lu- 
. . . . ' Normal Conditions Corning STANDARD Gouge Glass 
bricator and oil cup glasses. Check your inventory today! 
Higher Temperatures PYREX High Pressure Gauge Glass 
Higher Pressures PYREX Heavy Wall Gauge Glass 
— Extra Readability PYREX RED-LINE Gauge Glass 
( CORNING GLASS WOR KS Medium and MACBETH Fiat Gauge Glass 
CORNING, NEW YORK High Pressure Boilers 
a 
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claimed to provide greater flexibility of 
material flow. 

Ihe roller or wheel conveyor sec- 
tions are mounted on casters that turn 
these sections on a circular flat stecl 

haps , plate. A built-in lock arrangement is 
co x said to rigidly hold the rotating sec- 


EOS Ades, oh AE 
r “gene: : ‘ % Fie SEY ah aes 
se tion at the desired angle. 
eee the line with PLUS VALUES The maker advises the turntables are 
ENR designed and built for use with all 
One Source ter ofl of your teasive- a widths of rollers, wheel arrangements, 
PLUS : big Sa a, frames and couplings that are available 
ments in hanging and fastening oe 
VALUE ee in their standard line. 
devices. Saves you paper work — . . . 
Sage Equipment Company, Buffalo, 
can save you on freight. IN Y 
Top-Flight Quality. The newest and best in manu- 
facturing methods and quality control give you flaw- 
less products your customers like to use. 


PLUS 
VALUE 


PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification. 
Customer Demand stimulated 
PLUS with abundant promotion that 
VALUE includes advertisements like 
this . 





Hydraulic Rams 


Adapted To 
Push-Pullers 


According to an announcement 
from the manufacturer their push- 
pullers have been adapted to their 
Power-Twin center-hole _ hydraulic 
rams. 

It is claimed that four sizes of push- 
pullers with a complete assortment of 
attachments and adaptors can now be 
used with hydraulic power to speed up 
maintenance pulling and _ installing 
operations involving gears, bearings, 
sheaves, pulleys, pinions, and cou- 
plings. 

Capacities from 174 to 50 tons are 
available. It is also stated that users 
Company ——__—— already having a push-puller may adapt 
ein é it for use with the center-hole ram by 

ordering an attaching plate 
Owatonna Tool Co., Owatonna, 


THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois Minnesota 
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Send me complete literature end details on the Paine 


story for distributors and dealers. 


Name 








ARO AIR TOOLS 
Speed Assembly at SPRAGUE METER CO. 


- 


: 




















} 


Aro Lever-Type Screwdrivers have 
fine performance records in con- 
tinuous production. 


Aro hi-torque, slo-speed Screwdrivers and 
nut-setters mean less bit breakage a 
better driving control. 





Sprague Meter of Bridgeport says: “We have been 
using Aro Air Tools in our Meter Assembly Department 
for nearly five years. These tools replaced former tools 
and methods... The performance and service have 
been outstanding. The assistance of your field engineer 


was invaluable... 

Let ARO help you increase production on jobs of drill- 
ing, grinding, polishing, screwdriving and other operations, 
Contact your ARO distributor. 


The Aro Equipment Corp., Bryan, Ohio 
Offices in All Principal Cities 
Avo Equipment of Canada, Ltd., Toronto, Canada 


: AIR TOOLS 


Aro Electrode Dresser employed . I 
Also... LUBRICATING EQUIPMENT... 


in cutting operation as : te 
ir & 
al y. fa HYDRAULIC EQUIPMENT ... AIRCRAFT 
| i PRODUCTS... GREASE FITTINGS 
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Super-Sellers 


BECAUSE THEY’RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 


Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
-_ Write for free 
ye Waldron pulleys! 
4 Sprout-Waldron 
a & Co., Inc.,3 Logan 
Street, Muncy, Pa. 
Write for free booklets! 


Starter Rope 


Made of Nylon, 
Packed In Pliofilm 


\ nylon starter rope for outboards, 
generators and similar 
units, has been 


lawnmowers, 
hand-started 
announced. 

Ihe rope is said to be pure Nylon, 

s-in. diameter, fitted with a polished 
wood handle. Nylon is claimed to be 
ideal for starter rope, being virtually 
unaffected by moisture, oils, or 
greases. 

Each rope is packed in a plioflm 
envelope. Twelve ropes are put up in 
a self-service, three-color, counter 
display package. 

American Manufacturing Company, 


Brooklyn, N. Y. 


powc! 


Straightening Press 


For Long Shafts, Bars, 
Work Pieces, and Parts 


A new straightening press, said to be 

designed to straighten long shafts, bars 

| work pieces or machinery parts, has 
| been introduced. 

| According to the maker, the press 

saves unnecessary grinding and turn- 





=» CAR 
MOVERS 


for every railyard job 


Three types 

Heavy-duty, POWER KING 
(two cars of more in one 
move) 

Average duty, No. 5 NEW 
BADGER (one or two cars 
per spot) 

To avoid low brake beams 
and other interferences, 
popular No. 9 BADGER 
NEVERSLIP covers all jobs 
of spotting and shifting 
freight cars on side tracks 
Have a good stock on hand. 


SAFETY HANDGUARD 


We have added a useful and 
necessary product to our fam- 
ous BADGER line — the 
SAFETY HANDGUARD. itn- 
expensive — easy to attach to 
handle of ANY make of Car 
Mover. it eliminates accident 
hazards to operator. We are 
cireularizing the trade — bet- 
ter stock them NOW! 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 














For nearly 70 years we have been supply- 
ing Industry with TANKS, KETTLES, 
EVAPORATORS, COILS, HEATERS, EX- 
PANSION JOINTS, BENDS, COOLERS, 
AND CHEMICAL APPARATUS. These 
years of service are your guarantee of 
satisfaction. Floats are made of copper, 
everdur, monel, nickel, brass, aluminum, 
and stainless steel. 





@ Consult with our engineers—no charge. 


bulletins contain- 
SPROUT-WALDRON 


ing full informa- 
$ CASTIRON 
W PULLEYS 
276 


tion about Sprout- 
MUNCY, PA 





ARTHUR HARRIS & COMPANY 


210-218 N. Aberdeen St. Chicago 7, III. 
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The Johns-Manvi 
Packing of the Month 


».. one of the leaders i 
ers ina : ° 
profitabl quality line that wi 
e business in replacement ae re help you build a 
ckings 


where manho ac 
handhole and tube plate gaskets are used 


sell them: Most industrial, large resi- ° shed: 
all public utility boiler plants are — KEARSARG £ and HAND- 
Gaskets. These plants usu- manhole 
at am at temperatures tO 
nhole, ha d tube plates o Minimum 
are seldom perf machined. Consequently, t© proximately 
maintain @ perfect seal, their gaskets must have the e obtained 
combination of softness and resiliency, plus dura- 
bility and heat-resistance for which Kearsarge has 
long been noted. 
What their selling points ore: Kearsarge 
fc i 


a 
d by National advertising: Kearsarge 
s-Manville Packings are advertised 
plications read by packing users in 
. This advertising refers these 
j-M Distributor 4s the place to 
is easier when you push 


lic cloth t 
resisting compoun 


is a gasket that has 4 
service for wiiich it is intended. 


Note to salesmanagers* For copies of this advertisement for distribution to 
your sales organization, write Jo ns-Manville, Box 60, New York 16, N-** 
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INSTANT ICE MACHINES 


WINSMITH speed reducers 


Jetting dy stream of dry-cold, hard ice flakes at the touch of a 
button ind of magic this Instant Ice Machine was made for. That's 
its job. Hospitals, restaurants, hotels, dairies, meat packers and super 
markets count on it. And well they may —for Liquid Freeze Corpora- 
tion, manufacturer of Instant Ice Machines, has been extremely careful 
in the selection of sturdy, long-lived components for tough day-in, day-out 
performance. 

Centered in the drive mechanism powering the stainless steel blades 
which flake the ice, is a Winsmith Speed Reducer, Worm Gear Model 
3 1/2 B, with an input speed of 2150 rpm and an output speed of 592 
rpm. “Chosen for adaptability, sound engineering design and construction 
.+. we have found it rugged and dependable in every way,” says Liquid 
Freeze Corporation. 

Reasons such as these have led manufacturers to look to Winsmith 
when they are looking for speed reducers. With fully standardized differ- 
ential, worm gear, helical gear and worm-helical units — the Winsmith 
line is the most complete within its range of 1/100 to 85 hp and 1.1:1 to 
50,000: 1 reduction ratios. 

Request catalog 148 for details. 


WINSMITH, INC. 


12 Eaton St. 
Springville (Erie County), N. Y. 
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ing, enabling the cutter or grinder to 
remove only cnough material to truc 
up the diameter of a shaft and bring 
the surface to the desired finish. 

It is claimed the press can be used 
in any shop employing lathes or grind- 
ers with beds having capacities over 
three feet. 

The press is said to feature a frame 
that looks like a sawhorse, with under 
slung hydraulic pump and cylinder, 
which is fastened to the shaft by 
means of an open-throat clamp. Pres- 
sure on the shaft is exerted at one o1 
more points along its length until the 
dial indicator mounted on the frame 
shows identical reading at each point. 

The maker adds that the V blocks 
can be moved along the bed, so does 
the hydraulic pump, making it pos 
sible to straighten small work up to 
large seven to ten foot shafts, with 
minimum handling. 

The press measures 65-in. along the 
bed; special sizes made to order. It is 
shipped knocked down, complete with 
pump, V blocks, dial indicator and in- 
structions for assembly 

Lempco Products, Inc., Bedford, 
Ohio 


Clutches 
Adjustable 
Torque-Limiting 


A new line of adjustable torque 
limiting clutches that provide over- 
load protection or machine drives has 
been announced. 

lhese slip-type friction clutches are 
said to act as automatic shear pin 
mechanisms and avoid the time and 
labor required to insert new shea 
pins. 

They are said to be particularly 
adapted to roller chain drives and 
are designed to be used in connection 
with the maker’s standard Type A 

(Continued on page 156) 








New G-E Rapid Start lamp needs 
no starter, cuts maintenance 


This is good... 


IN THE NEW RAPID START lamp circuit G-E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reason, maintenance is even 
easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible by two G-E developments: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast. Together, they give 


This is better... 


General Electric Rapid Start lamps almost instant starting 


and smooth, simple operation. 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments of 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


You can pul your confidence ui— 


GENERAL @@) ELECTRIC 
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NOTE TO: 


HERE'S ANOTHER AD ABOUT 
THE CARBOLOY MTI PLAN <= 
THE PLAN THAT LETS YOUR 
CUSTOMERS LOWER THEIR 
SPECIAL=-TOOL INVEN- 
TORIES, HELPS YOU BOOST 
YOUR SALES OF STANDARD 
CARBOLOY TOOLS. 


PARADED EACH MONTH BE- 
FORE 300,000 READERS OF 
THE TRADE PRESS, AND 
HEAVILY PLUGGED BY 
DIRECT MAIL AND PUB- 
LICITY, IT'S REALLY 
BEGINNING TO TAKE HOLD. 
RESULT? MORE STANDARD 
TOOLS SOLD . . «. MORE 
PROFIT FOR THE CARBOLOY 
DISTRIBUTORS WHOSE CUS- 
TOMERS HAVE ADOPTED THE 
PLAN. 


SO GET BEHIND THE MTI 
PLAN YOURSELF. SHOW IT 
TO YOUR CUSTOMERS AND 
PROSPECTS. YOU'LL FIND 
IT SELLS ITSELF RIGHT 
OFF . . « SELLS STANDARD 
CARBOLOY TOOLS LIKE 
NEVER BEFORE. 
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YOUR CARBOLOY FIELD ENGINEER SAYS... 


“Large, costly 
special 


| 
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"Cut your special single-point tool stocks 
up to 30% with this simple-to-use MTI Plan 


‘The Minimum Tool Inventory Plan is based on the fact that 


> 


the 11 Standard Carboloy Tools can be adapted to up to 80% 
of your special single-point jobs . . . thus eliminating many 
costly, made-to-print tools. 

“The MTI Plan will show you which ‘specials’ can be elimi- 
nated, and exactly how much you'll save. With the 15% price 
reduction on Standard Carboloy Cemented Carbide Tools, in 
effect since June 22, now, more than ever before, it pays to 
standardize.” 

Send the coupon at right, attached to your company letter- 
head, for your free MTI Plan Kit. Then, determine your own 
benefits from the MTI Plan as follows: 


Using the Instant Tool Selectors, you'll see at a glance how 
only 11 Standard Carboloy Tools can be easily and quickly 
adapted to handle 4 out of 5 of your special, made-to-print 
tool jobs. 
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inventories of 
fools now unnecessary” 








With the handy Plan Sheet provided, Order the Standard Tools you'll need 

you'll quickly get a dollars-and-cents from your local Authorized Carboloy 

answer showing how much you'll Distributor. Use them “as is,” or 

d save by standardizing. Simple sub- © quickly grind them to your specifica- 

traction shows you how much your inven- tions. Grinding hints, price lists and Standard 
tories can be cut by using standards. Tool specifications are included in Kit. 


Send coupon—pinned to your company letterhead— 
for your free MTI Plan Kit 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11137 E. 8 Mile Street, Detroit 32, Michigan 


CARBOLOY. 


CEMENTED 
CARBIDES 


Please rush me, at no cost or obligation, MT! Plan Kit 
Have your sales representative call to show me the Kit, without obligation 


C) Send me the new, free Brief-A-lLog GT-265, containing complete specifications 
and prices of Standard Carboloy Tools and Blanks 


CARBOLOY TOOiS ARE STOCKED 
COAST TO COAST 


Look under “Tools” in the Yellow Pages 
of your local telephone book or in 
Thomas’ Register for your nearby Car- 
boloy Distributor. He has complete local 
stocks and services. Ask him about the 
MTT Plan. 


**"Onrb« is the registered trademark for the products 
y Department of General Biectric Company. 


Name — — Position 


Compony 


Address 


f-—------- 


f the 
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HERES YOUR LINE! 


Best for sales because best for service 


WITH THE FAMOUS RAWLPLUG LINE you can meet 


practically every anchoring requirement of every customer. 


And on top of that, you'll help customers cut installation time 


and costs and assure truly positive, permanent anchoring. 


The Rawlplug line is sold only through distributors. The 


line is constantly being developed as the leader in its field 


...and advertising tells all your customers and prospects 


about its outstanding advantages every month in the year. 


Write for the full Rawlplug story and start cashing in on 


today’s most efficient, fastest-moving line. 


RAWL PRODUCTS THAT BOOST SALES 


IWLPLU 


Fibre screw anchor for use with wood 
or lag screws. Only universal anchor 
thet can be used in any material. 
Wood screw sizes #6 to #20 
Log screw sizes #% to #% 


j MAWL-ANCHORS 


Heavy duty mesonry anchor of “con- 
fined lead type” for holding bolts. 
Made in one piece — double ended — 
cannot be misapplied. 

Bolt sizes 4" to 1” 





WL-DRIVE 


Only expansion bolt combining anchor 

and bolt in one piece. Simple to use, 

easy to install. Orives like nail into 

drilled hole. Tremendous holding power. 
Sizes 4" to 4" 


The improved machine screw anchor. 
The taper permits use in under-sized 
holes resulting in saving of drill costs. 
Machine screw sizes—6 x 32 to %x 11 








\WwL 


For simplicity of installation and se- 
curity of anchoring any fixture or 
utility in hollow walls or ceilings. 


v7 





Pa 


Three point easy to sharpen masonry 
drills for hand and power drilling. For 
Rotary drilling— vse Rawl Carbide 
tipped drills. 





plain plate roller chain sproch 
Other types of rotating members such 
as gears, pulleys and sheaves can a 
be used with the new clutches 

According to the manufacturer, 
the clutches consist of a steel body, 
two steel clutch plates, two friction 
discs, a Belleville clutch spring and a 
cast iron adjusting nut. They are 
mounted on driveshafts with a stand- 
ard keyway and setscrew arrangement, 
and are disassembled by removing the 
adjusting nut which permits the 
spring, clutch plates, friction material 
and rotating member to be slid off 
over the hub. 

The clutches are made in 44, 54, 
and 64-in. diameter sizes with ratings 
of 55, 121.5 and 260 ft-lb respec- 
tively. Maximum bores (with std. 
keyways) are 1, 14 and 24 inches. 
Overall lengths are 2‘, 3 and 34 
inches. Hub OD’s are 2.000, 2.265 
and 4.250 inches. 

Torque ratings are said to be ex- 
tremely conservative, thus assuring 
long friction disk wear life. 

The manufacturer states that the 
4h-in. clutch will accommodate stand- 
ard 4, § and 3-in. pitch Type A roller 
chain sprockets. The 54-in. clutch 
will handle these sprockets as well as 
l-in. pitch sprockets. The 64-in. clutch 
will take 4, @ 3 an 14-in. pitch 
sprockets. 

Morse Chain Company, Detroit, 
Michigan. 


Rectifiers 
3 KW to 50 KW 
Stock Items 


According to an announcement 
from the manufacturer, standard unit 


RAWLPLUG CO., Inc. If 


271 Church St., New York 13, N. Y. “ | rectifiers from 3 KW to 50 KW ar 


now available from stock 
Said to be designed to convert AC 
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POLICY 


) 


™~ 


Nothing quite like them...anywhere 





Unique in design and motive power . . . you can say that again . . . both about 
the latest custom-built car . . . and the Morse Code, Morse Franchise, and 
Morse Distributors’ Inventory Protection Policy. Streamlined . .. and with 
plenty of traction in the rough spots of any situation (if you know what we 
mean) these modern merchandising vehicles keep Morse-Franchised Dis- 
tributors on the inside track all the way to the finish line. Morse Twist 
Drill & Machine Co., New Bedford, Mass. Warehouses in New York, 
Chicago, Detroit, Houston, San Francisco. 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 


...nal MORSE Cutting Tools 





INDUSTRIAL DISTRIBUTION © AUGUST, 1953 





For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from Y4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities /2-ton 
and 1-ton. Request bulletin 1520. 





CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Iilinols 


HUSKIER AND HANDIER 


INSTANT HEAT 
up to 275 Watts 
Finest, fastest soldering tool you've 
ever seen— the new WELLER Electric Gun, 
completely redesigned and packed 
with features ond power for every job. 


Four models — single and dual heat 
light and heavy duty 
®@ Instantoneous thermostatic contro! @ Full, 
constant heot © Perfect balance © Prefocused 
spotlights @ Shatterproof housing © Low-cost, reploceable 
Soldering, Smoothing and Cutting tips © Longer reach 
WRITE FOR PRICE SCHEDULES AND CATALOGS. 


Better from Grip to Tip 


831 Packer Street, 
Easton, Po. 
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to DC at the flick of a switch, the 
rectifiers are claimed to have trouble- 
free operation and almost unlimited 
life due to the absence of brushes, 
bearings, foundations, rotating wind- 
ings, glass or metal tubes, plus the 
fact that no warm-up period or main- 
tenance is required. 

The stock units range from 125 or 
230 volts DC, output and either fixed 
or variable voltage, DC units to ac- 
commodate any AC voltage or fre- 
quency input. Also available are 
standard input voltages at 60 cycles. 

The rectifiers are said to be tested 
with a 200 percent overload 

The American Rectifier Corpora- 
tion, New York, N. Y. 


Fire Pots & Torches 


Liquefied 
Petroleum 


A new, complete line of liquefied 
xctroleum fire pots and torches has 
ie announced, 

The fire pots are designed for 
doubleduty service as either bench- 
type or tank-type units. Special fea- 
tures claimed include: heavy corrosion- 
resistant cast aluminum base; steel sup- 
porting posts; cast iron burner with 
wide flame range and high-speed melt- 
ing efficiency; brass assembly parts; 
one-hand operation of flame control 
valve; one-piece steel hood; permanent 
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Henry P. Cowen, President of MacGregor Golf Co., 
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Cincinnati, Ohio, asks an unusual question 


“Which club is worth $8,000?” 


“Jack Burke was teed off! 

“He was leading the Texas Open after 
two red-hot rounds. Then a souvenit 
hound stole a custom-made 11-iron 
from his bag. Without that MacGregor 
‘Double Duty’ iron, he was in troubl« 

“He sent us a desperate telegram at 
Cincinnati. We called Air Express 
and a duplicate club was in his hands 
the next morning! 

He went on to win the Texas Open 
and three more tournaments in quick 
succession. His new MacGregor 1 1-iron 
(6th from the right) was worth $8,000 
in prize money — thanks to Air Express! 


Ja k and our other staff profession 
Is are the 
Gregor golf equipment. Keeping these 
famous players supplied as they move 


proving ground’ for Ma 


trom tournament to tournament could 
be a tough job. But Air Express reaches 
them quickly—wherever they are. 
Demands of 
pro shops and retailers — us 
ulling on Air Express day in and day 
out. Air Express has never failed us, Yet 
costs on most of our shipments are 
r than other air services 


cournament commit- 


ictually Jon 
We save money by specifying the 


fastest Service Air Express!" 
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It pays tO express yourself clearly 
Say Air Express! Division of Railway 


Express Agency 


“OMA OWES 


GETS THERE FIRST 


via U. 8. Scheauled Airlines 





S2Be comgalhtt Love... 
NATIONAL 
SANDERS 


LAtwCPt.... 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action. 
With National 


are able to offer your custom- 


the line you 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
National's 


Write for 


how you fit into 
distributien system. 
details today. 
Dealer Aids and Advertising 


to help you sell! 


NEW MODEL 600 
Single-Pad Air Driven 


STRAIGHT 
LINE 


a 


ACTION 














MODEL 100 


Single-Pad 
Air Driven 


ORBITAL 


O 


ACTION 

















MODEL 400 soos Midget 


Single-Pad 
Air Driven 


ORBITAL 


() 




















MODEL 300 


Tweo-Pad 
Air Driven 


STRAIGHT 
Line 


[it] 
Lt 2 | 


ACTION 





MODEL 500 


Single-Pad 
Electric 


ORBITAL 


 @& 


ACTION 


WZ Figs PILE 


GefOerrtaceowre 


INC. 


IHlinois 


NATIONAL AIR SANDER, 
2822 Auburn Street, Rockford, 
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windshield for all-weather use. Opera 
tion is said to be at full tank pressure 
without requirement of the regulator 

Ihe tanks are available in 20-Ib. and 
ll-lb. sizes with full-diameter, full 
curled foot ring. 

The L-P tor 
interchangeable 
needle-point, medium, 
cording to the maker, 
quire pressure regulators, ar¢ 
lighting, have removable orifice blocks; 
and flame adjustment is by a one-hand 
valve control 

The Turner Brass Works, Sycamore. 


hes come with three 
all-brass burners 

and large. Ac 
thev do not re 
easy 


Lift Truck 


Interchangeable 
Fork Lengths 


A new manual lift truck, known as 
the Turnabout Adjust-A-Fork, has 
been introduced. 

One of the features claimed by the 
manufacturer is that the forks are 
interchangeable, and five standard 
fork lengths are available—30, 36, 42, 
48, and 60-in. Truck and forks may 
be purchased individually. 

A simple adjustment on the truck 
frame is said to provide a 25-in. or 
27-in. fork position width. 

The new lift truck is said to have 
a capacity of 2500 pounds, and be 
highly maneuverable in crowded areas. 
Other features claimed by the manu 
facturer: weighs 299 pounds and has 
1 full 27 lowered 
height of 34-in. front 
wheels are of resinoid type plastic 
with an 8-in. diameter by 2-in. face 
with roller bearings; rear wheels are 
made of aluminum and have a 3}-in 
diameter by 4}-in. face with ball bear 
ings 

A heavy duty floor 
the base of the handle is 
curely brake the truck when the han- 
dle is held in a horizontal position 

Rack Hydraulic — Corpo 
ration, Connellsville, Penrsvl-ania 


0 degree steering arc; 
and a 4-in. lift; 


lock built into 
said to se 
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Vises 
Drill Press, 
Machine Types 
A complete line of drill press and 
machine vises in jaw widths of 3-in., 
44 in. and 6-in. has been announced 


said to be cast of 


Main parts are 
ind the vises aré 


high grade grey iron, 


fitted with a precision cut Acme spin 






dle. According to the maker, they 
may be used flat or on cither side; 
jaws have vertical and _ horizontal 
V-grooves for the clamping of rounds 

I'wo slide bars, made of heavy 
gauge cold rolled steel, are said to give 
strength and smooth travel, so that 


the vises are strong enough for use on 
inv machining operation 

Removable hardened steel jaw 
plates are available at extra cost. The 
6-in. vise ha removable crank han 
dle: the 44-in. model has slide bar han 
» addition to hex-head for wrench 
tightening 


Wilton Tool Mfg. Co., 





dl 









Chicago, Ill 














Couplings 
Modified Type, 
One Hub Cut Off 


A new modification of the maker's 
standard Type C coupling, known as 
[ype CIF and described as one 
“which crawls into the flywheel’, has 
been introduced 

According to the manufacturer, it 
is a standard Type C with one hub 
cut off; three or more holes are tapped 

















LOVEJOY 
TYPE cir 
















G00D Business 
STEADY Busiee 


BLE 
PR OFT ine $s 














OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS + TROLLEYS 
TRAVELING CRANES 










































Cif COMET 


Ye to 2 ton capacities. Portable, 
compact and rugged electric chain 


| Oe ccna 





hoist. Available in push button 
and pendant rope control models 
Plug in on 110, 220 or 440 volt 


power lines 


HOISTS AWD C 
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CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 


GOOD... because you can recommend 
— without reservation —the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 


STEADY... because hoists are in year 
‘round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM preference... 
direct new customers your way. 


PROFITABLE... because Industria! 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


Cif METEOR 


\%y to 5 ton capacities. Fast, low headroom heavy 


umm duty wire rope electric hoist. Single and two 


speed models. Many exclusive features. 





Cif CYCLONE 


% to 10 ton capacities 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life 





Cif PULLER 
%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at ony 
angle. For 1,001 jobs. Low- 





eee 





gt 


cost. Safe and easy to 
operate 


Cif TROLLEYS 


Low headroom. Tandem, Matchless 
and Moore styles. Plain, geared or 
motor driven 









NEW YORK 


16] 
















in the remaining flange, by which the 


“ig coupling is fastened to the center of 
CALDER ... the Dresser Line She Fhe theel 


for Bigger Profits ... Easier Sales It is claimed that by “crawling” into 
the flywheel itself, the modified coup- 
ling not only saves the space normally 
taken up by a conventional hub- 
BUILT RIGHT—Best materials throughout : tool length, but also affords a cost savings 
over standard flywheel couplings in 
for Automatic Tightening the elimination of the flange. In all 
other respects, including collar, load 
cushions and inside sleeve, it is said 
to be identical with the regular Type 

C coupling. 
Lovejoy Flexible Coupling Co., 

Chicago, Ill 


Right and Left hand Threaded Bushings 


steel cutters 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


Also CALDER Fine Diamond Dressing Tools 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 





machinists’ bench 
combination pipe 
woodworking 

steel metal workers 


quick action 


Attachment 


Garage 
— Reduces Tap 


solid nut Breakages 


continuous screw A new GNG tapping attachment, 
said to be engineered to reduce tap 
breakages, has been developed 


According to the manufacturer, an 
outstanding feature is the extreme ac- 
curacy of the torque. Transmitted 


through a sensitive disc clutch, ac- 


SEM /-§ TEEL curate control is gained by simply 
J turning the sleeve in either direction. 
The sleeve is also graduated, which is 


© NATIONALLY KNOWN said to enable the operator to set the 
© NATIONALLY ADVERTISED required torque instantly when con- 
@ UNCONDITIONALLY GUARANTEED secutive tapping of various size holes 
@ INDIVIDUALLY PACKAGED FOR PROTECTION AND EASY STACKING peThe GNG is ecaipp dwt enick: 
4 , , - «< ¢ & . 

© GET THE RAL STORY | change chuck, said to reduce thread- 
108-112 N. JEFFERSON ST. ing costs as well as save time when 


| MORGAN VISE co. CHICAGO 8, ILLINOIS different size holes must be tapped 








SF | consecutively. 
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men who use 


UPSON..::: 
AND NUTS 


appreciate these 
advantages... 














tough shanks 

Too withstand 
tension and 
vibration 










strong 
Me threads take 
vk tough 
“2)*. wrenching 
















é clean, accurate, 
ay | well-mated threads 1 
¥ speed up assembly , 







@ More than 20,000 different types, sizes and shapes 


of top-quality Republic Upson Bolts and Nuts are 





at your service. To make any product lastingly tight, 






to save time in assembly . . . depend on Republic 






Upson for all your fastening needs. 






REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 
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36-A Series —Double 
Boll Race Swivel Caster 


40-A Series—Double 
Boll Race Structural Steel 
Swivel Caster 


41-A Series— Structural 
Stee! Stationary Caster 


23-A Series— Double 
Ball Race Swivel Coster 


14-A Series —Tongue 
Swivel Coster 


1-A Series —Stotionary 3-A Series—Single Ball Dual Wheel Swivel 
Caster Race Swivel Caster Caster 


Industrial distributors know... 


that for dependability, economy and trouble-free materials 
handling you just can't beat Bond Casters. 

Yes... your customer's best buy is Bond and he’ll 
appreciate your help in selecting the right Bond Casters 
for his jobs. Write for your copy of the information-packed 
Bond Catalog K-38. 
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fhe manufacturer points out that 
in actual tapping operations the taj 
rotates with the same speed as the 
spindle. However, when the tap is re- 
tracted, it reverses itself with doubl 
the previous speed. 

Fach attachment is said to be sup 
plied as a standard with Morse-Tapet 
No. 2. However, other Tapers are 
available. Tape holders from #2-in 
through fe-in. are available The 
tapping attachment is furnished with 
a polished mahogany case 

Homestrand,  Inc., 


N. Y 


Larchmont, 


Steel Table 


Converts Portable 
Electric Saws 


A new steel table with an angle 
gauge and fence, said to convert a por 
table electric saw into a table saw, 
has been introduced. 

The table weighs 42 Ibs., and the 
legs can be temporarily disassembled 
for more compact portability. 

According to the maker, the new 
table will accommodate any of their 
seven electric hand saws. The inverted 
saw is mounted to the underside of the 
table with the blade protruding 
through a slot. Depth and angle ot 
cut are adjusted by controls already 
built into the saw itself. Two knurled 
knobs hold the rip fence square at any 
position along a steel guide track. A 
calibrated angle gauge rides in a slot 
parallel to the fence and assures a 
curate square or angle cuts. 

The saw’s electric cord plugs into 
toggle switch at the front of the tab 
for convenient control. 

The 18-in. by 21-in. steel table 
said to be plated with zinc to provid 






































HAVE YOU MET 


Silly Wy 7 


Who's SILLY WILLY? 


He’s the character who does everything wrong in ’s newest full color slide 
film, “CARING for BEARINGS.” 

What you and your customers want to know, of course, is how to do everything 
right when it comes to CARING for BEARINGS. 

Well, sometimes by seeing the wrong way, you see faster what the right way is. 
This new 20-minute Slide Film is 90% devoted to showing you the right 


way to CARE for BEARINGS —all the way from shelf to installation. It shows 
you how to store bearings, how to remove them, install them, lubricate them, 


keep them running longer 

“CARING for BEARINGS" is one more step in *s continuing “Refresher” 
Program to help you be worth more—to yourself and your customers —by 
knowing more about anti-friction bearings. 

Any & District Office will arrange a showing of ‘CARING for BEARINGS” 
for authorized & Distributors — or write: SKF INDUSTRIES, INC., 
PHILADELPHIA 32, PA. — manufacturers of S&F and HESS-BRIGHT bearings. 7400 


aKF 


BALL AND ROLLER BEARINGS 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 














a, \ 


A 





Ser Ss COMPLETE LINE OF ANTI-FRICTION 
BEARINGS PLUS, SBF ENGINEERING CO- 
OPERATION, HELPS YOU PUT THE RIGHT 
BEARING IN THE RIGHT PLACE 
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deperids. 
on so little = rx 


OU GET THESE ADVANTAGES 
WITH CHICAGO “SAFETY Don’t settle for less than 
PLUS" HEAT-TREATED CAP 
SCREWS. Chicago “Safety Plus” 

Dp , Corners stay shore... | High Carbon Heat Treated 


¢ provide positive non- 


slip wrench grip... No Cap Screws 


decarburized surface. 
:' @ For complete hardness from the 

Bodies wear longer... 

nominal diameter re- center all the way out — no soft 

moins to size . . . No skin to cause wear or breakage 

decarburized surface. due to fatigue. 


Threads without nicks ... ®@ For freedom from scale — cleaner 
hold tighter in engage- ‘ ‘ 

ment... Me decarbur to handle — give a tighter thread 
ized surface. fit — have smoother bodies. 


@ For extra safety — better appear- 
ance — ALL at no increase in cost 
to you. 


HERES WHAT CHICAGO'S NEW High Carbon Heat Treated “Chicago” 
PROCESS OF CARBON CONTROL Cap Screws are not superficially cy- 
MEANS VO VOU anided. Heads, bodies, threads and 
points all are of the same, true hard- 
ness. It is no longer necessary to cut 
threads to remove decarburized sur- 
faces. Chicago's improved heat treat- 
ing im carbon recovery atmosphere 
gives a smoother, more accurate, 
stronger product at no increase in 
Unretovched microphotograph of cost, making Chicago “Safety Plus” 
ym b> virco J eed ae Heat Treated Cap Screws even safer 
excessive wear and breckage than before. 

Continuing our long established 
policy, Chicago “Safety Plus” Screw 
Products, in bulk or in packages for 
original equipment or replacement, 
are sold through Service-Conscious 
Industrial Supply Distributors. If you 
do not now stock Chicago “Safety 
Some View of © Cileane “Salety Plus” Heat Treated Cap Screws, write 
Plus” High Curbon Heat Treated us for full details and samples. 
screw thread, showing uniform hard- 


ness through the entire thread struc 

ture. This insures complete freedom 

from le. more accurate fit to per 

iinet THE CHICAGO SCREW COMPANY 
2503 WASHINGTON BOULEVARD 


BELLWOOD, ILLINOIS 





Weregen Hood ( op Screws, Stee! ond Brass » Squere Heed nd Headless (up Point Set Screws » Semi-finished Hexogon Nuts, Steel end 
Gress » Nexopon (ostellated Nuts » Fillister ond Flot Heed Cop Screws » Teper Pins » Milled Studs » Socket Heed (ap Screws » Socket 
“Set Screws » Sextet Pipe Plugs « Stripper Bolts or Shoulder Screws © Squere Heed Dog Point Set Screws » Keys, Assortments ond (its 
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1 smooth rust-proof surface Steel 
rungs on the lower legs provide rigid 
stability and shelf room. 

The Porter-Cable Machine Co., 


Sy.acuse, N. ¥ 


Float Valve 


All-brass, 
Positive Action 


A new all-brass constructed float 
valve, threaded for sizes 4-in. and }-in. 
IPS for standard 4-20 stem, has been 
introduced. 

Recommended by the maker for 
standard duty applications on cooling 
towers, condensate systems, process 
equipment, coolers and other indus- 
trial equipment requiring accurate con- 
trol of fluid level, the valves are said 
to be available equipped with special 
discs for various services. 

Other features claimed for Fig. 500 
valves are: will not chatter, leak or 
drip; ratchet arrangement of actuating 
lever permits positive idjustment to 
inv desired fluid level; adjustments and 
repairs are easily made 

Robert Manufacturing Company, 
Los Angeles, California 


Screwdrivers 


With Plastic 
And Wood Handles 


\ new line of plastic and wood 
handle screwdrivers has been added 
to the maker's wrenches and shop 
tools 

Ihe new tools are said to be drop 
forged from selected steel, heat treated 
and finished. Plastic handles are said 
to be shockproof, unbreakable and 
impervious to oil and water 

A special six-flute design is said to 
provide a comfortable, non-slip grip. 
Blades are imbedded in the plastic to 
insure a tight fit and to prevent the 
blade from turning within the han- 
dle. Plastic handle screwdrivers are 
produced in six patterns including 
round blade, cabinet type, Phillips 
point, square blade, stubby and pocket 
type. 








DISTRIBUTORS 


Your territory may still be open! 
Send coupon or write today for 
details about profitable 
franchise opportunity. 


These new-type T-] Reamers have interchangeable 
heads... quickly changed! Just one shank for your 
customers to buy—use with wide range of heads 
from 4” to 2%”’ inclusive, in 44’’ increments... 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 
all advantages of standard, expensive reamer. 
Backed by T-]'s 37 years of know-how as one of 
largest manufacturers of die sinking milling cutters. 


The Tomkins-Johnson Co 
Jackson, Mich 


Please send details about your distributor 
plan for T-J Reamers 


Nome 
Compony 
Street 


City : State 
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\ new 
T ; the Wrench ¢ , St 
BELMON pong gg “7 
the plastic hand 7 


SHEET PACKINGS 


ASK YOUR DISTRIBUTOR 


You know the high cost of packing 
failure . . . but do you know the 
easiest, simplest and most econom- 
ical way to prevent failures? The 
answer is to put your problem 
squarely in the hands of an expert 

your BELMONT distributor. 
Working in close cooperation with 
Belmont’s service engineers and 
technicians he is in an ideal position 
to help you select and apply the 
proper sheet packings for your 
services . . . speedily, economically 
and all from a single reliable source. 


Belmont sheet packings and gasket 
cutters are sold nationally through 
this experienced distributor organ- 
ization. Use them and enjoy a new 
freedom from packing worry. Write 
on your company letterhead for 


catalog. 
4-0 3A 
Water - Oil + Gas + Air 
Alkalies - Ammonia 
THE 


BELMONT 


PACKING AND RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pennsylvania 


for Steam * 
Acids - 


) 
> *. 


Rings + Spirals + Coils Reels 
Spools Sheets Gaskets 


There's a Belmont Packing for every service 


model, known 
quipped with 
thy 1 


houl ler 


duty 
stip 
1OW 
id to provide | ipph ition of 
neh whe ’ ised torque 
red 


is 

W ood 
fered in four patterns which 
cabinet type, extra light 
Ihe 


a on 


handled s« 
inclade 
common type 
ind extended 
mank tvpe feature 
truct vith the shank 
the way through the hand 
minate 1 forged hex end 
to resistance 


que 


shank extended 


piece con 
extending all 
to ter 
This i 
to 
the 


on 


in 


uid provide orcat 
to 


rewdriver 


trains and increas 
life of th 

Blade lengths of the new line range 
from I4-n. to 12-in. Blade tips are 
tid to be accurately ground and per- 
fecth d to lipping in 


crew 


qual prevent 
lot 
The Billings & Spencer Co., Hart 


ford, Conn 


Hand Truck 


Combination Hand 
Truck, Step Ladder 


\ new two-in-one piece of equip- 
ment, the Step-Truk, said to be a 
combination hand truck and 
step ladder, has been introduced. 

Specially designed features of 
curved crossbars and a solid nose plate 
rive the unit its dual advantages. As 


1 hand truck, these features ar 


steel 
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Note special tooth arrangement 
in this greatly magnified section. 


here’s why He ller 


wavy teeth* save 


half your work 


% Scientific tooth spacing provides 
double-action filing—cuts fast and deep, 
finishes smooth and scratch-free. This 
same feature eliminates chattering and makes 


eR P P : 
~ *4, possible a more durable, longer lasting file. 


& 
z v ee 
. ey : Order from your local distributor. 
vy 


\ 


ny /)© 
4 
Nee \s? 


OMPANY 


ucturer look 
for the 


white 
ep fang 
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AMAZING New 
TIME SAVER 


for production service 
and maintenance work 


Millers Falls No. 555 
Impact Tool 
Runs and Sets Nuts 
in 1/10th the Time 


Sleek, powerful, compact — this new No. 555 is 
the most remarkable, most versatile electric tool 
ever developed. One demonstration is enough 
to convince even the most skeptical buyer that 
here is a tool with capabilities out of all pro- 
portion to its size. 

When torque resistance is low, it drives at a 
continuous 1900 r.p.m. When resistance rises, 
it automatically shifts to impact action. 2000 
powerful blows per minute exert up to 100 ft. 
lbs. torque — ample to handle threaded parts 
as large as ¥” diameter under favorable con- 
ditions. 

With its rugged, powerful motor, it weighs 
only 654 Ibs., is easily controlled with one hand. 
Built throughout for long hard service, this ver- 
satile new tool has tremendous sales potential 
in factories, garages and service shops of all 
kinds. Send for full information. It’s one of the 
biggest profit builders we've ever offered — and 
another good reason for selling the entire line 
of Millers Falls high-performance electric tools. 


MILLERS FALLS COMPANY, Greenfield, Mass. 
MILLERS FALLS 
TOOLS 


SINCE 


1868 ® 
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is 


Standard 12” 
square drive — 
wide variety of 
attachments 


Runs, sets, loosens 
and removes nuts 
and studs 


@ Taps and threads 


Extracts broken 
studs and bolts 


Drives screws 


SEND FOR 
BULLETIN 


claimed to make it function easier for 
eficient handling of boxes, cartons, 
crates, cases, kegs, bags, and odd-sized 
merchandise. 

\s a step ladder, it is 
into work on the nose plate serving 
iS a firm base, and provide a saf 
elevation platform. 

As an example of its adaptability, 
the manufacturer points out that in 
plant stockrooms and warehouses mer- 
chandise can be delivered to bins and 
then stocked in bins beyond reach 
all in the same operation. 


said to lean 


York, 


Fairbanks Company, New 
N. Y. 


Needle Valve 


Designed For Working 
Pressures to 10,000 PSI 


\ new all-stcel construction needle 
valve designed for working pressures up 
to 10,000 PSI has been developed. 

Valve bodies and valve stem guides 
are said to be machined from heavy bar 
stock steel, and are joined into a one- 
piece construction by the maker's 
“Conowekl” process. The fusing of 
the valve stem guide and valve body 
into an integral unit is claimed to 
provide a positive leak proof joint and 
eliminate the danger of the valve stem 
guide becoming loose while unscrew- 
ing the valve stem. 

According to the maker, deeply 
chambered threads are machined to 
extra long length, permitting even 
under-sized pipe threads to make up 
tightly. Another advantage claimed is 
that the possibility of restricted flow 
due to pipe ends coming too close to 
inlet and outlet ports is eliminated 
Other features claimed include packing 





Now is the ti 
to install a 
— 
snow-melting system 
ith NY] LM 
a > AN . 
: . «Ns “ Ps ~ = ‘s » 
This is the old unsatisfactory way to But a modern snow-melting system 
remove snow. With it goes the danger with SPANG CW Steel Pipe saves 


of injury through straining and over labor costs on snow removal, elimi- 
exertion ... or accident claims result- nates the need for chemicals, ashes 
ing from falls on improperly cleared or sand and avoids accident hazards. 


or delays and inconven- it's easy to install, and everybody 
benefits. For instance ... 


walks... 
iences to customers, 


a 
- DRESSES 











It eliminates caked snow or icy spots Driveways, loading platforms, service In residential areas, too, a snow- 
on areas in front of stores, airports, : station drives and garage entrances melting system eliminates oa tiring 
clubs, hotels, office buildings, and are accessible all year around regard- chore, and keeps driveways, walks 
apartments—a_ real service which less of weather—no delays on deliv- and steps clear in any weather from 
a light snowfall or ice storm to a 
blizzord, 


customers and tenants appreciate. eries or customer service, 


Dont Put it Off/ 
Now, while the weather is SPANG-CHALFANT 


warm, is the time to install a 
snow-melting system with DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Pittsburgh 30, Pa. District 


SPANG CW Steel Pipe. Spang Sales Offices: Atlanta, Boston, Detroit, Houston, 
° ° ° ° Los Angeles, N York, Philadelphia, Pi ‘ 
Pipe is quality-controlled in — ee 

manufacture, which makes it 


easy to cut, bend, thread and 


























weld .. . saves installation 








time and assures years of 


6 Snow-melting systems with SPANG dependable and trouble-free 
* CW Steel Pipe to meet your local ‘ 

winter weather conditions can be tied service. 

in with an existing heating system or Your local Spang distributor 


as an independent installati carries a complete line of 
Spang Pipe and fittings. See 
him for all your piping needs. 
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239 EAST CHICAGO STREET 


172 


Ay 01 STOP to consider the importance 

of a catalog designed and pro- 

duced to fit exactly into your sales picture. A catalog that can 

go out into the field and give your organization top representation. 
LOOK at the competitive situa- 


tion that exists today. It means 


that the catalog you send out must be equipped through expert 
compiling, printing, and binding to do an effective sales job. 


LISTEN. LISTEN to the CUNEO story. 


One of our catalog special- 
ists will be glad, at any time, to discuss your catalog require- 
ments with you. He'll tell you about CUNEO experience, 
ability, and facilities and how you get full value ina CUNEO 
built catalog. 


MAKE YouR & q 
CATALOG DO THE MOST FOR You 


Guy Cuneo 


Write * Wire or Phone 


BROADWAY 6-5340 


CATALOG DIVISION 





MILWAUKEE 1, WISCONSIN 
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of a special durable quality called 
““Marpak”; valve body, packing gland 
and packing nut electro zinc plated to 
prevent corrosion; cross type handle of 
malleable iron finished in heavy baked 


enamel. 
Marsh Instrument Co., Skokie, II. 


Ladder Shoe 


All-Aluminum, 


Will Not Throw Sparks 


A new Alco-Lite all-aluminum safety 
shoe for straight and extension ladders 
has been announced. 

According to the maker, the safety 
shoe is of cast aluminum and can be 
used’ with either the rubber tread or 
spike on the floor surface. It is also 
claimed that, because it will not throw 
sparks, it is particularly suitable for 
use around fuels and other volatile 
fluids. 

Aluminum Ladder 
Worthington, Pa. 


Cr ympaily, 


Steel Pots 


Three Types 
Metalized Coatings 


“Metalized”’ pressed steel pots, said 
to give longer life than ordinary 
pressed steel containers, have been 
developed. 

These new pots are being manufac 
tured with three different types of 
“metalized” coatings—for tempera- 
















the Coffing 
COIL CHAIN 


SAFETY-PULL 


RATCHET LEVER 
HOIST 


: WELLE GULL JIE. 





Many New Advantages 





ning of handle 


repairs. 








fir 


INDUSTRIAL DISTRIBUTION ©® AUGUST, 1953 


Here is a completely new ratchet 
lever hoist designed to bring you 
added safety and convenience. The 
Model RG incorporates the time- 
proved ratchet and paw! principle 
originated by Coffing — makes it 
hoid positively at all times — no 
friction-type brake to slip or freeze 
— chain is free wheeling when not 
under load. 


(lon, dedvaneed Mi 


The Model RG is now available in 1,500. 
and 3,000-lb. capacities — other sizes 


will follow. 


COiL CHAIN Swings or wraps in any direction for greater flexibility in use. 


SIX OPERATING POSITIONS Handle operates in any position, works on full or par- 
tial strokes — for ease of handling in close quarters. Safety stops prevent spin- 


BIG SAFETY FACTOR For your protection the Model RG has 100 percent overload 
safety factor, although the warranty covers only up to rated capacity. “Safety- 
valve” handle bends at point of maximum safe overload 

SIMPLE TO SERVICE The Model RG may be completely disassembled with only 
a screwdriver for easy servicing. Not necessary to return it to the factory for 


(i 
COFFING HOIST Company 


Danville, Illinois 


Quik-Lift Electric Hoists © Hoist-Alls * Mighty-Midget Pullers 
Spur-Geared Hoists * Differential Chain Hoists * Lead Binders 


1-Beom Trolleys 


~ one of the 
Co ing Mou, 






man y 
el RG 
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tures up to 1500 deg. F.; for 1500 
deg. F. to 1700 deg. F.; and for 1700 
deg. F. and over. 

The resistant coatings are said to 
protect the pressed steel surfaces 
against heat oxidation and scaling 
otherwise caused by hot gases encoun 
tered in high temperature heat treat 
ing. 

Eclipse Fuel Engineering Com 


pany, Rockford, Ill. 


ARBOR SPACER ASSORTMENT 


Our special assortment in- 
Packaged in moisture- cludes 80 arbor spacers, 10 
resistant envelopes for each of 8 different gauges. 
ease in stocking and use. Each gauge is in a separate 
envelope. 7 different sizes 
are available, each with or 


© LAMINATED © without keyway. 
SEND FOR CATALOG SHEET 





meme 4/08 UNION STREET * GLENBROOK, CONN. 
|O COMPANY, INC. O Sander 


Ris For Wood And 
= nmin — Metal Surfaces 


| = r —— 
i A new orbit sander, said to give a 
SEAMLESS fast finish tc wood and metal surfaces, 
} has been introduced 


bt ~ = : ‘ ry Rapid oscillating movement of th 
: | ELD (c LALLA sander is claimed to result in mirror 
i finish ready for any paint, lacquer or 

— — varnish. The new orbit sander is said 
to work equally well on flat, curved, 
The finest fittings horizontal or vertical surfaces 
Aluminum alloy construction is said 
you can stock and sell! to cut the sander’s weight to 5 pounds, 
ind a full-grip, trigger switch handle 
and front knob contribute to maneu 
verability. 























pro billet — to tube — to fitting . . . Globe 
welding fittings are manufactured in the Globe 
plant under exacting Globe requirements and 
subject to complete control at every step. Special- The new sander has }-in. orbital mo 
ized men and machines plus years of broad met- tion operating at 4500 cycles per min 
allurgical experience assure fittings that meet the ute, and runs on standard 115 volt 
most rigid specifications. That's why you can guar- AC-DC. 
antee customer satisfaction when you sell Globe Mall Tool Co.. Chicago, III 
Welding Fittings. > 


Get acquainted with the line that 


assures uniform high-quality seam- Conveyor 


less welding fittings. Contact your 
nearest Globe sales office. For Use With 


For complete information on the Continuous Miners 
finest welding fitings available 
anywhere, send for the Globe new shuttle conveyor, designed 


PS IS CES for use with continuous miners and 
said to fill the final gap in the mecha- 
Seles. tuitlens nized flow of material from mine face 
Chiesa, Glew, @owel, Mow Vesk, Philedelchic to surface and the preparation plant, 
St. Lauvis, Denver, Houston, San Francisco, Glendale, Ca has been introduced. 


‘ ; : Although designed for coal mine 
7 0): STEEL TUBES CO., Milwaukee 46, Wisconsin operation, the maker advises it is 
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laptable to all kinds of mine and 
quarry us 

Extendable to 600 or 700 feet by a 
rope haul, the new conveyor is said to 
follow the progress of mining whilc 
maintaining a fixed discharge or trans 
fer point. It may receive material di 
rectly from the mining machine or 
from an intermediate unit such as a 
shuttle car, conveyor or loading ma 
chine 

Proper alignment is said to be as 
sured either by small guide rollers fixed 
to the roof-jacks alongside the conveyor 
or by use of tracks. Operation is pos 
sible in headroom as low as 30 inches 

With a minimum belt width of 24 
inches, the conveyor is said to hand 
up to 250 tons pel hour and is manu 
factured in lengths up to about 500 
root centers 

EFight-foot intermediate sections ar 
each equipped with rubber-tired, anti 


friction bearing wheels and a covered 


} f 


leck to protect the return portion o 
the belt. Sections are assembled by 
mnecting pin 

Mechanisms located at the fixed di 
harge point drive the conveyor, move 
t forward or ba kward, ind tension 
the belt. Push button controls are 
provided for ease in operation 
Hewitt-Robins Incorporated, Stam 


ford, Conn 


Floor Enamel 


Fast Drying, 
Quick Hardening 
\ new quick dry floor enamel, said 


to be developed for tough trafhe con 
ditions, has been announced 


Known as “Defensite Tuf-Ouick 
, ~~ 
Floor Enamel the product is said 
to contain a new paint development 
“Ruvial,” a combination of rubber 
ind vinyl so formulated that it 


extremely chemical resistant, becomes 
hard almost immediately and when 
ipplied to wocd it preserves and give 
1 hard velvet gloss chemical resistant 
coating. 

When applied to concrete, it is 
claimed to be lime resistant and ex 
tremely durable 

Wilbur & Williams Company, Bos 
ton, Mass 
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ACCO Registered Sling 
Chains are Versatile | 


@ Here an ACCO Registered Sling Chain is used in a 
doubie basket hitch. It could also be used as a two 
legged bridle, or as a double choker. The tough 125 
Endweldur ACCALLOY Chain is much lighter in weight 
and is easy to handle. It has great service life. The 
permanent identification ring on every ACCO 
Registered Sling Chain is your sign of safety and 
guarantee of quality. 

Write today for easy-to-use AMERICAN CHAIN 
literature which helps you sell ACcO Registered 
Sling Chains. 


















+. 
American 
AMERICAN CHAIN DIVISION 4 
AMERICAN CHAIN & CABLE Chain 
| York, Pa, Atlanta, Chicago. Denver, Detroit, Los Angeles 


New York, Philadeipina, Pittsburgh, Portland 
San Francisco, Bridgeport, Cona 






















LOOKING DOWN YOUR PIPELINE .. . 


. what do you see? Dependability . . . or frequent failure; long, 
economical life . . . or costly maintenance; W-S FORGED STEEL 
FITTINGS . . . or the ordinary kind that are a source of constant 
trouble and expense? 


W-S Screw-end and socket-weld fittings are the only type that be- 
come integral parts of vour steel pipe-lines . . . their forged steel 
construction matches that of the pipe or tubing in chemical and 
physical properties, in strength, weight and resistance to pressure 
... heat. . . corrosion. 


Whatever your pipe or tubing application, you can profit from the 
permanence of W-S Fittings. Initial cost is often /ess; final cost is 
always /east. Literature is available . . . write for it. 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 








Sales Helps From Manufacturers 





Durkee-Atwood Announces Direct Mail Program 


\ new direct mail literature series 
for industrial distributors has been 
announced by Durkee-Atwood Com 
pany of Minneapolis. 

I'he complete schedule consists of 
five colorful 6-in. by 9-in. mailing 
cards and a 2-color mailing brochure 
that measures 18-in. by 24-in. when 
fully opened 

Ihe central theme of the mailing 
pieces is the company’s new vertical 
matching equipment for multiple V 
belts. Besides emphasizing the im 
portance of vertical matching, cach 
card presents a typical V-belt trans 
mission problem and how it was suc 
cessfully solved 

Ihe 
graphs of the 
chine in action 


brochure also contains photo 
vertical matching ma 


Each piece in the series is tailored 
for use by Durkee-Atwood distributors 
in their direct mail campaigns. Am 
ple space is provided for the distribu 
tor’s imprint on the address side of 
the 
the brochure 


cards and on the reverse side of 





Weatherhead Offers 
New Hose Cabinet 





Especially designed for handy stor 
age of heavy duty and reusable 
couplings used for the maimtenance 
of hydraulic, compressed air, oil, and 
fuel lines, is a stock cabinet developed 
by The Weatherhead Compaty, In 
dustrial Division, Cleveland 

The unit may be used as a field 
service bin, shop stock bin, or dis 
tributor display and stock cabinet 
29-in. wide by 29-in 
high), the M-100 cabi 


duty 


hose 


Compact 
deep br 33-in 


net has six bins for heavy hose 


up to 300 ft.) of varying diameters, 
aud 28 compartments for couplings 
and adapters (up to 250). 

Of sturdy, all-steel construction, 
the cabinet has a durable black crin 
kle finish. It is sold with a suggested 
stock of 86 pieces and 250 feet of 
hose, or a special stock may be or 
dered to suit the customer’s require 
ments. A separate dolly equipped with 
casters is available to make it easily 
movable if desired. 

The cabinet provides a visible fm 
ventory, keeps stock neat and readily 
accessible, solves the space problem 
of storing bulk hose, and makes an 
attractive display. 


New Carton Marking 
Featured by Utica Tool 


A new, more dramatic and inform 
ative carton marking is now being 
used by Utica Drop Forge & Tool 
Cerp., Utica, N. Y., as shown in box 
at night of the illustration. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 


A quicker recognition is said to be 
obtained by using two colors, red and 
black, instead of the one used pre 
viously and by a simplified lettering. 

lhe design is virtually the Utica 
logotype as used in displays, catalogs, 
folders, etc. ‘Thus, the box serves as 
a tie-in with the company’s other 
promotion pieces. 


Clemson Offers 
Hack Saw Display 


A new “Flex-Pak” counter display 
for Star hack saw blades has been an 
nounced by Clemson Bros., Inc., Mid 
dletown, N. Y. 

The copper-and-green display in 
cludes 100 blades—20 molybdenum 
steel “Molyflex” blades and 80 stand 
ard steel unbreakable special flexible 
blades. 

l'o distinguish between blade types, 
the unbreakable special flexible blades 
are green in color and the “Molyflex’’ 
are copper colored. 

Ihe top of the display-carton stands 
crect when open to call the custom 
cr’s attention to the hack saw display. 
Customers can buy right from the 
display 

Fach blade type is supplied in four 
sizes: 10-in. blade, 18 and 24-tooth 
pitch, and 12-in. blade, 18 and 24 
tooth pitch. “Molyflex” packets con 
tain 5 blades cach; unbreakable spec 
ial flexible packets contain 20 each 
Ihe company advises that this bal 
anced assortment was selected after 
careful consideration of data on past 
ratios of sales between blades of dif 
ferent types and sizes. 


Mellowes Features New 
Lock Washer Cartons 


Ihe Mellowes Co., Milwaukee, 
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End mill users everywhere rely on Putnam's 
large selection—over 1000 standard sizes and types 
—to meet their exact requirements . . . most eco- 
nomically . . . most efficiently. 


For end mills with superior cutting — customer 
satisfaction — good distributor profits — check with 
Putnam, the end mill specialists. 


TOOL COMPANY 


2981 CHARLEVOIX AVE © DETROIT 7, MICH. 


END MILLS 
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Wisconsin, has announced the use of 
2-way cartons, also know as reversi 
ble or “upside-down” cartons, for 
packaging “‘coin-paks” of their lock 
washers. 

These cartons are so designed that 
they may be stacked on stock room 
shelves with either the top or bottom 
side up. Either way, there is an easily 
readable end label for quick identifi 
cation of the contents. 

An added advantage is that an 
open carton may be telescoped inside 
its own cover and still have a right 
side-up end label. 

According to the company, this 
combination of two modern packag 
ing ideas enables distributors, dealers, 
and users of lock washers to save time, 
money and labor in handling, storage 
and usage, in keeping more accurate 
inventories, in eliminating waste and 
loss. 

In addition to its functional value, 
the new 2-way carton is attractive in 
its design and black, vellow and white 
color combination 


RUBBER—Republic Rubber Divi 
sion, Lee Rubber & ‘Tire Corporation, 
Youngstown, Ohio, has prepared a 
resume showing the chemical resist 
ance of various types of rubber 

The resume covers the chemical re 
sistance of Buna N, Buna S, Natural, 
Neoprene, and Butyle types of rubber 
for service conditions involving com 
mercial organic chemicals, organic 
chemicals, acids, and salts. The rat 
ings are graded A—good, F—fair, ¢ 
depends on conditions, and X—un 
suitable 

The 3-page resume is hole-punched 
and can be included in the rubber 
section of the distributor's catalog 


WIRE ROPE—Macwhyte Company, 
Kenosha, Wisconsin, has published a 
picture-story-tour of wire rope manu 
facture in a new booklet containing 
56 continuous scenes, one to a page, 
like a continuous film 

Starting with wire rods, the tour 














$e 










takes in metallurgical checking, wire 
drawing, testing, rope making, and in 
cludes slings, aircraft cable, and cable 


assemblies 


Booklet No. 5312 is a_ pictorial 
tour of the company’s Kenosha plant s U p R © pe e ch 





















RUST PREVENTIVE—Rust-Oleum 
Corporation, Evanston, Ill, has re 
leased a new 6-page color-chip folder, 
Form 125, illustrating and describing 
their new restful color group for plant 
interiors and machiners 

Ihe new folder describes how the 









restful color group is designed to hat 
monize with the existing interior 
decorations and blend into an over 
ill color scheme that will provide ideal 
work surroundings in plants, offices 
schools, institutions, and commercial 


buildings 














STEEL—Pittsburgh ‘Tool Steel Wire 
Co., Monaca, Pa. has issued a new 
48-page catalog on cold finished steels 
Catalog No. 6 contains photo 
graphs, specification tables, conver 
sion tables, and charts on drill] rods 
and precision ground flat stock 
Features of the complete catalog 
include general recommendations for 
various types of tool steels, typical 
uses, and a section devoted to defini 






















ns We want them to buy from YOU 


ABRASIVES~Catalog No. 53 issued WRITE FOR DISTRIBUTOR PLAN 


by Cratex Manufacturing Company, 
San Francisco, California, presents 
the adaptability, versatility and appli 
cation of the company’s line of rub 




















berized abrasives, together with com @ Here’s a line that has trade acceptance 
pl 7 pecifications and sg ... brings repeat sales and is profitable. 
5 ig¢ y ) : S i * * 
ic Rew S-page Catalog contains a The chuck is a quality product that you 






complete and comprehensive treatise P 
| can be proud to sell . . . it stands up 
about rubberized abrasives on but tt 
under hard usage ... it is accurate 


ring, smoothing and polishing opera 
= 5 I 6 
tions and their use in industrial appli and dependable. 


cations. Distributors are the main sales force 
as . . working under a policy that is 
REAMERS~—A new pocket-size highly acceptable ; . . it is a dis- 












reamer selector has been introduced ‘ , . 
4 by Lavallee & Ide, Inc., Chicopee, tributor’s type policy. 
Mass. Tomorrow never comes .. . so why 
Ihe new reamer selector lists 143 not write today regarding distribu- 
e hole sizes from 0.4000 through 0.5010 tor arrangement. 
inch which can be reamed with the 
company’s standard reamers. The y 
selector includes catalog numbers and g/ Eovire chuck body cuter san Stade andiemen 
equivale nt sizes for easy orde ring. is hardened. smooth and safe interchangeable. 
VALVES—A comprehensive booklet “f of’ 
describing their new line of lubricated peppy oy ty ee cheney 





plug valves, steel and semi-steel, has 


been published by Ohio Injector Co., 
Wadsworth, Ohio ; seane 
Ihe booklet shows sectional views S U Pe i PA & CHUCKS 





of various sized plug valves, and di 
mension tables keyed to the sections 
ind to appropriate valve accessories 

\n entire section of the new book 
let is devoted to accessories such a 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 





THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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remote control devices, wrenches, Easy to sell because it's 

locking devices, adaptors, socket the soldering flux thet's 

wrenches and extensions. Specifica- easy to use. 

tions are described also for: floor 

stands, chain wheels, pressure relicf Fast selling as well as 

valves, water tight gear housings and fast acting to properly 

road boxes. condition metal for a 
Also included in the new literature ; strong union. 

ire guidance tables for proper OIC- 

Look at the NEW Lube at specified temperature ranges, 


a compilation of service pressure-tem- 


perature ratings and drilling templates 

er for flanges ranging from 125 Ib. to 
250 Ib. for cast iron and 150 Ib. to 
300 Ib. for steel 


No. 420 


ani Owens-Corning Issues 
- Duct Insulation Booklet 


— 


TRACE Mann 


= For stainless 
steel, sell Ruby's 
| Stainless Steel 


Flux — perfected 
for that metal. 


CHEMICAL CO. 
76 $. MeDowell St. 
Columbus 8, Ohie 


] DUCT INSULATIONS 9 : RUBY 


“ 


USER GL at Chtiew —reves. 
oo owe eeberee « 


1. Interlocking principle prevents 6A oe : ; Paul Bunyan always did 
slipping under any load. 2. New | COLOSSAL things in a big way. After 
type wide base lugs cannot shear, | PULLI NG cutting a section of timber, 
3. New nose design for gripping he would hitch his ox to the 
small objects. 4. Patented design entire section and pull it 
of tension edge eliminates stress A new 16-page design data booklet P 0 W E " o> cone. 
concentration at channels. 8. New for Fiberglas duct insulations has 

interlocking design minimizes | been issued by Owens Corning liber eae ted yn bat eae = 
stress on joint bolt. 6. Precision glas Corporation, Toledo, Ohio. forget the surprising pulling power of 
machined interlocking surfaces re- The booklet has more than 40 amaaaa lips ip.t0: 


sult in perfect fit, distributing photographs and drawings of the vari- “MORE 


ote tng wer 1. Bec Ane | ous ngid and flexible Fiberglas in 
sete cortege Bor, gx . sulations for the exterior and interior POWER 


h n1 for | of warm and cold air ducts. 
Here is « plier that will last for) Included is complete information 


ong Champion DeArment Tool | about the new flexible duct liner re- PULLER’ 
Co. Meadville Pa. cently introduced by the company. 


at eo ee | 


Channellock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under ‘'Tools"’ 





METAL HOSE —Titeflex, Inc., New- 
ark, N. J. has published Catalog No. 


200 which completely describes and 
illustrates their helically-wound flex- Se & 6 coapet, Reuss, cee 
| ible metal hose and _helically-corru- oith A qustemets wows - 
O8soreres ALL OTM ey gated flexible metal hose ato A fined up 24 ot ae 
The new catalog contains informa Eee seatlen into position under water, crossing 
tion for ordering the company’s metal RK FA a b. XT 
conduit and ferrules, Uniflex hose as 9S tee, hw oe So as 
semblies, ignition shielding and com adapted 
xonents for reciprocating engines, It comes equipped with 20, 
liteflex bendable pipe and high-and ea 
low frequency leads. List Price $27.75 to $33.89 F.O.B. Factory 


Featured in the engineering data SUNoates eae Syste Cy 


‘ction are charts st z frictional sd 
CHAN WEL LOCK I ie ow ‘ates or eanoun || ee WYETH-SCOTT CO. 


CHAMPION DeARMENT TOOL CO. @ MEADVILLE PA sizes of metal hose and conduit. This 


tse 
at ° _ "War 




















INDUSTRIAL DISTRIBUTION * AUGUST, 1953 











section also contains complete in- | 
formation on installation and main 
tenance of metal hose. 

Another feature is a completely il 
lustrated story showing how seamed 
metal hose is mates, Boned from 
metal strip to completed assembly. 
Other photographs illustrate the con- 
struction of ‘Titeflex convoluted metal 
tubing and Uniflex seamless metal 
hose. 

To speed and simplify orders for 
hose, whether stock items or special 
design, a page of iicxible metal hose 
specifications serves as a check list for 
information required for correct hose 
selection. 

A variety of applications for flexible 
metal hose is portrayed in four pages 
of illustrations, and other photographs 
show production, laboratory and test 
ing facilities. 






MOTORS-—Louis Allis Co., Milwau 
kee, Wisconsin, has prepared a new 
bulletin on its line of wound rotor 
motors, 4 to 1000 HP. 

Bulletin No. 1300 covers wound 
rotor principles of operation and con 
tains performance curves and charac 
tcristics that show how these units are 
suited to particular jobs in industry. 
It also outlines the construction, 
methods of manufacture, and the vari 
ous enclosures available. 





MACHINE TOOLS—Palmgren Prod 
ucts Used in All Industries . . . Ev- 
erywhere! is the title of a new 8-page 
catalog published by the Chicago ‘Tool 
and Engineering Co., Chicago. 

The complete line of Palmgren pro 
duction vises, angle vises, drill press 
vises, swivel machine vises, rotary ta 
bles, milling attachments, adjustable 
angle plates, hand vises, and other 
machine tool accessories is illustrated 
and fully described. 





HOODS-—Protective hoods designed 
‘ for use with the company’s dust, 
paint and chemical respirators are pic- 
tured and described in a new two- 
page bulletin issued by Mine Safety 
* Appliances Company, Pittsburgh, Pa. 











Catalog information is included in 
Bulletin No. 1000-1 to facilitate or- 
dering protective hoods and respira- 
tors together, the hoods alone, or re- | 
placement parts. 


A Correction 


The illustration on Page 189 of the 
July issue for Porter-Cable’s new abra 
sive-belt grinding book was actually the 
photograph that should have applied 
to Porter-Cable’s new electric saw 
described in the New Products section 
on Page 152. 
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You can't 


handle a better 
line of bolts 


HERE’S WHY. . 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 


-1. Circle ® bolts are 

























BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 
PRODUCERS OF CIRCLE @ PRODUCTS 


BOLTS « NUTS # RIVETS AND SPECIAL FASTENERS 


NUMBER $1 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
One upon request. 






























































































i 


FOR “OFF THE SHELF” 


GOOD BUSINESS... 





Complete line of 


or > ROLLER 
Te 10 FEET No SO RIV tu | 
, ge der. " wy CHAIN 
e 


10 FEET Ne. 60 Bil 


eee > fy <n " Neatly Packaged 











Individually 
Packaged 


ROLLER CHAIN 
Labeled Roller Chain Sprocket 


for Instant 
Identification 





BUSHINGS 
Individually Packaged 
and Marked for Size 
2 


Write for Catalog CDIOI 
° 
Jig 








%& The bushings used in BROWNING Roller Chain Sprockets cre “UNBREAKABLE” 
Malleable Split Taper Compression Type 


It’s the same simplified bushing System used throughout the complete line of Single 
and Multiple Groove Sheaves, Rigid and Flexible Couplings, and Paper Pulleys 


This modern bushing system is a feature sales point for you and an all around 
advantage for your customers. 


BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE MAYSVILLE, KENTUCKY, U.S. A. 
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PIPE CUTTING—A new envelop« 
enclosure explaining an improved 
principle in pipe cutting has been 
produced by Beaver Pipe lools, Inc., 
Warren, Ohio 

Ihe folder describes how the com 
pany’s new No. 2 and No. 4 pipe 
cutters are constructed so that the 
cuting wheel is fed directly into the 
pipe. 
Diagrams and drawings illustrate the 
use of the new pipe cutters. The folder 
also includes size and price informa 
tion, and the back page is devoted to 
the maker’s new Model-D aluminum 
power drive. 


| Myers Develops 
| Mobile Display 


A five-piece mobile display (M-550) 
has been developed by The F. E. My- 
ers & Bro. Co., Ashland, Ohio, as a 
part of a Fair promotion kit to be 
used this summer and fall in fair dis- 
plays. 

Suspended with a string, the eye 
catching display has motion and 
movement without the use of a mo 
tor. The advertising aid is balanced 
and counter-balanced so that it twists 
and twirls with the slightest move 
ment of air. 

Made of heavy cardboard, the five- 
piece unit comes in Six colors red, 
vellow, black, blue, green and orange. 
It may be purchased separately or as 
a part of a special Fair promotion kit 
being developed for dealers. 


VALVE LUBRICANTS —A new, 12 
yage bulletin describing lubricants, 
labricant § fittings and _ lubrication 
methods for Rockwell-built Nord 
strom valves has been issued by Rock 
well Manufacturing Company, Pitts 
burgh, Pa. 

hree major types of lubricant— 
Rockwell Hypermatic, Nordcoseal 
and Lubricant DC-234—are described 





in Bulletin V-220. Their functions 
ire listed in detail. A selection chart 
s also offered showing which lubri 
cants are recommended for use with 
i variety of fluid 

Lhe bulletin also illustrates and 
briefly describes the new Rockwell 
bulk and gun tube lubricants along 
with stick lubricants, bulk lubricant 
cans and Hypreseal stem packing for 
use in the packing injector fittings 
of Nordstrom Hypreseal valves. 

A special feature is an illustrated 
outline of the three functions of a 
lubricant in Nordstorm valves. Ac 
ompanying this outline is a descrip 
tion of three styles of ‘“Sealdport”’ 
lubricant grooving used in Nordstrom 
valves, all three illustrated with phan 
tom exploded views of the valves 

The new Rockwell combination 
button head fitting and lubricant 
screw is illustrated along with the 
company’s bucket pump, gun and gun 
accessories. The bulletin also has de- 
tailed, photo-illustrated instructions 
for servicing of all Nordstrom valves. 


CONVEYOR-—An 8-page catalog has 
been published by the Alvey-Fergu 
son Co., Cincinnati, Ohio which com 
pletely describes and illustrates their 
new “Live Rail’ gravity wheel con 
Vevor. 

I'he new catalog illustrates and de 
scribes how 18 wheel patterns and 
widths can be obtained from 2 basic 
rails. Specification tables and appli 
cation photos are also included in the 
new literature 


SAW BLADES-—G. W. Griffin Co., 
Franklin, N. H. has issued a new 8 
page, 2-color catalog on the Griffin 
line of hand and power hack saw 
blades and band saw blades. 

The new catalog contains illustra 
tions and data on the proper selection 
and use of hack and band saw blades 


ELECTRODES—Alloy Rods Com 
pany, York, Pennsylvania, has pub 
lished a new 8-page technical bulletin 
by Richard K. Lee, vice-president in 
charge of research, and J. O. Cava 
nagh, technical director, entitled “The 
Facts About Low Hydrogen Elec- 
trodes.” 

Bulletin AR53-18 deals with tech 
nical developments in the low 
hydrogen electrode field, with chap 
ters devoted to history of this type of 
electrode, effects of the basic slag, con 
trol of hydrogen, welding procedures, 
and applications. 


JACKS—A new general catalog has 
been issued on its line of mechanical 
and hydraulic jacks, hydraulic pullers 











by BILLINGS 


Billings Vitalloy® Forged Wrenches 

are unsurpassed for service and long life. 

Accurately machined openings, clearly marked, 

polished heads and rust-resistant chrome finish PLUS Billings 

skill in drop forging make them tools which professional tool 
users accept and use with confidence and pride. 

Since 1869, Billings has produced the finest Wrenches and Shop Tools 
drop forged from Billings alloy steels and quality carbon steels. 
Ask the Industrial craftsman! He'll say . . . “BETTER BUY BILLINGS!” 


DISTRIBUTORS: There’s PROFIT in the preference for Billings! 
Write for details! 


A iow of Billings top quality collion stool dap tools. 


QUALITY TOOLS AND FORGINGS SINCE 1869 
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To protect 
lives and loads... 
use 


f 
= 
- 


AMERICA’S LARGEST-SELLING 


DROP-FORGED WIRE ROPE FASTENERS 
MADE BY AMERICAN HOIST & DERRICK CO., ST. PAUL 1, MINN. 


Today, tomorrow and every day, many of your customers 
will be reminded that it’s time to re-order wire rope fas- 
teners. Right this minute, some of them are writing out 
requisitions. And this you can depend on... most of the 
orders for drop-forged fasteners will specify America’s 
largest-selling brand—crosBy cups. Isn’t it common sense, 
then, to make CROSBY CLIP ads your ads... and those ready- 
made orders your orders? Just ask for the business on every 
call, and you'll find your volume growing month by month. 
Use our free, powerful sales aids, too... pocket memo 
books, blotters, envelope enclosures, safety wall posters... 
all imprinted with your company name without charge. 
Here’s easy business .. . steady business. . . profitable 
business. Just remember to say, on every call: ““How are 
you fixed for cRosBY CLIPs?” 
Made by: 


AMERICAN HOIST & DERRICK CO. «+ ST. PAUL 1, MINNESOTA 
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and special purpose jacks by Temple 
ton, Kenly and Company, Broadview, 
Ill. 

Catalog No. 53 is letter-sized and 
contains 34 pages of application pic 
tures and information, detail draw 
ings, specifications, plus a full listing 
and illustration of all accessories and 
attachments that are available. A 
handy index is provided to save refer- 
ence time. 

Additional information on Simplex 
hydraulic jacks, rams and pullers is 
included in a revised bulletin issued 
by the company. 

Lettersized Bulletin No. 53 is 12 
pages and contains application pic 
tures and additional information and 
illustrations on accessories and attach- 
ments for hydraulic equipment with 
capacities of 10 to 100 tons. 


WELDERS-—Miller Electric Manu- 
facturing Company, Appleton, Wis- 
consin, has issued new literature 
which describes the features of their 
SR-600 selenium rectifier type D. C. 
welders. 


CARBIDE TOOLS—A new 82-page 
catalog and net price list on their 
line of carbide tipped reamers, drills, 
milling cutters, tool bits, and other 
tools has been published by Wendt 
Sonis Company, Hannibal, Missouri. 

Fully illustrated, Catalog No. 53 
includes drawings and tables of tool 
dimensions and manufacturers recom- 
mended resharpening directions. The 
features and applications of each tool 
are also given. 

Easy selection of one tool from a 
line of several hundred is possible 
with a new graphic index in front of 
the catalog. For ready reference, 
complete tables on carbide manufac- 
turers grade recommendations and 
machining feeds and speeds are in 
cluded. 


MOTORS—A new consolidated cata- 
log has been published by the Gen- 
eral Dynamics Corporation’s Electro 
Dynamics Motor-Generator Division, 
Bayonne, N. J. 

Detailed information on perform- 
ance, dimensional data, construction 
advantages, installation photographs 
and company history have been sum- 
marized in twelve pages as a handy 
guide for designers, maintenance 
men, and purchasing agents. 

Product application information 
has been simplified into easy-to-read 
charts to aid in the selection of mo- 
tors for ordinary applications of poly- 
phase squirrel-cage induction motors. 
Also, a special page is devoted to elec- 
trical and mechanical modifications 
that are available for particular in- 
stallation needs. 





GROOVING TOOL—A 20 
page catalog describing and _ illustrat- 
ing their Truare grooving tool has 
been issued by Waldes Kohinoor, 
Inc., Long Island City, N. Y. 
Covering the cutting of 
recesses, the catalog includes facts, 
figures, charts and illustrations to 
demonstrate how the equipment can 
be employed. Among the subjects 
covered are: cutting ranges, accessory 
parts, use of the tool, seventeen case 
histories, and how to select the right 
model tool for particular operations 
and supplies data on adjustment and 
maintenance and replacement parts 


new 


internal 


Durkee-Atwood Issues 
New V-Belt Catalog 


DURKEE 
@ ATWooD 


INDUSTRIAL 


DURKEE-ATWOOD COMPANY 


The Industrial Division of Durkee 
Atwood Company, Minneapolis, has 
issued a new 60-page engineering cat 
alog on industrial V-belts and their 
applications. 

Ihe catalog includes the new in 
creased horsepower ratings approved 
by the Rubber Manufacturers Asso 
ciation. It also contains two new 
correction factors: length correction 
and small diameter factor for use in 
designing a V-belt drive. A page each 
is devoted to standard sheave sizes 
and standard =groove dimension 
sheaves. 

Ihere are 16 pages and 23 tables 
devoted to new revised pre-engineered 
drive tables for quick calculation. 
Three pages have been given over to 
engineering information on general 
duty V-belts including hp ratings. 
Sections are devoted to open end 
V-belting and Link-type V-belting, 
also a page on VV-belt information. 


MACHINES—A new bulletin de 
scribing its new machines designed 
and built to work on jet engine parts 
has been released by Ex-Cell-O Cor 
poration, Detroit, Michigan. 

This bulletin 
five machines and 


detail 
sequence of 


describes in 
the 


\ vid hed 0lsE OUT 
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7 


——, 


4 








—M 


ILLS SUPPLY CO.—— 


SALES CHART 











Boost your 


Profit Curve 


with Buda Jacks 


When you stock and sell the com- 
plete line of Buda Ratchet, Screw and 
Hydraulic Jacks, you can count on an 
increasing year after year business 
and a better than average profit on 


all models. 
Buda Jacks are 


industry for their reliability, stamina 


Standard 
Speed Yack. 
15 TO 75 TONS 





Lowering Journal 
Jacks — 


5 to 15 tons 





3 


Jocks — 
15 to 50 tons 


well known in every 


and record of lower 








Hydraulic 
Wigh Lift Jacks 


25 TO 50 TONS 


lifting cost. Their reputation and the 
satisfaction of users everywhere makes 
your selling job easier. Write today 
for complete details on the Buda line 
—the profitable line to sell. The Buda 


Company, Harvey, Illinois. 


Standard 
Speed 
Jocks — 
15 to 75 tons 


Standard High 
Type Ratchet 

Trip Jocks — 
15-ton Cap. 


Screw 
Jacks 
10-24 tons 


"Two Speed" 
Hydraulic Jocks 
25 to 50 tons 


_ 








Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and 


Diese! and Gasoline Engines 
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CARBIDE TIPPED 
WORK SUPPORT BLADES 
for Centerless Grinders 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 


and reground. WRITE FOR CATALOG 
SPECIAL TOOLS 


Send prints for prompt quotes on special tools. 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 











- ‘ 
give your customers 


FASTER 


deliveries 











WE 4. os 


KECKLEY 


pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock—others assembled, tested and shipped 
in a few days. Screwed or flanged in sizes 
from 4” to 6”. Pressure and temperature 
combinations available. 

Check with Keckley for better valves and 
better delivery. 


tr ' 
SEND FOR YOUR COPY OF Poensuse © Tomenesture Regutstons 
CATALOG NO. 53C Pop Safety and Relief Valves 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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operations used for the machining o 
jet rotor blades and buckets from 
rough forgings to highly finished pre- 
cision products. 

Bulletin 50731 also illustrates and 
describes the two new vertical ma- 
chines used for machining compressor 
rotor discs, engine frames and other 
large round parts. 


CENTERS—A new engineering data 
form to guide center users in the pur- 
chase of the right centers has been 
prepared by The Ready Tool Com- 
pany, Bridgeport, Conn. 

This new engineering data form 
gives an outline of engineering in- 
formation needed by the center man- 
ufacturer to better able him to decide 
which center is best suited for the 
particular need. 


CENTER-MIKE-—Sorenson  Center- 
Mikes, Inc., Bridgeport, Conn., has 
published a new 4-page bulletin il- 
lustrating and describing how their 
center-mikes measure center distance 
accurately regardiess of hole sizes. 

Bulletin 652 also employs drawings 
to illustrate how the center-mike can 
be used for finding center-to-center 
distance and the distance from a hole- 
center to a surface. Also included is 
a table giving specifications on the 
types and ranges available. 


COUPLERS-—A technical catalog on 
their Hi-Flow line of connect-discon- 
nect couplers has been issued by 
Snap-Tite, Inc., Union City, Penn- 
sylvania. 

Industrial Catalog Number VP 83 
includes photographs and complete 
data on the cadmium plated steel 
couplers in sizes g-in. to 3-in. inclu 
sive. 


PACKINGS—A new catalog on in- 
dustrial packings released by New 
York Belting & Packing Co., Passaic, 

J. J., contains information on the 
care, use and maintenance of rod and 
sheet packings and gaskets. 

The product manual contains a 
complete engincering section with all 
the necessary charts and tables for 
determining the working  specifica- 
tions of packings. One of these is a 
handy temperature chart. Also in- 
cluded in the 40-page catalog are 
two pages of packing recommenda- 
tion charts covering general industrial 
services and refinery operations. 


BELTING—A new 48-page technical 
manual on transmission, conveyor 
and elevator beltings is being offered 
by the Boston Woven Hose & Rub 
ber Company, Boston, Massachusetts. 

Although designed principally for 
engineers, each of the three major 








Maxi-Power Drive assembly for 
overseas cement mill. This unit, 
on a special base, has long in- 


put and output shafts supported 
by outboard bearings. The large 


spur pinion will drive a 20-foot, 


18-inch face spur gear. 


This Trademark 


Stands for 


the Finest in 
Industrial Gearing 


Line-O-Power 
Drives 


ned 


Foote Bros.-Louis Allis 


With maximum load-carrying capacity 
for day-after-day service, Foote Bros. 
Maxi-Power Drives offer a ready solution 
for toughest speed reduction applications. 

Sturdy, compact Maxi-Power Drives 
have precision-generated helical gearing 
— uniform load distribution across the 
entire tooth surface. Maximum perform- 
ance is assured for all applications where 
rugged service is required. 


Also offered by Foote Bros. are: 
LINE-O-POWER DRIVES — Straight line 


and new right angle units ( foot or flange 


- % 


Hygrade 
e. 


FOOTE 
Dept. 
Please 


Gearmotors 


TESBROS. 


Name 
Company 


Address 





Gallen Power Tra tooiwn 


Thnough Geller Loans 


City 
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send 


FOOTE BROS. MAXI-POWER DRIVES 


mounted) for horizontal and vertical 
applications. Duti-Rated Lifetime Gear- 
ing assures longest wear life. 


HYGRADE DRIVES — Highest quality 
worm gear units, horizontal and vertical. 
Vertical Hytop has extended output shaft 
for special applications. 


FOOTE BROS.-LOUIS ALLIS GEAR- 
MOTORS — Duti-Rated Gearing for 
both horizontal and new vertical models. 
Many motor types available. Wide range 
of output speeds and capacities. 


BROS. GEAR AND MACHINE CORPORATION 
ID, 4545 South Western Boulevard, Chicago 9, Illinois 


information on Foote Bros. complete 


line of Drives. 


Zone 


1953 








divisions of the new manual contains 


a gencral information section com 
prehensively covering every aspect of FACTORY 
cach belting. General information is REPRESENTATIVES 
handled in question-and-answer style. 
Every phase of belting is recorded WANTED 
in tables and charts, while diagrams Exclusive territories available 
are used to help clarify intricate or 
obtuse problems. f 
: or : : 
I'he manual is bound in a three- Diesel fuel oil 
color heavy duty binding complete additive 


with ASSEMBLED | j:),z2:i3) "os 
the original fuel oi! treat 
BOTTOM PLA TES WOOD SCREWS-—A _ complete nana = et de 


change in packaging, based on a sur AR) ie 


For the large quantity vey of customer preference, has been years 


announced by Southern Screw Com- Also various other industrial and 


user pany, Statesy ille, N. C. marine chemicals. 


Ihe new pac kage is said to add Jean unnett, a diesel authority 

: - says this about LUBAID-D: “I have seen many 

convenience in handling and speeds iiciaain is te Ged Gee ce ae 

up sales for distributors and retailers days when | worked with Dr. Rudolph Diesel 

f the ; One of these developments which is worthy of 

An outstanding feature of the new every cngineer's attention is Lubaid-D. Re 

” ; sults ore excellent Lubaid-D aids mate 

confusion proot _ pac kaging is the rially in achieving cleaner over-all combustion 
new color identification label. Sil in Diesel engines a 


houette in color and all identifs ing Fine opportunity for active sales organization 

ble Gocd earnings. Please state in reply, present 
information are discernible at a territory covered and other products handled 
Write to 











ames a 
ASSEMBLED BOTTOM PLATE 


glance 
Ihe new boxes are made of 100 
NUTS percent virgin Kraft with twice the LUBAID COMPANY 
strength of old type boxes. ‘The mas MILWAUKEE, WISCONSIN 
ter cartons with fourfold corners are Industrial, marine and automotive chemicals 


for 22 years. 


strong cnough to be used as self 
Phone HUmboldt 3-6400 


mailers. Green color adds eye ap 
peal, facilitates sales, and does not 
show finger marks. The boxes are 
made further soil and moisture re 
TOP PLATES sistant by use of paraffin base dve. 
\ leader in the new packaging 1s 
a special five-gross master carton for 
the medium-to-large range of sizes. 
However, ten-gross cartons are still 
available, if preferred. All master car 
tons are now being taped to keep 
danger of spillage to a minimum. 
A chart illustrating the new label 
system in actual color is available 
upon request to the manufacturer. 











You can now save your cus- 


tomers assembling time at no 
increase in price. STAINLESS STEEL 
FASTENINGS 


Sell them the new FLEXCO 
NOT ENOUGH DAYLIGHT 

“C” cartons. sea et GP OF ALL TYPES 

ritish Building trade employers are 
They are easier to handle and asking workers to work shorter hours RUGHT OFF THE SHELF 
a time saver for your customers. in the Winter and longer ones in the 
Summer, instead of eight hours the ~ahina a 
FLEXCO Belt Fasteners — the year ‘round, according to Construction ; a dnche, aileiiet 


demanded quality fastener — Methods and Equipment, McGraw-Hill large quantities * Cap Screws 


blicati Contract | t . 
one of the ALLIGATOR and publication ontractors claim up to ~Ap —_ & = a Set 





| 
a 


. three-quarters of an hour is lost dur- 
FLEXCO prestige products. ing Winter because of early darkness; _ tt ggeny ty ane 
they want to balance out the whole machine products 


° i ’ | WRITE, WIRE OR PHON 
Bulletin F-106 Gives Complete Details year and keep production up. Unless YOUR REQUIREMENTS 
building costs are cut, they say, much stan: Seaton Shien Anat 
construction will be priced out of the eis—aule vader — 


FLEXIBLE STEEL LACING CO. ar o STAINLESS SCREW CO. 


4633 Lexington Street . “ = 
¢ (tam Scam Somme AR mory 4-1240 

Chicage 44, Mlinois L#@S 230 Union Avenue, Paterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-904! 
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Ask Your Customers to Guess ... 








Which One Was Finished Faster? 








The an-wer is BOTH as com- fell your customere how thee can You give your customers MORE 
pared to previously used methods. save and profit by using the with Brightboy ..... wider appli- 
Both of these Brightboy-finished just-right, smooth-bite Brightboy cations... . greater versatility 
engine cylinder domes are typical texture for any given job. Not until = «+++ +! i new. broader concept of 











of countless parts, assemblies and they ve seen — and tried — Bright- finishing. Your Customers need 
asian as ABR: Brightboy as an independent fin- 
produs t= in metals. plastic 8. wood. Dov s wonder-working combination z | . j | | f 
A ishing medium and also for use in 
glass and laminated materials of SPECIAL-TEXTURE, CUSH- ; ti itl th 5 ' i 
: conjunction with other abrasives, 
which Brighthov finishes at time- IONING RUBBER and FOR. 
el : . You need Brighthoy to complete 
savings up to 50°°! Brightboy will MULA-MATCHED ABRASIVE vour abrasives service Its a 
e BURR. CLEAN, FINISH. POLISH. ean they conceive of Brighthoys natural sales tie up with cutting 
IN ONE OPERATION! refreshing. different action, tools and cutting abrasives! 


















BRIGHTBOY NOW AVAILABLE IN WRITE FOR INVITING PROPOSITION 
SIX VERSATILE TEXTURES ATTRACTIVE DEALERSHIPS OPEN 











54 BL 















Wheels Sticks finishing action on 

Rods. Blocks for = 

machine and 

manual opera _TUFF- TEX > : 

en For finishing action on sharp Be ROBERTS 







/ rs and edges 
70 BL 

W ide range of finishing action 

on all metals 


—— | RUBBER CUSHIONED ABRASIVES 


j 









Ceneral finishing action on all 









120 BL 






finishing range on me 
tum-hard and soft metals 


. pis @ oes Oe BRIGHTBOY INDUSTRIAL DIVISION 
FINE-TEX 













Polishing, finishing and burring Weldon Roberts Rubber Co. 
soft metals; cleaning medium 
hard and hard metals 95 No. 13th Street s Newark 7, N. J. 









imerica's Pioneer Manufacturer of Rubbher-Bonded Abrasives 
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It’s profitable to stock and sell 
Harrington Hoist Products 


It’s profitable, because Harrington's complete line of hoist products 
permits you to satisfy most of your customers’ hoisting require- 
ments. 

It's profitable, because Harrington's electric hoists, hand chain 
hoists, trolleys and other materials handling equipment have wide 
customer acceptance, 

It's profitable, because Harrington makes your selling job easier 
by cultivating your customers for you. Consistent advertising in 
leading industrial publications, catalogs, bulletins, envelope stuffers 
and other sales aids are all working for you. 


Model D 
|-Beam 
Trotley 


HARRINGTON PEERLESS HOISTS 


Tue Hareineror: Company, 1640 W. Callowhill St., Phila. 30, Pa, « Since 1876 
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OBITUARIES 


Charles Millar. 
Utiea Distributor 


Charles Millar, 63, president of 
Charles Millar & Son Co., Utica, 
N. Y., died suddenly June 21 at his 
summer cottage on Carleton Island, 
near Cape Vincent, N. Y. 

He joined the company in 1910 
eleven years after it was incorporated 
as a successor to a partnership founded 
in 186] by his grandfather, Charles 
Millar, and his father, Henry W. Mil 
lar. 

He became a director in 1911, vic« 
president in 1913 and president in 
1921. 

Born in Utica, Mr. Millar attended 
Utica Free Academy and Williams 
Colle ge, class of 1912. 

He was a director of the First Ban] 
& Trust Co. of Utica, the Utica Mu 
tual Insurance Co. and the Utica Cut 
lery Co. 

He served as clerk, vestrvman and 
warden of Calvary Episcopal Church, 
Utica, over a period of 40 years. He 
was also trustee and secretary of th« 
Hlouse of the Good Shepherd in 
Utica. 

Besides his wife, Mr. Millar is sur 
vived by two sons, Henry William 
Millar, who has been vice president 
of Charles Millar & Son since 1949, 
and John McGregor Millar, who has 
been secretary since 1949; two daugh 
ters, Margaretta Millar Brace, of 
Fayetteville, and Florence Kate Millar: 
three sisters, Florence K. Millar, Mrs 
Ricard U. Sherman and Mrs. David 
S. Howard, all of New Hartford, 
N. Y.; and six grandsons. 





Dr. Theodore Whittelsey. 
U.S. Rubber Co. 


Dr. Theodore Whittelsev, Sr., 85, 
former director of United States Rub 
ber Co.’s central research laboratory, 
died June 26 in Philadelphia. 

He joined the company in 1909 
and became head of its first research 
center in New York City in 1913 
Ile retired in 1920 and became a con 
sultant. 


Seward B. Putnam, 
American Screw Co. 

Seward B. Putnam, sales representa 
tive for American Screw Co., Willi 


mantic, Conn., died recently 
Since 1934, except for the war years, 





he had worked out of St. Louis. His 
territory included Memphis, Tenn., 
Arkansas, Oklahoma, southern Illinois, 
Indiana and Kentucky. 


Drayton C. Harrison, 
General Supply 


Drayton C. Harrison, 36, president 
of General Supply & Equipment Co., 
Baltimore, died recently of a heart 
attack. 

Besides his wife, he is survived by 
three children and his parents, Mr. 
and Mrs. William E. Harrison, of 


Swarthmore, Pa. 


J. H. Hornbeck, 
Flack Equipment 


J. H. Hornbeck, 39, president of 
the Flack Equipment Co., Dayton, 
Ohio, died at Miami Valley Hospital 
after a brief illness. 

He is survived by his wife, a son 
and daughter and his mother, Mrs. 
Frank H. Hornbeck, of Davton. 





The Buyer Looks 
at Business 





Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 


Orders Still Substantial 


June wound up the half year at a 
high rate of industrial activity. Pro- 
duction zoomed early in the month 
to satisfy shipping requirements prior 
to general vacation periods in late 
June and July. Order books, though 
still substantial, took another dip, 
some of this due also to vacation plant 
closings. Seasonal Summer slowness 
is expected more nearly to approach 
the normal trend than at any time 
since the war. Industrial buyers have 
evidently discounted the possible ef 
fects of peace or continued fighting 
in Korea, 

Steel price advances have not y 
ct off an inflationary price spira 
Purchasing executives feel that con 
sumer resistance, production capa 
tics and strong competition will r 
Inventori 


; 


strain such a movement 
of unworked purchased materials con 
tinue a slow decline. Employment 
slightly up, with a new crop of work 
ers released from schools. It is notice 


\Ne Gave a how 


jp tne Popular BLUE DEVIL 


~ Pi 


— 


4, 


UE DEVIL Hf 


DIAGONAL KNURL f y 


SOCKET CAP SCREWS 


\ 
ENDS FINGER FUMBLING IN HAND ASSEMBLY 


Now you can\get BLUE DEVIL SOCKET SCREWS 
with diag@nal knurled heads .. . 

a real titme- and work-saver especially 
design@g for hand assembly. 
“Diagonal Karl” means no more delay 

due to sweagrease or other 
similar assembly hazards. 
‘ 


A 
s, 


EASY TO IDENTIFY 

“Diagonal Knurl” immediately 
stamps a socliet screw as BLUE DEVIL, 
made only by Safety Socket Screw 
Company. It’syour guarantee of top 
quality, precisi@n manufacture and a 
variety of styleGand sizes to meet 
virtually every fastening requirement! 


Sold only through 
authorized 
Industrial tributors 


Cacety Cocker Corew Company 


6500 Avondale Avenue, Chicago 31, Illinois 
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makes the finest in... 

CAP: SCREWS - SET SCREWS 
COUPLING BOLTS 
MILLED STUDS 


% 
Wt Ottombler Co: YORK, PENNA. 


Ay TAL 


INDUSTRIAL 
BRUSHES and BROOMS 


When additional Brushes and 
Brooms are needed for mainte- 
nance work, chances are always 
good that the plant man repeats 
on his order for “CAPITAL.” Their 
long wearing qualities recommend 
them and, because, everyone is in- 
terested in getting the most for 
his money—in maintenance equip- 
ment that means CAPITAL Indus- 
trial Brushes and Brooms. The 
distributor who supplies CAPITAL 
is assured of steady income. Stock 


MARKETS Metal Working Piants. . Power UP NOW and—we urge users to buy 


head and Bullging Contractors . . . thru their local distributor. 
Textile Mills Public Buildings . . 
Hotels Schools Garages... 
Ralireads Packing Plants Warehouses ... . 
Airports, ete 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. £st. 1890 INDIANAPOLIS 7, IND. 
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able that many wage disputes and 
demands are being quickly settled. 
Buying policy continues very con- 
servative. Nothing in the June re 
ports by these purchasing executives 
indicates anticipation of any drastic 
change, up or down, in the near 
future. 


Prices Meet Resistance 


Wage boosts put steel in the lead 
of price advances in June. Other 
commodities have followed a supply- 
demand pattern, with increases about 
balancing decreases. Over-all, prices 
continue the tendency to level off. 
Resistance to higher costs by con 
sumers and keener competition by 
producers are restraining influences 
on price movements. 


Inventories Slightly Down 


Industrial inventories were slightly 
down from May. More members 
showed some inventory build-up than 
in the previous two months, to main 
tain working stocks during suppliers’ 
vacation close-downs in July. ‘The pre 
dominant inventory policy is to hold 
to the lowest operating level, con 
sidering the current short procure 
ment lead time of most materials 


Overtime Being Cut 


The number of employees was up 
a bit in June. Outdoor work and 
student Summer jobs account for 
most of the increase. Still further 
cutbacks are being made in premium 
pav for overtime. Many scattered 
strikes and threats of strikes have 
been settled this month. 


Buying Again Shortened 

In line with the restricted inven 
tory policy and steadily increasing 
iwailability of most materials, the 
range of forward commitments was 
reduced again in June. Some 74% 
are in the hand-to-mouth to 60-day 
brackets, the most conservative policy 
reported in many months, 


Steel Price Up 

Steel went up again, following wage 
agreements, and is the important 
price change of the month. Other 
items were up and down within a 
modest range. 

Increased were: Abrasives, acids, 
ammonia, burlap, carbon, caustic soda, 
chlorine, gasoline (some areas), lead, 
natural gas, sulphur, steel, steel scrap. 

On the down side: Used cars, coal, 
food items, lumber, linseed oil, scrap 
paper, resin, soap, tallow, cotton yarn, 
tin, turpentine. 

Hard to get: Aluminum, nickel, 
polyethylene, toluene, some steel. 

Easing: Containers, copper, some 
steel 














a recorder you never outgrow! 


The most convertible, most interchangeable, most main- interchangeable. This flexibility enables you to convert 





instruments to suit your changing needs, at a minimum 





tenance-saving instrument you've ever seen. 
cost, minimum inventory, and without delay at the job 





Deliberately designed so that the basic elements are 


identical for the 6", 9" and 12" chart size recorders. site. Control through air relay or solenoid easily added. 






Full details in Catalogs 400 and 500, 






Temperature and pressure systems are also completely 


What you can do with the Gotham Convertible 


Chart Size 
9 " 









12" 




































Function 
1-Pen Recorder | x | 
Single Temperature or Pressure Controller, Indicating . x x 
> t + 
2-Pen Recorder* |] 2 
Ee es IT'S A TEMPERATURE IT'S A PRESSURE 
RECORDER RECORDER 


3-Pen Recorder* 













4-Pen Recorder* 





1-Pen Recorder-Controller 














2-Pen Recorder-Controiler* 


1-Pen Recorder-Controller / x | 
and 1-Pen Recorder .™ 


















1-Pen Recorder-Controller / x | 











and 2-Pen Recorder .~ IT’S A TEMPERATURE 
ek —— — — ESE OR PRESSURE RECORD- EXTERIOR OF THE 
ER AND CONTROLLER GOTHAM CONVERTIGLE 











Functions above may be either Temperature or Pressure or Mixed (*) 





INDUSTRIAL THERMOMETERS 
Straight or angle forms for all purposes. Tem- 
perature ranges between —40°F. and 950°F. 

AUTOMATIC TIMING Also Centigrade scales. Write for Catalog 100. 

CONTROLLER 


Multiple cam type, de- 
signed to start and control 
o@ sequence of process op- 
erations. Opens or closes 
air valves or electric 
switches. Avcilable in 
single cam type. Write for 
Catalog 500. 
































DIAL THERMOMETERS 


Wide variety of case styles, tempera- 
ture ranges, connections and fittings. 
Mercury, vapor, or gas-actuated. 
Rigid and adjustable stems. Write for 

7 PROGRAM 


Catalog 200. CONTROLLER 


Controls either temperature 
or pressure vs. time. 
Controls and records time, 
rate of rise, hold value, 
and rate of cooling. All 
adjustments in this new in- 
strument made from out- 
side of case. Write for 
Catalog 500. 









































RECORDING | 
PSYCHROMETER 


Wet and dry bulb. Motor 
drivensuction-type blower. 
Standard chart drive. 
Similar design available 
for Recording and Record- 
ing Controlling Hygrome- 
ters.W rite for Catalog 400. 













HMSTRUTMENTS 


Division of AMERICAN MACHINE AND METALS, INC, 
6, 






PORTABLE RECORDERS — Handy, light-weight, 
mercury or vapor actuation, 6", 9", 12" chart sizes. 
See Catalog 400. 













Seltersviltte Pennsylvania 
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/ f Canada More Extended 
h Canadian production and order 
() R Another | books are higher than in the United 
® . Desmond States. Prices have generally caught 
f Sales-P | up to the United States levels. Inven 
ales-Proven tories are somewhat higher. Employ 
in 4 out 0 5 applications : ment is growing. Buying policies ar 
ad Fieaiiame | a bit more extended. Industrial plant 


expansion and new industries are on 
in user the increase. Businessmen are opti 


mistic but cautious. 
magazines 





FROM THE 


Desmond's New Plus! 


BELTBRASIVE Dresser Mame > FILES 2 


Catalogs 
Wee «625 YEARS AGO 
displays “Mills Supplies Association _ of 


America” was proposed as the 

title for a new all-embracing na 

tional organization. Designed to 

coordinate activities of the thre« 

Plus! existing associations, it would in 
us! 

effect wipe out territorial lines, and 


Desmond merge the major activities of the 


distributors’ and manufacturers’ 
Sales meetings groups, said its backers. Another 
purpose, they said, was to climinate 
for your unfair practices and wipe out the 
“office-in-his-hat  soliciter.”’ 
Sales Che Delaware Flectric & Supply Co 
completed a new warehouse in 
personnel Wilmington. 
Colorado Industrial Supply Co. was 
organized in Denver by P. H. 
Workman. He predicted that re 
lief from high freight rates would 
Pius! soon make sree 25 - — at- 
tractive to industry, largely as a 
en results with the new Desmond Beltbrasive Desmond's result of the building of the Moffat 


dresser. You not only get better performance on Tunnel and the development of 


discs, belts, or drum sanders and polishers but you complete line motor express service. 
More than 300 distributors and manu 


save time on changing belts, discs, etc. This is an- ‘ — meets every fortusers attended the Netional 

other Desmond “first” —latest addition to the only Distribution Conference in New 

customer York City, sponsored by the bolt, 

Ask your Desmond distributor for full infor- requirement a pe ae oes a : be “ 

. on, Oo nase, é eT O., oston, 

mation or write for new bulletin. served as chairman of the distribu- 
tors’ group 

The Queen City Supply Co., Cin- 

cinnati, opened its new branch in 


Plus! Richmond, Ind. Hynson G. Bur 





Up to 75% longer life and substantially greater 


stock removal from coated abrasive belts are prov- 


complete line of grinding wheel dressing tools. 


THE DESMOND-STEPHAN MFG. CO. 
Urbana, Ohio 


Please send me your new No. D-12 Desmond Belt- 
brasive Dresser Guide. 


ton was division manager. 


nationally Letter from a customer to Nashville 
Machine & Supply Co., Nashville, 

known name Tenn.: “In our opinion, the real 
— stan distributor is indispensable. Note, 
stands for we speak of the real distributor By 
quality this we mean a full- varied-line dis- 
tributor, and not the so-called 

and service ‘curb-stone’ brokers, with which 


most parts of the country are 


Firm 


Address 


[Ty ae see 
| 
a 


INDUSTRIAL DISTRIBUTION * AUGUST, 1953 


_— 
oo 
ae 





These Features ot PET tile 
gre featutes 
YOU CH AY af LL P 


Six Heavy-Duty Ba ind 
Needle Bearinas 


tela tein’ Dyr 







ally Balanced Arn 
ytures for freed 






n vibration 








Here’s a drill line 

a \\, that’s built to sell... 
a line that has everything! 
—.. When you sell PET Super- 

/ =~ duty Drills, you can do a com- 
> < petitive selling job. Model by 
ae \ \ model, feature by feature, you can 
ARAN 


\\ prove that PET Drills live up to 
\) 


7 a ) 









rer yinatse — \ their trademark—''Plus power per 

reach drilling jobs (7 ff \\ 7 pound.” 

easier and faster “4 4 o- And if all the features shown above 
7 imply high price, it’s time you found out 


Aluminum-Alloy Die . ° 9 : 
wath: re light about a drill line that’s priced to sell, too. 
-astings—for li ; ; ; 

We say without equivocation: PET offers 


weight, easy han ; 
you the best deal in the industry. If you 



















dling 
want to carry a line that sells—that will 

Forced Ventilation— help build up your profit volume—write 
for cool running ™ us today! We have a proposition that’s 
, Cut, Heat bound to interest you. 
recision-Cut ec 
Treated Gears—for 

sila e e e 
smooth, quiet pow The complete PET Drill line helps close sales easier and faster 





Ac 





PET offers a really complete choice... you meet every sales 
drill line... 54 distinct mod- opportunity. And, the PET 
els in 3 capacities: 4",*%" and Superduty line includes drills 
4" with pistol or saw-type meeting U. S. Government 


grip. Your prospects geta wide and military specifications. 


MAIL COUPON FOR 
FULL INFORMATION 


PORTABLE ELECTRIC TOOLS, INC. 1D-83 


Plus Power 


per Pound 320 W. 83rd St., Chicago 20, II. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis- 
tributor proposition. 


PORTABLE ELECTRIC TOOLS, INC. | <”.. rer 


320 West 83rd Street, Chicago 20, Illinois Address 


in Canada: Portable Electric Tools, Ltd., City__.. 
452 Birchmount Road, Toronto 13, Ontario, Canada 


~_ te ere nee © 
a “eve 


Suprene Belting ...newly created 
to meet the most exacting require- 
ments ...is a natural to help boost 
your belting sales in the tough, food 
handling market. 


AND HERE'S WHY! 

- It’s made of special woven cotton 
duck, impregnated with Neoprene 
for extra strength and durability. 
It’s sanitary and washable. 


. Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

.. Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 


wn ~ *< 
ts on en hd 


REMEMBER...FOR INCREASED BELTING 

SALES... SUPRENE IS YOUR ANSWER. 

Why not get the complete story, 

now! Just write for Bulletin No. 20. 
No obligation, of course. 





a A Texetes Butsine = 


uv Fed Sw Roe 4% 


flooded. These pests spring up 
overnight, and exist no longer than 
it takes the water to get warm.” 

Ihe Bristol Co., Waterbury, Conn., 
purchased assets and patents of 
Thermo Instrument Co., Arkron, 
Ohio. 

New president of Tennessee Mill & 

Mine Supply Co., Knoxville, was 

Kk. T. Manning. Other officers 
were F. C. Manning, vice presi- 
dent, and J. H. Henderson, secre 
tary-treasurer. 

Ihe Bunting Brass & Bronze Co., 
l'oledo, started work on new build 
ings to double its plant capacity. 

“Is the Automobile to Blame for 
Hit-and-Run Salesmanship?” was 
the title of an article in Printers 
Ink magazine 


10 YEARS AGO 


War workers were given priorities for 
the first hand 


tools 


time to purchase 

From four employees in 1936, Mill 
Supply & Machinery Co., St. Louis, 
had grown in seven years to sup 
port a staff of 16 

R. C. Duncan Co., Minneapolis, wa 
being operated by a_ three-man 
planning committee in the absenc« 
of its president, Russell C, Duncan 
He was then Regional Director o! 
the Small War Plants Corp., had 
just served on the Industral Dis- 
tributors’ Branch in Washington. 

Che FBI circulated posters asking the 
public to in detecting 
spies and saboteurs 

l'red W. Swanson, Jt 
general manager of Globe Ma 
chinery & Supply Co., Des Moines 
was stationed in Jacksonville, Fla., 
as a Navy lieutenant 
I. Haseltine & Co., Portland, Ore., 
made extensive alternations in its 
welding department. Paul W 
Chatterton was manage! 

led Blumenfeld joined Scither & 
Ellis, Inc., Newark, N. J., as an 
outside salesman 

Richard FE. Kremp was clected presi 
dent of Vonnegut Hardware Co., 
Whyte, of 
Waterbury, 

cight-acre vic 

among other 

plants. He 

company 


Ccoopel ite 


president and 


Indianopolis. L. C 
White Supply Co 
Conn., boasted an 
tory garden with 
things, 2,200 tomato 
said employees of — his 
would share in the crop 

I'wo women emplovees of Muskegon 
Hardware & Supply Co., Muske 
gon, Mich., were on the honor roll 
with the men—Marie Pulaski in 
the Waes and Marva Wickland in 
the Waves 

W. S. Nott Co., Minneapolis, joined 
the parade of supply houses who 
had dropped the weekly - sales 
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have 
SPEED 
POWER 
STAMINA 


The key to the 
power and 
speed of ATLAS 
CAR MOVERS 
is the com 
pound lever 
age” 


®@ Shippers and receivers cf freight need 
ATLAS Car Movers because maximum 
freight car capacity is still needed to 
move the country’s shipping. The more 
ATLAS Car Movers there care in the 
hands of the shippers and receivers 
the more freight cars for shipping 
the faster they get back on the main 
line. Distributors have a job here and 
one which will prove profitable for 
them. 


APPLETON-ATLAS CAR MOVER CO. 
1421-25 So. 2 St 


MILWAUKEE 4 WISCONSIN 





Steel 
<> 


Stainless 


= BOLTS 
I] scREWS 
| NUTS €¥# 
"WASHERS @ 


A Complete Line > ia 


Available from Stock a? 
STAINLESS STEEL . 
BOLTS “SCREWS NUTS 


Machine Hexa 


Machine 
wrage 7F 
Lag Wood 
WASHERS 
All Types RIVETS v 
FITTINGS 


All Types 


All Types a 


- 


stainless 
SCREW & BOLT CORP. 


135° Church St New York 7, NY 
co 7-0675 





anorHeR MODERN CATALOG 


Compiled by 





for ancther Leading Industrial Supply Distributor 


Exclusive Features 
In Every Catalog 


1 HIGH SPEED PRICES are printe d in 
RED 


. PRICES are  printe d in 
GREEN 


3 TRADE -MARKS reproduced in 

headings of well-known brands 
tie-in the catalog with manufac- 
turers’ national advertising 


4 DIVIDING RULES between 
page columns provide ease of 


reading 


All setups in each catalog are 
submitted to manufacturers 
and brought up-to-date just 
prior to press time 


Many of the nation’s 
leading Industria! Sup 
ply Distributors are turn 


% The Catalog Displayed in this ad has been 
selected from a part of our current production 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Nationally Advertised in industrial Equipment 
News and New Equipment Digest 


©’ A safety device of universal, 
industrial application, easily in- 
stalled on sprocket, chain, belt 
or gear drives 


© Instantaneous trigger action 


® Can be used over a wide range 
of speeds and shaft sizes 


® Machines will resume opera- 
tion at exact cycle point of 
release 

These are big, profit-building units that 
truly sell themselves becouse they 
offer positive protection in machinery 
of every type and description. 


Some Distributors’ and Representatives’ 
Territories still open. Your inquiries are 
invited. 


OVERLOAD RELEASE 
CLUTCH CO., INC. 


| 4166 Stuyvesant Ave., Irvington, N. 1 


Namen an am 


ab ane Ons to Ge ae ce Ge ae Gm ee eo Gi a ee oe 


meeting for the duration. The 
management put out a weekly bul 
letin instead. 

Hardware & Supply Co., Akron, Ohio, 
devised a system to keep salesmen 
informed about machines’ with 
missing parts—and to discourage 
machine cannibalism Machines 
with anything missing were tagged 
with cards saying in big letters, 
“Robbed,” and giving the name of 
the authorized “robber” 


D-A-T-E-§ 
TO REMEMBER 


Metal 








Sept. 19-23—National I.xpo 
ition, Cleveland. 

Sept. 21-25—National Instrument Ix 
hibit, Chicago. 

Sept. 29-Oct. 2—National Electrical 
Industries Show, 69 Reg. Armory, 
New York City. 

Oct. 5-9—National 
Grand Central Palace, New 
City. 

Oct. 11-14—National Hardwarc 
vention, Atlantic City 

Oct. 20-22—Industrial Packaging & 
Materials Handling Exposition, Me 
chanics Hall, Boston. 

Noy. 1-2—Central States Industrial 
Distributors Association Conven 
tion, Edgewater Beach Hotel, Chi 


’ 
cago 


Hardware Show, 


York 


Con 


1954 


May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As 
toria Hotel and Madison Square 
Garden, New York City 





PIGEONS STILL USEFUL 


Engineers at Topa Topa dam site 
near Santa Paula, Calif., marooned 
and rescued by helicopter last Winter, 
aren't taking any chances of being 
cut off by storms this year, Electrical 
World, McGraw-Hill publication, says. 
They've taken seven carrier pigeons 
to the site, which is at the bottom of 
a 2,000 foot canyon. Only route to 
the dam is a rough access road, 
though construction of a telephone 
line and of a new access road are 
under consideration. 
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HOISTS 
AND 


TROLLEYS 




















Lowhead Room 


Differential 
Trotiey Hoist 


Gear Hoist 


for All Needs 
% to 20 tons 


Distributors can count on “Philadelphia” to 
supply users’ needs in all types of chain 
hoists and trolleys ... hoisting equip t 
which is safe, convenient, efficient and which 
will simplify and speed up materials hand- 


ling. 


Every item in the complete “Philadelphia” 
line offers modern, desirable features in de- 
sign and construction which enhance the 
value and utility of Philadelphia Equipment 
that aro selling points on which industrial 
distributors can capitalize. 


Spur Gear 
Hoist 





Full details of the complete “Philadelphia” 
line are available on request. 





CHAIN BLOCK & 7 MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 











If you are looking for a good line of standard bolts, one which combines quality 


and variety, choose Bethlehem Bolts 


Bethlehem machine, carriage and lag bolts are well made from top-quality steel 


They have good, strong heads and smooth-running threads, and come in all types 


and sizes. We also manufacture a full line of turnbuckles, clevises, rivets, spikes, BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA 
On the Pacific Coast Bethlehem prod.cts are sold oy 


Bethlehem Bolts are good, depen lable bolts gC od bolts in eve ry way. Bethlehem Pacific Coast Stee! Corporation. Export 
‘ f ‘ Distributor, Bethlehem Steel Export Corporation 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 


washers and nuts 








Operations Idea— 
Can You Use Any? 





Check Disburser 


A new three-in-one machine which 

protects, signs and dates checks in a 

Manufactured to A.S.A. stondords single operation is now available 
After checks are inserted, a light touch 
on the keyboard and trip bar com 
pletes the check except for the payec 
name. It protects the check amount 
by shredding the figures indelibly into 
the fibers of the paper. In addition, 
it produces a protected facsimile sig 
nature through a multicolored ribbon 
and imprints the date through the 


Made to A.P.1. and A.1.S.1. specifications 


og 
rrr 


How many items of equipment same ribbon. light disbursement 
you sell have 100 years of manu- control is provided by double locks, 
facturing experience behind them ? and machine can be operated only 
How many are made by such after both keys have been used. An 
exacting precision methods that other control feature is a non-reset 
you can offer them to customers table meter on which cach signature 
with complete confidence? is counted and recorded. (Todd Co 
Harrisburg Steel's couplings and PO Box 910, Rochester 3, N.Y 
flanges are that type of product 

Better investigate their possibili- 

ties... write for catalogs and Binder For Plastic Rings 


prices 
\ new desk-top unit makes it pos 


sible for vou to assemble italogs 
neatly and at low-cost and is con 
sidered the first ever developed to 
handle both punching and binding 
operations on the same machine. You 
can quickly and casily bind loos 
sheets of all sizes and types into a 


—= MACHINE single, good-looking picce of Jitera 
ture—letters, price lists, photographs, 
TOOL Think of the 


charts, circulars, ctc. 

ACCESSORIES effect of a specially assembled presenta 
. tion handed to a customer or pros 
A profitable pect! A big feature of the binder is 
line because the case with which it makes possibl 


the addition of new pages after a 


universally 3 book has been bound. (General Bind 


accepted = ing Corp., S12 W. Belmont Ave., 
= Chicago 14, Ill 


j 





Ni 


CLARK BROS. BOLT COMPANY 10 
COMPLETE A CENTURY OF SERVICE 


; 
t 


aDm\i\ 


. 


“ 


Willi 


Universal acceptance 
parey assures a profitable line 


‘ : Year after year distributors have relied on the 
¢ : 4 ZIP tine of T-holts and accessories to serve the ™ 
t vets and screws needs of their customers. By taking advantage of Hand Printer 
the universal acceptance among users of these 
eater security is items. you too will find the ZIP tine a rrofitable , 
one to handle. It will pay you te make "SELTZER" You can save a lot of pasting ind 
sour source of supply for Zip Machine Tool } ) ad t 
ccossories abehling your shipping departmen 
immediate delivery from stock, any quantities” Ave mg in ¢ vf uy P! 5 ‘ I 


160 Canal Street. by printing shipping information di 
MILLDALE, CONN, »,  . a rect onto containers in label form 
- with a new hand printer and die-cut 
stencil combination developed 
cently. ‘The stencils are pre-cut to 
print a facsimile label or form. You 
fill in the variable information (ad 
dress, order no., code no., etc.) with 
a typewriter or stylus. ‘Then attach 
the stencil to the hand printer and, 


GEO. W.SELTZE R& CO. with a rocking motion, press to the 


ont ee ae OREXEL HILL, PA container. Manufacturer claims ship 
Whitehall 44392 ping clerk can address or mark 25 


se } gt t 
wherever fastening fast with gr 
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We are telling your customers that 
“For NO-SLIP GRIP, 
it’s U.S. RAINBOW" 


V-BELTS!" 












It’s no secret why U. S. Rainbow V-belts are selling so V-Belt absorbs shocks with ease and still retains a 


well! More and more industrial users read Rainbow sturdy no-slip grip. 









. sales stories in Rainbow ads. Here's one in the series: “U.S.” backs you up with immediate shipments 
from a nationwide chain of warehouses — plus sales 
Why U. S. Rainbow V-Belts are superior: : ; a * I : 
engineering help and selling aids and catalogs. Con- 
here is no slipping on the drive with a U.S. Rain- tact any of our 25 District Sales Offices, or write 
bow V- Belt. Straight sidewalls grip the grooves the to address below. 





full height of the belt, providing the complete con- 
tact which results in much greater pulling power 













* ° . . 
and eliminates slippage. ee oe 
. . engineered ala u i 
Every ounce of excess stretch has been worked rh ' 
. b a stant ¢ tch and retur 
; out mechanically before leaving the factory, yet the Bque-Tensil Cord Section — 0 
belt still remains sufficiently elastic to withstand culies tee she ay~~ Tepe 
heavy shock loads. ‘ sturdy fovel euchion for t 
. y . tructural firm for V-groove 
Every U. S. Rainbow V-Belt has the extra ad- and over the flat pulley of V-to-fla 











vantages of the unique Equa-Tensil Cord Section 

a scientifically developed ‘U.S.’ construction that 
brings together in a balanced unit the concentrated A COMPLETE DRIVE SERVICE 
strength of the multiple pulling cords, distributes 
the pulling of the load so evenly among the cords 
that each carries its full share. The U. S. Rainbow 


UNITED STATES RUBBER COMPAN Y 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Howe + Belting « Expansion Joints +« Rubber-to-metal Products + Oil Field Specialties + Plastic Pipe and Fittings «+ Grinding Wheels + Packings + Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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MULTIBLE V-BELTS « F.H. P. V-BELTS +» SHEAVES 
FLAT BELTS AND BELTING + SPECIAL PURPOSE BELTS 
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dependability 
where | 
dependability 
counts 





Tools for Industry 


When your cus- 

tomers refer to 

you as ‘‘depend- 

able’’...it’s be- 

cause your past 

deeds have proved 

your dependabil- 

PORTABLE TOOLS ity. That is why 
MALL 18 80 Very 
proud of its repu- 
tation. People 
who know tools 
know that a MALL 
tool is a depend- 
able tool. And the 
men who sell the 
MALL Tool line to 
industry know 
that they're sell- 
ing the very best 
a tool for every 
need, a size for 
every job, and a 
style for every 


FLEXIBLE SHAFT 
MACHINES 


BENCH GRINDERS 


40 Factor y-Owned Service Warehou 
Coast, To Gwe You Fast, Depend 


MALL TOOL COMPANY 


7802 S. Chicago Ave., Chicago 19, til. 


Send me complete information about becom- 


ing an authorized MALL dealer 


ween en----5 


t Company 
' 


; Addresa_ 


ee -- - - - - ~~ eH ee eer rer rer eee 


' 

i 

i 

‘ 

i 

i 

' 

' 
Name = —_ — = ; 
i 

i 

' 

i 

i 

i 

i 
= 
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to 40 cartons a minute. Special, soft 
pad allows the hand printer to imprint 
on flat or cylindrical or even rough 
surfaces. (Weber Label & Marking 
Systems, Div. of Weber Addressing 
Machine Co., 200 W. Central Road, 
Mount Prospect, III.). 


Labeling Tape 


You can type your own advertising 
messages on a new form of plastic 
labeling tape especially designed for 
typewriter use. Formerly packed in 
rolls only, the tape is now availabl 
in flat labels affixed to smooth-finished 
backing sheets bound in tablet form 
It sticks without moistening to any 
smooth, clean surface and can be 
written on with any drv, blunt point 
such as a pencil or stylus as well as 
with a typewriter Pressure of the 
writing instrument causes writing to 
appear, no lead, ink or typewriter rib 
bon being required. (Labelon ‘Tape 
Co., Inc., 450 Atlantic Ave., Roch 
ester 9, N. Y.). 


Tape Dispenser 


A small, lightweight, pocket-sized 
unit is made of durable plastic and 
fits in the palm of the hand. The 
dispenser handles 792-in. roles of cel 
lophane tape up to half-inch 
md is especially adapted for printed 
tapes to be used on packages, en 
velopes, mending, display work. (Penn 
l'ape Savers, Luzerne at D St., Phila 
delphia 24, Pa.). 


wide 


Mechanized File 


You can speed up your posting, 
reference and general work on in- 
ventory or sales statistics through the 
use of an electrically-operated visible 
record file and desk. Operator merely 
turns switch key to ON position, 
presses an index key to select a slide 
which is automatically positioned for 
posting on desk space. When another 
index key is pressed, the first slide is 
returned to the cabinet and the sec 
ond slide is positioned The manu 
facturer calls the machine the Robot 
Kardex (Remington Rand, 315 
Fourth Ave., New York City 10) 





POTATOES IN THE CHIPS 


Although people are eating fewer 
potatoes, in their natural form, these 
days, potato chip consumption has 
passed 336 million pounds a year, 
Food Engineering, McGraw-Hill pub 
lication, reports 











SHIM STOCK 


DETROIT STAMPING COMPANY 


COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank T Sockets 
B. & S. Taper to B. & 5. Taper Sleeves 
B. & S. he al to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Cerbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
uck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling, reaming, and 
tapping needs and special tools to order 
immediate attention to regular or special 
requirements 


THE COLLIS COMPANY 


CLINTON, iOWA 
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Distributor salesmen get more 


ARMOUR 
COATED 
ABRASIVES 


ARMOUR 


Coaled AMeavives 


Armour and Company 


North Benton Road «+ Alliance, Ohio 














First of all, there's hardly a plant that your salesmen call on that doesn’t use 
some kind of coated abrasives. So every call can be a more profitable call if 
your salesmen make it a point to talk coated abrasives each time. And Armour 
Coated Abrasives sell quickly—our complete quality line has had over 50 
years of acceptance. 

In the second place, Armour does a pre-selling job cn your prospects and 
customers. Advertising and direct mail are coordinated to help your men get 
in to see the right people~and we supply helpful, informative pamphlets and 
booklets, as well as helpful “give-aways” to help make the sale once they're in. 

And, of course, there are lots of other reasons why it’s smart to sell the 
Armour line. For one, there's the new Armour Technical Application Labo- 
ratory, full of the latest equipment to help solve problems for distributors’ 
customers. With Armour backing like this, you can see why distributor sales 
men get more dollars per call. 

If you're interested in handling the Armour line, write today 
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LARTER EPR eee A 


TTTMRII IE costs mo more than 00K Review 


ordinary vises! Materials Handling 
by John R. Immer 


V | S ES a McGraw-Hill Book Co. 


The industrial distributor or sales 
man who's looking for a complete, 
compact refresher course in materials 
handling principles could do worse 
than read this book through. Pro 
fessor Immer has organized a tre 
mendovs amount of theoretical and 
case-study material with the practical 
man in mind. 

Previous books on materials han 
dling were cither severely factual or 


eaters ditstininss enlns eoedtan wistfully theoretical. This book strikes 
wy © a sensible balance, showing the reade1 


sales because they handle the line most often 4 ni 
; 10w to apply handling theories to 

called for by American industry. Everyone actual situations. 
knows that WILTON is the finest name in Vises! Distributors selling handling equip 
ment will find the book particularl 


WILTON TOOL MFG. co. helpful in that it shows how experi 


925 WRIGHTWOOD AVENUE + CHICAGO 14, ILLINOIS 
enced factory men approach handling 


Gentlemen: Please send me your new Free Catalog H problems. Thev'll learn the secrets 
of the mysterious time-and-motion 
studies. They'll get a good idea of 
how handling costs are allocated in 
the average industrial firm. In short, 
they'll learn how to talk the language 
of their customer, how to assist him 
in working out a handling difficult: 
The book contains a valuable se 
tion of special handling problems 


yaiy ie ALLOY warehouse, assembly, air cargo, rail 


road and trucks, ship and barge. Per 
FASTENINGS | haps many a distributor has over 
| looked these prospects because he was 
| not sure he understood their prob 
lems fully 
Particularly valuable is the book’s 
inclusion of Westinghouse Electric 
Corp.’s classification of materials han 
dling equipment. While a specialist 
might argue with the Westinghouse 
GRC WING NUTS GRC CAP NUTS . list, certainh he would agree it settles 
Exclusive, finger-grip design; easy Die cost, not turned! Free of tool many questions as far as nomen la 


to assemble, disassemble; brightly ante aol anal tem: dan 2 : 
finished, clean threads threads tapped-square with face of nut ture is concerned DACM 


EE ———— 
Eee wa 
Pe é BOON FOR PARKERS 
7 . % Sy After eight months of try-out, Pasa 


dena has found a method of paralle! 
GRC MEDIUM TUBULAR RIVETS 
GRC WING SCREWS oye not headed! Closer tolerances, street parking that keeps cars which 


A steel screw combined with GRC's more uniform heads for greater riveting ef- are jockeying into place from holding 
attractive finger-grip wing-nut. fe ficiency. Dia. up to 9/64”; lengths to 5/16”. up traffic, according to Engineering 
; News-Record, McGraw-Hill publica- 





Name 
Company 


Address 





die cast zinc alloy fastenings are durable, ; » 

- RUSTPROOF Aa » economical, too! All Gries fasten- tion. Parking space was redivided to 

ings may be used without protective finishes in s 17 b nM » 

most applications Furnished in all commercial provide -foot berths at the curb, 

7 DEPENDABLE finishes when desired. Prompt delivery on standard with 24 to 28 feet of spece eteee 
sizes—specials to order ; ; 

@ DURABLE WRITE TODAY FOR SAMPLES AND PRICES each pair of berths. This gives each 

car a total of 29 to 31 feet at the curb 


we GRIES REPRODUCER CORP. . =| hope ipa 17 feet plus half 


165 Beechwood Ave.. New Rochelle, N. Y. © Phone NEw Rochelle 3.8600 
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NEW LINES 
taken on by 
DISTRIBUTORS 


















Scully-Jones & Co., Chicago, has ap 
pointed the following distributors 
for its tools lines 
e Walter R. Hammond Co. 

Minneapolis 
eKichman Machinery Co. 
Kansas City, Mo. 














Stacy Supply Co., Springfield, Mass., 
has been named exclusive distribu- 
tor in western Massachusetts for 
the following companies 
e A. B. Farquhar biv. 

The Oliver Corp. 
York, Pa 
(conveyor equipment ) 
© New York Belting & Packing Co 
Passaic, N. J. 


(timing belts, pulleys) 














W. F. Glisson Co., Albany, Ga., has 
been appointed distributor for the 
following manufacturers: 

e Browning Mfg. Co. 
Maysville, Ky. 
(roller chains, sprockets ) 
e Quaker Rubber Corp. 
Philadelphia 
(industrial, transmission, 
conveyor belting) 
@ United States Rubber Co. 
New York City 
(industrial footwear, clothing) 
e J. H. Williams & Co, 
Buffalo 
(industrial tools) 
e e The Gates Rubber Co. 
Denver 


(V-belts) 




























Truman E. Longley Co., Cleveland, 
has been named distributor for the 
following companies: 

e Illinois Tool Works 
Chicago 
(metal cutting tools) 
© Ralph N. Brodie Co. 
Oakland, Calif. 


(meters } 









Che’ Reamer Specialists 






ee gg Engineering & LAVALLEE & IDE, INC. 
Supply Co., Denver, has been ap 
pointed exclusive distributor for CHICOPEE, MASS. 
boiler equipment of Cleaver-Brook 
Co., Milwaukee 
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Famous Nameplates 


Just as “‘a man is known by the 
company he keeps’’, a machine tool 
can be judged by the nameplates 


it carries. 





PURCHASED FROM 


GIERSTON TOOL Co:, INC. 
7 


/“Purchased from Gierston Tool 
/ Co., Inc.” entails a responsibility 
on our part that the equipment is 
trouble free and built to perform 
its intended function. In the 
Sheldon line we have that assur- 
ance and we are proud of the 
opportunity to have it carry our 
nameplate. 











Bot » iF we 


GIERSTON TOOL COMPANY, INC. 
ELMIRA, NEW YORK 


SHELDON TS-56B Precision Lathe 1114” swing, 
1%" collet capacity, 56” bed, with "Zero 
Precision” Tapered Roller Bearings. 


Write for Catalog 


SHELDON MACHINE C0., Inc. 


4232 N. Knox Ave. ° Chicago 41, Illinois 
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s on page 124 


Elmer E. Hass 


Beals, McCarthy & Rogers 
Enlarges Sales Force 


Beals, McCarthy & Rogers, Inc., 
Buffalo, has assigned two new repre- 
sentatives to the territory formerly han 
dled by R. R. Comstock, retired after 
30 years’ service. 

They are Elmer EF. Hass, with head 
quarters in Syracuse, N. Y., and Don 
ild M. Colmeraucr, who will serve 
the territory from Kane, Pa 

Mr. Hass has been with the com 
pany 13 years. Mr. Colmerauer has 
been connected with the supply busi- 
ness in Syracuse for a number of 
years. 

Officials said the company is start 
ing a new system to increase service 
and sales coverage by centering repre 
sentatives in their territories. 


Donald M. Colmerauer 













Republic Steel Names 
Sales Vice President 
Norman W. Foy 


sales vice president for Republic Steel 
Corp., Cleveland. 

He succeeds J. M. Schlendorf, who 
retired last month after a half century 
in steel selling. Mr. Schlendorf will 
continue with the company as sales 
consultant. 

Mr. Foy started in steel sales in 
1912 with Carnegie Steel Co. ITI 
joined Republic Iron & Steel Co., a 
Republic predecessor, in 1918, work 
ing in Philadelphia, Buffalo, Boston 
and Birmingham. In 1930, he be 
came Chicago district sales manager 
of the new Republic Steel Corp., and 
in 1937, general manager of sales 

He directed the War Production 
Board’s steel division during World 
War II, and in 1951 spent six mor 
months in Washington with — the 
National Production Authority 

Mr. Schlendorf joined a Republic 
predecessor, Central Steel Co., as 
sales vice president in 1917. Later 
he was sales manager of alloy steel 
for Republic, and assistant sales vice 
president. He became sales vice presi 
dent in 1945. 





has been named 


General Sales Manager Named 


Succeeding Mr. Foy as general sales 
manager is L. S. Hamaker, who moves 
up from the assistant general man 
ager’s post. 

lirst with Canton steel mills, now 
part of Republic, Mr. Hamaker was 
for eleven years sales promotion and 
advertising manager of steel com 
panies in Canton and Massillon 
which Republic acquired in 1930, In 
1931 he took the same post with 
Republic and in 1942 became assist 
ant general manager of sales. He was 
at one time general manager of Berger 
Mfg. Co 

New assistant general sales man 
agers of Republic are S, A. Crabtrec 
and R. W. Helms. 

Mr. Crabtree is former Chicago 
district manager. Mr. Helms was gen 
eral sales manager of the Berger Mfg 
Division. 


New Jersey Engineering 
Adds to Sales Staff 


George Held has joined the out 
side sales force at New Jersey Engi 
neering & Supply Co., Passaic 

Recently with Seither & Ellis, Ine 
Newark, he has been selling indus 
trial supplies for the past ten years. 
He also worked at one time for J 
Isracl & Co., Guttenberg, N. J., and 
has been active in paint contracting 
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Handles Heavy Loads... 
Clears Way to More Sales! 
















































CONVEYOR BELTING 


Handles materials without interruption! Takes 
shock loads! It’s Quaker Conveyor Belting and it’s 
engineered to the job. High tensile construction, non- 
slip covers, strong reinforcement. ..these assure the 
long-lasting, trouble-free service your customers 
want. Every Quaker Conveyor Belt installation 
wins friends, paves the way to sales of still other 
Quaker quality products. 













Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 







ever en 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


sBURGH 







PHILADELPHIA 24, PA. 


Branches in Principal Cities 









ALIN 


THE Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare maderight 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized 
service. 

Be sure your stock in- 
cludes a representative 
selection of Klein Pliers 
for your best customers 


Write for your 
free copy of the 
Klein Pocket 
Teol Guide 
Today! 


DISTRIBUTED 

THROUGH JOBBERS 

Foreign Distributor: 

International Standard 

Electric Corp., New York 
“Since 1857* 


om KLE I N & Sons 


| Nicholson File Will Build New Canadian Plant 


wares ye « 


~ — 


Doubled capacity will result from this new plant in Port Hope, Ont., which the 


Providence, KR. I., manufacturer expects to complete in about ten months 


The Canadian subsidiary of Nichol 
son File Co., Providence, R. I., has 
started construction of a new plant 
in Port Hope, Ont., nearly double 
the size of the present plant there. 

Designed for ready expansion, it 
will contain 140,000 sq. ft. Builders 


expect to complete it in about ten 
months. 

Officials of Nicholson File Co. of 
Canada Ltd., say it will be the largest 
file manufacturing plant in the Com- 
monwealth. It will replace a plant that 
has been in operation for 50 years. 


New Mobile Units Aid Black & Decker Force 


Se, | * 


Station wagons have recently been converted into rolling tool — by the Towson, 
Cc 


Md., manufacturer. Sliding base table in the rear does the tri 


The Black & Decker Mfg. Co., Tow- 
son, Md., has equipped several station 
wagons as rolling demonstrators to 
help factory men display tools on the 
spot. 

Developed by the company’s Pitts- 
burgh nt and service branch, the 
vehicle contains a sliding table in the 
rear, constructed of l-inch thick ply- 
wood. It slides in and out on alumi- 
num channel rails. Its base is floored 
with asphalt rubber tile blocks, fit- 
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ting flush with the lip of the alumi- 
num channel base trim. 

The base provides a sturdy floor for 
a fixed display of tools, say the build- 
ers. Smaller items are attached to the 
upright panels. 

When on a call, the driver rolls out 
the base table and pulls an extension 
cord from a balance wheel inside. 
Plugging the cord into a building 
socket, he demonstrates the tools in 
place. 











U.S. Grinders in Stock 


Means More Business 
for U.S. Electrical Tool Jobbers 


Here is a real sales advantage your customers will appreciate. You can 
promise immediate delivery on U. S. Model 500, Utility Floor Grinders, 
from our stocks in Cincinnati. Another p/us feature of the new U. S. 
service to Machinery Jobbers. 

Note these Mode! 500 features: Standard equipment includes 

totally enclosed motor, 1 to 5 H.P., push button starter 

providing overload protection, ball bearings enclosed in 

dust-tight housings, enclosed adjustable wheel guards, 

tool tray and lift-out water pot. Eye shields and grind- 


ing wheels furnished as extra equipment. Furnished for 
220/440 volt, 60 cycles, 2 or 3 phase, alternating current. 


if you are not now featuring U. S. Tools, write today for Bulletin US20, which gives complete details. 


Wo led States Electri ad Tool Diu 140M 
THE EMERSON ELECTRIC MFG. CO. 
1050 Findlay St., Cincinnati 14, Ohie 
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Merchandising campaign 
tells nation's tool 

buyers about leading 

U. S. valves! 
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TWO WING 
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TOGGLE SOLT 


A-C-E EXPANSION SHIELD ; 


SPRING HEAD 
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FOUR-POINT HAND STAR DRILL 


MACHINE SCREW ANCHOR 
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THREE-POINT DRILL POINT 
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STUD BOLT ANCHOR 
FOUR-POINT DRILL POINT 
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TWIST DRILL POINT 
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LEAD SCREW ANCHOR 
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RUBBERGRIP 
DRILL POINT HOLDER 

















ARRO EXPANSION BOLT CO. 


MARION OHIO 


1230 BOONE AVENUE MARION, OHIO 
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Carl H. Zieme 


Engineer Retires 
at Republic Rubber 


Carl H. Zieme, service engineer 
with Republic Rubber Division of Lee 
Rubber & Tire Corp., Youngstown, 
Ohio, retired recently after 42 years 
with the company. 

One-time manager of Hose Depart 
ments and later technical superin- 
tendent, he became service engineer 
in 1932. He has been active in the 
American Socicty for ‘Testing Mate 
rials and the Rubber Manufacturers 
Association, 


Ahlberg Bearing 
Names Sales Head 


Ahlberg Bearing Co., Chicago, has 
named R. L. Schutte sales manager 
and P. H. Staerk, advertising head. 

Mr. Schutte has been assistant sales 
head for the past four years. With 
the company since 1928, he has 
worked in branch offices in Pitts- 
burgh, Akron, Cincinnati and Detroit 

Mr. Stacrk was formerly manage 
of industrial sales and has been with 
the company 33 years. He will con 
tinue sales work as well as duties of 
the newly created advertising post. 

. E. Davis, chief accountant since 
1940, has been appointed assistant 
treasurer 


Consolidated Brass 
Names Representatives 


Consolidated Brass Co., Detroit, 
has appointed Hultgren & Strutzel 
Co., St. Paul, as representative for 
Minnesota, North and South Dakota 
and the western part of Wisconsin. 

The company also named Thomas 
Urell, Jr., of Auburndale, Mass., as 
representative for Maine, New Hamp 
shire, Vermont, Rhode Island, Massa 


chusetts and Connecticut. 











Carborundum Makes 
Sales Staff Changes 







Ihe Carborundum Co., Niagara 
Falls, N. Y., has named George H. 
Dennison Buffalo district sales man- 
ager, succeeding George S. Rogers, 
retired after 37 years’ service 

Mr. Dennison was assistant divi 
sion head. 

Also retired are William T, 
O'Mara, general salesman in the Buf- 
falo district with 41 years service, and 









: . » 
Samuel Phipps, St. Louis salesman, | TIS 
2c UD id UAT ULE 2 
>> years. LWA 






M. I. Johnson, formerly bonded 
field sales engineer in Buffalo, will 
take over Mr. O'Mara’s Buffalo terri 
tory as gencral salesman. Succeeding 
Mr. Phipps in St. Louis is G. A. Tat 


ner, graduate sales traince promoted 










to general salesman 
William G. Kettner, Jr., was pro- 
moted from assistant to office man 
ager for the New York sales district. p 
Transferred were: C. R. Strong, | aes 
from a territory in Wisconsin in the 
Chicago district, to the Peoria, IIlL., 
















ll bonded and Pear Le 7: 
: ( PYYPAT P™M > 
territory to s a ed and coated ern | F- Ssenresk HO 
, ; ‘ LE LPAI RY” 
abrasives; and F, H Garske, Jr. | @ we’ I, TAY worse 
A. G. Ott and J. H. Spehr, to handle “$x LENT ANAL AMM 
P , MM OTTO OR aE INES 
Mr. Strong’s former territory; H. A AU Cul eck SESE PN Ns va 
c . AP SIDIO AIS . 
Johnson, from St. Louis to the South | SgRSAiieeeernses 
. Ste MOWAT ITT ru" 4. > 
l'cxas territory formerly serviced by | aga repress sere. 







ry 





re 
S. KE. H. France for coated abrasives; aS 


Mr. France, to New York; H. W.| im ‘DIV LOCK” 






McGarr, from Des Moines-Davenport 








to Chicago for coated abrasives; and ee Yet 5 11 
R. D. Hulben and C. R. Strong, to ACH Air llose y 
Mr. McGarrs’ former area. tsa ; 







S Coupling 
American Chain & Cable 






Names Executive 












American Chain & Cable Co ': Fine. streamlined ap 
Bridgeport, Conn., has appointed 





Wilmot I. Wheeler, fi issistant pearanee... matched by 
















to the president p 
He has been working on special faultless ellicienes ane 
issignments for the company for th , i ails 
{ past two years long-service relrabiity. 


The perfect coupling 
for-air hose used in 
pletely interchangeable. chipping, nomen j j 
ing, riveting, drilling, 
tamping...and for 
high pressure gas and 
hydraulic service. 






Quich-acting. and com 











Re ti. s Peat Cont 
DIZON VALVE & 
PR k ae: euality Ting 


BOSS’ "GJ-BOSS DIXON KING AIR KING 







Wilmot F. Wheeler, Jr. 
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How you 
can sell more 


EVERLASTING | 


Pig. 4001/6061. 
lesting Dv 
280 end 
Ing of 

etve and companion 
Bveriesting Angle Valve. 
Everiesting Ouplex Units 
ean alse be furnished 
wih "Y" velves. 


These duplex blow-off units will 
give your customers a complete, 
EVERLASTING security that as- 
sures continuing satisfaction to 
them and repeat orders for you. 

The Regular Everlasting Valve 
(at the left) provides a drop-tight 
seal that actually improves with 
use, because each time the disc 
rotates against the seat there is a 
self-grinding, self-lapping action. 

The Everlasting Angle Valve 
(at the right) is built extra tough 
to withstand repeated blow-off 
shocks, erosion and abrasion. 
The disc and seat are mone! met- 
al, and the stem is stainless steel. 

For more than 40 years, EVER- 
LASTING Valves have been 
profitable to distributors because 
of their fine performance that al- 
‘ways assures satisfaction. Write 
for bulletins and prices. 


EVERLASTING VALVE CO. 
49 FISK STREET, JERSEY CITY 5, N. J. 


avees 


Everlasting 
Valves 


TRADE GARE “CVEMLASTING BEG U6 PAT. OFF 
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_ Precision Supply Holds Tool Show in 


| 


Hosts for 35 manufacturers and 2200 visitors at Central Engineering & Supply Co.’s 


recent show in Passaic, N. J., were E. L 


Graham, sales manager, Murray Dunberg, 


and A. H. Dunberg, president. ‘The exposition ran three days 


- AZ 


Gleaming displays lined the corridors in Central Engineering’s auditorium as exhi- 


bitors prepared for the crowds just before the show opened 


On hand were 105 


representatives of the Passaic firm’s suppliers 


Central Engincering & Supply Co 
drew a crowd of more than 2200 at 
a recent three<lay open house in 
Passaic, N. J. 

Thirty-five manufacturers displayed 
their lines in the Central Building 
auditorium, open from 5 to 10 each 
night. Company executives and eight 
outside salesmen acted as hosts. 


Door prizes were drawn daily, five 
cach day. 

E. L. Graham, Central Engineer 
ing sales manager, handled arrange 
ments. The company prepared the 
way with a 7,000-piece direct mail 
campaign and newspaper advertising 
rhe exposition was set up in seven 
hours. 





Paterson 
| peso Coe 7 


Attentive crowd watches a demonstration at the first “Metropolitan Tool Show” spon 


sored by Precision Supply & Machine Co., 
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in a Paterson hotel 


Fair Lawn, N. J., 












HY-PRO 
ENGINEERS 
ARE TAP 


SPECIALISTS! 


..-f0 help cut your customer's tapping costs 


Hy-Pro concentrates its operation on the production of taps. This 

llows its engineers and design specialists to continually aim their 
research and creative work at perfecting this one important line. 
Their established reputation of successfully meeting tap needs in all 
phases of production has been the result. 

Whatever problem your customer may have in his own tapping 
operation—from a special job to one in his regular set-up—it will 
pay him to make use of Hy-Pro’s facilities. 

t Keep him aware of the fact that you have available Hy-Pro’s 
full line of quality taps backed up by their experienced engineer 
specialists. 

































HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 


Distributorships Available in Selected Markets 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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BOUBLE 
DUTY 
SERVICE 


DOUBLE 
EASY 
SALES 


SIMPLE 
JACKS 


You have an extra feature to 
to sell when you sell Sim- 
plex Jacks. That's because 
wherever the load—close to 
the ground or with plenty of 
clearance under it—it takes 
only one Simplex Jack to do 
the lifting job. With provi- 
sion for lifting a full load on 
either the cap or toe, there's 
no need for additional jacks 
for each range of load 
heights. This means time 
—— and less jack inven- 
tory for your customers 

and a good sales story for 
you. 

Cash in on this extra feature 


by selling the Simplex line 
Write for full information 


full 
lifting 
capacity 
on 


BOTH 


‘e CAP 
and 
® TOE! 


A Jack for 
Every Purpose 


The Simplex line of jacks 
is complete It includes 
rachet lowering screw 
and hydraulic jacks: self 
contained and remot 
controlled center-hole 
pullers. trench and timber 
braces. Buyers have known 
Simplex means quality 
m jacks for more than 
50 years 


J. Douglas Mitchell 


J. Douglas Mitchell 
Returns to Newark 


J. Douglas Mitchell, first employee 
of Seither & Ellis, Inc., has returned 
to the Newark, N. J., supply firm 
after four years in the supply business 
in Colorado. 

He will manage inside sales during 
the absence of D. A. Abate, who is 
ill. 

Mr. Mitchell founded Pacific & 
Western Industrial Supply Co., Grand 
Junction, Colo., in 1949. Last year 
he sold out his interest. 

He joined Seither & Ellis in 1919 
when it was founded by A. C. Ellis 
and Fred J. Seither. As the only 
employee, he drove a truck daytimes 
and kept the books at night. A year 
later he was made a director. He be 
came general manager in 1932. 


Quaker Rubber Promotes 
Assistant Sales Manager 


K. A. Allen, assistant sales mana 
ger of Quaker Rubber Corp., Phila 
delphia, has been named director of 
national accounts for the H. K. Portex 
Co. division. 

He joined Quaker as a salesman in 


1949. 


WORLD'S LARGEST MFGRS. OF INDUSTRIAL 
MECHANICAL AND HYDRAULIC JACKS 


8E-MO.TROL JAC KS JENNY 
VTM-A-TOOL ROL-TOE 


TEMPLETON, KENLY & COMPANY 


2523 Gardner Road 
Broadview, Illinois 





K. A. Allen 
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NEW OFFICE. of Clarke Sanding 
Machine Co., Muskegon, Mich., houses 


the company’s Los Angeles branch 








Clarke Sanding Machine 
Opens Los Angeles Branch 
Clarke Sanding Machine Co., Mus 


kegon, Mich., has opened anew 
branch in Los Angeles for sales, ser 
ice and repair. 

R. P. Lockert has been named di 
visional sales manager in charge. Fred 
Movey is service manager 

The 4,000 sq. ft. building includes 
offices and warehouse and has its own 
parking yard. 

It’s the 37th to be established by 
the company in principal cities 


















“The OLDEST 
Manufacturers 
of CHAINS 


in America” 











Welded and Weldless Chains for Every Use: 


@ Conveyor Chain 








@ Proof and BBB @ Sling Chains 













Coil Chain @ Grab Hooks, @ Liberty Coil Chain 
@ Steel Loading Chain Slip Hooks, @ Machine Chain 
Dale Barnstable @ High-test Steel and Cold Shuts @ Weldless Coil 
Chain @ Boomer Chain Chain 











American Air Filter 
Names Representative 











Almost 100 years of “know-how” are behind 
dependable Elephant Brand Chains. Because 
they are always uniform — tested — and highest 
quality, you'll find that they really sell 
themselves! These famous chains ore pre-tested, 
always standard, full sizo, and they meet all 
Government and Railroad Specifications, 


"White for Catalog and Prices 
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American Air Filter Co., Louisville, 
has appointed Dale Barnstable to its 
sales staff covering distributors and 
onginal equipment manufacturers in 
the Southern and Fastern states 

Mr. Barnstable has been with the 
company two years. A graduate of the 
University of Kentucky, he taught 
school before entering industry. 

His headquarters will be in Louis 
ville. 




































"Shas Bex" DISTRIBUTORS 


SELL THE PROFIT LINE 
rue "Shea Bar” saits poucy is « policy of 


portnership. Among the many advantages for 
every Distributor are a continvous sales-training 
program; on-the-spot field co-operation; effec- 
tive sales-prometion materials; consistent 
advertising; a profit margin that makes ‘“Shaw- 
Box"’ hoisting equipment highly desirable to sell. 








ABOVE ALL, ‘Shaw-Box" Distributors have the 
sales-producing advantage of a complete qual- 
ity line backed by a company with more than 
66 years’ experience in building load-handling 
equipment exclusively. They know that advanced 
engineering and operational features provide 
unequalled performance and economy fer every 
veer. 


TEAMWORK is the heart of ovr relationships 
with every “Shaw-Box" Distributor. We appre- 
clate their aggressive salesmanship and their 
many contributions te quality distribution. That 
is why we moke every effort te insure their 
continued success in selling our line. 














+ 
MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 


Maretu 
‘ . 
ifm! MUSKEGON, MICHIGAN 
‘ 
[Ts . Builders of “Shaw-Box” and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ 
Hoists and other lifting specialities. Makers of ‘Ashcreft’ Geuges, ‘Hancock’ 


Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ Industrial Instru- 
ments, and Aircraft Products 
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Harold Richlin 


Richlin Supply 
Liquidates Business 


Harold Richlin, owner of Richlin 
Supply Co., Williamsport, Pa., has 
retired and liquidated his business. 

Mr. Richlin§ said his health 
prompted the move. 

He had been in the hardware and 
industrial supply business 28 years. 
He started working for the Morris 
Richlin Hardware Co., owned by his 
father, in Brooklyn, N. Y. Later the 
store was moved to Yonkers. 

After seven years, he opened his 
own store, Harold Richlin Hardware, 
in Scarsdale, N. Y. He moved to 
Williamsport to found Richlin Sup- 
ply Co. 17 years ago. 

Mr. Richlin’s plans include a tour 
of the country, after which, he says, 
he will return to the industry. He is 
considering the establishment of a 
manufacturers’ representative agency. 


Thor President Named 
“Moose Man of Illinois” 


Neil C. Hurley, president of ‘Thor 
Power Tool Co., was cited as “Moose 
Man of Illinois” recently at Illinois 
Day celebrations at Aurora. 

He was chosen as class representa- 
tive for 2,500 members of the Loyal 
Order of Moose and enrolled as a 
lifetime member. A crowd of 35,000 
attended the ceremonies. Governor 
William G. Stratton of Illinois and 
other state officials and business leaders 
participated in the event. 


Scovill Makes Tokens 
Scovill Mfg. Co., Waterbury, 


Conn., recently delivered seven mil- 
lion tokens to the New York City 
Transit Authority for use in the sub- 
ways. Fares were increased last 
month. 














Geo. Worthington Co. 
Buys Three Buildings 






The Geo. Worthington Co. has 
bought three six-story buildings in 
downtown Cleveland for plant ex- 
pansion. 

Acquired from The Root & Mc- 
Bride Co. for $225,000, they add 
165,000 sq. ft. to the Worthington 
property. Most of the space will be 
remodeled as a warehouse for stock 
now stored in rented buildings, the 
management said. Root & McBride 
will remain in part of the property 
under lease. 

The buildings are in back of the 
Worthington headquarters. 

The purchase marks the fourth 
Worthington plant expansion since | 
1937. The company now has more 
than 500,000 sq. ft. of working area. 

Worthington was founded in 1829. 
It handles industrial supplies, hard- | 
ware electrical and sporting goods and | 
employs 700. 






























New Areas Assigned 


Several transfers in Worthington’s 
sales territories were announced re- 
cently. 

Lowell H. Van Epp, formerly of 
the Cleveland sales department, has 
been assigned to Akron, succeeding 
H. E. Longley who resigned because 
of ill health. 

Richard O. Zimmerman, also from 
Cleveland, is taking over the Spring- 
ficld, Ohio, area. 

Kenneth L. Burton, formerly in 
Olean, N. Y., is now assigned to 
Erie, Pa. James D. O’Neal, a veteran 
Worthington salesman just returned 
from Army service, replaces Mr. Bur- 
ton in Olean. 



























Guarding vital finishes . . . of Wright jet 
housings with PERMACEL Paper Tape. No 
doubt there is an important use for 
PERMACEL on your jobs. Our Tape Engi- 
neering Service can give you the answer 
. without obligation. 


PERMACEL 


PRESSURE SENSITIVE 


PAPER TAPES 












RALPH W. LUND is vice president 
and director of the Abrasives Division, 
Mortensen Industrial Supply Co., Mil 
waukee, Wis 








INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N, J. 
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g Double Barrel Advertising 


Advertising men agree —to do a complete advertising job you need the 
double effect of both Display Advertising and Direct Mail. 


Display Advertising keeps your name before the public and builds prestige. 

Direct Mail supplements your Display Advertising. It pin-points your 
message right to the executive you want to reach—the person who buys or 
influences the purchases. 


More and more companies are constantly increasing their use of Direct 
Mail because it does a job that no other form of advertising will do. 


McGraw-Hill has a special Direct Mail Service that permits the use of 
McGraw-Hill lists for mailings. Our names give complete coverage in all the 
industries served by McGraw-Hill publications — gives your message the 
undivided personal attention of the top-notch executives in the industrial 
firms. They put you in direct touch with the men who make policy decisions. 


In view of present day difficulties in maintain- 


a 
: f 
ing your own mailing lists, our efficient personal- vf 
ized service is particularly important in securing . é 


R the comprehensive market coverage you need and L. A. Price 
+* Canby want. 
(pp PF 


Ask for more detailed information today. You'll 
be surprised at the low over-all cost and the 
tested effectiveness of these hand-picked selec- 
tions. 


Me RAW HILL | McGraw-Hill Publishing Co., Inc. 


GIRECT MAIL LIST SERVICE 
330 West 42nd Street, New York 18, N. Y. 








J 
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This 
and Similar 


29 LEADING 
PUBLICATIONS 
to help you S¢ 
VIKING 
PUMP 


| ( 0, » A. Davis 











Union Wire Rope Corp., Kansas 
City, has enlarged its Eastern Divi 
sion to include 15 states through Ohio 
in the West and Tennessee and Vir 
ginia in the South. 
New division manager is L. A. 
Send TODAY tor FREE Price, formerly district manager at 
Bulletin 535MM Ashland, Ky. Other appointments are: 
R. D. Tripp, former district salesman, 


VIKING PUMP COMPANY cedar Falls. towa agg be "ae ven La 
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Robert K. Cooke 











«A 


D. E. Bedford 












J. R. Wells 





now district manager at Columbu 
Robert K. Cooke, former re presenta 
tive in Pennsylvania, West Virgin 


and Maryland, appointed district man 
ager at Pittsburgh 
D. E. Bedford continues as district 
manager at Albany, N. Y., covering 
expanded territory from Washington, 
D. C., north through New England 
J R. Wells has joined the A hland 


sale s staff 





INDUSTRIAL DISTRIBUTION #® AUGUST, 1953 





\e 
| Oy 
\ pp ¢. 
Y ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 

Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 









SINCE 1909 
























erson 


UNIONS 
featuring the 


Exclusive 
RECESSED BRASS SEAT 


can make All 


your customers” 
union business YOURS 


Jefferson provides the source of 
supply for a complete line of pipe 
unions . . . convenience unions in 
all-female and male-female types 
as well as flange unions to meet 
all your customers’ needs. 
Remember this: “JEFFERSONS” 
provide the sales feature of air- 
refined, air tested malleable iron 
of 55000 p.s.i. tensile strength. 
Also the exclusive Recessed Brass 
Seat and a ball joint of truly 
spherical contour. 

Remember, too, all Jefferson “300 
LB.” unions are plainly so marked 
for the protection of you and your 


customers. 

Jefferson offers OWG 2000# to 2” and 
1000# up to 4”. Also AAR male and 
female unions, Enduro 300#, Excel 250# 
and Master 150# unions. All types can 
be furnished with all-iron seats. Under- 
writers opproved. 


Ask for further details 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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J. A. Hill 


Thor Power Tool 
Names Vice Presidents 


Four new vice presidents have been 
elected by Thor Power Tool Co., 
Aurora, Ill. 

J. A. Hill, who has been with Thor 
33 years, was named vice president 
and sales manager. 

John A. McGuire retains his pres 


committee and also becomes vice 
president in charge of labor relations. 

B. H. Johns becomes vice president 
in charge of rock drill sales. During a 
27-year career with the company, he 
has headed the St.Louis and Philadel 
phia branches and served as sales man 
ager of the Contracting & Mining 
Division. 

W. B. Hunn was named vice presi 
dent in charge of the Los Angeles 
Works. 


Aro Staff Holds 


New Product Meeting 


Aro Equipment Corp., Brvan, Ohio, 
held a two-day national sales confer- 
ence recently to introduce its new 
hoist line. 

Talks, demonstrations and service 
school were featured for division man- 
agers and assistants. 

E.. J. Jackson, general manager of 
Aro’s Industrial Division, presided. He 
said the event marked the company’s 
entry into the materials handling field 





W. F. Glisson, Albany, Ga., 
Expands Supply Lines 
W. F. Glisson Co., Albany, Ga., 


has taken on several new lines and 
expanded its stock, the management 
announced. 

Aaron Lovett recently joined the 
firm as outside salesman 
south Georgia and north Florida. 
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ent post of chairman of the executive 








Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO. Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 








No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen 
at @ glance. Compartments with 
rounded bottoms hold dozens of 
drills, Huot’s built-in inventory 
oem s does ow & with cost sheets 
peeds up sales. 1414” long, 

ra high, 7.4" deep. Hammerlin 
bohied enamel finish over steel 





covering | 


Dispensers for: Fractional, number 
and letter drills. 


Write for catalog pages 
HUOT MANUFACTURING CO. INDEX 


551 No. Wheeler St. * St. Paul W4, Minn 













Thomas A. Markland 


Somers, Fitler & Todd 
Assigns Territory 
Thomas A. Markland has joined 


the sales force of Somers, Fitler & 
Todd Co., Pittsburgh, succeeding 
W. F. Bartels, retiring after 46 years’ 
service to industry in the West Vir 
ginia and eastern Ohio territory. 

Mr. Markland will cover Mr. Bar 
tels old territory. He has three years’ 
industrial supplies sales experience 











Utica Drop Forge 
Names Representative 

Utica Drop Forge & Tool Corp., 
Utica, N. Y., has appointed Ronald 
A. Larsen as manvfacturer’s representa 
tive covering southern Texas and 
Louisiana. 

Cal Slocum will serve as special a 
sistant on the Utica line. 

Mr. Larsen has worked for manu 
facturers in the appliance and fastener 
field. During the war he was South- 
west district representative for The 
H. M. Harper Co., Morton Grove, 
Ill. He started his own business in 
1946, 

He and Mr. Slocum will serve as 
missionary men with oil field and in 
i dustrial users and hardware retailers, 
Utica officials said. 
































Ronald A. Larsen 
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Two MULCONROY HOSE 


SPECIALTIES-Aeaay% 
Bring Yon Incremed Sales 


MULCONROY HYDRAULIC 
HOSE ASSEMBLIES 
With 


“PRESS-LOCK” COUPLINGS 













The ideal hose assembly for all kinds of hydraulic equipment, assuring the great- 
est degree of safety, efficiency and economy. Hose is highest quality hydraulic 
type, in constructions to meet any required working pressure. “Press-Lock” 
Couplings have established ao new standard for hydraulic hose connections, 
giving the hose unequalled resistance to shock loads and the effects of continuous 
flexing. They are the pressed-on type, with a three-way gripping arrangement 
that makes them integral parts of the hose. Cut-away view shows how the 


“Press-Lock” utilizes entire hose wall, 
and illustrates the unique method of 
anchoring coupling to hose. 





“DYNAMITE” Armored, Insulated STEAM HOSE 


Style 801. The ultimate in strength, 
safety and durability for every steam 
service at pressures up to 150 Ibs. 
Special compound tube resists high 
temperature charring and the swell- 
ing action of hot water, and is insu- 
lated and protected by lining of woven asbestos. This asbestos lining has full 
length steel wire spiral to guard against buckling or collapsing. Multiple-ply 
duck carcass is surrounded by two-layer armor of braided galvanized steel wire 
Further strength and protection is provided by outer full-length spiral of half 





round galvanized steel wire. Sizes 42" to 3". 
The above ore but two of the many MULCONROY Hose Specicities 


which you, the Distributor, con sell to advantage and profit. Write for 
catalogs and literature describing the complete MULCONROY line. 


"MULCONROY Siar... WHERE OTHERS S. 




















Branches 


NEW mood 'SURE- -GRIP™ 
flexible couplings 


feature interchangeable hubs 


this new “Sure-Grip’’ Cou 
pling features the completely-split, interchangeable hub. You can 
carry 


Another ‘‘plus'’ value for Distributors 


“now meet nearly all of your customers’ requirements, yet 
this means easier stocking and 
lower inventory yalue (For you). Incidentally, if you already carry 
Wood's '‘Sure-Grip'’ Sheaves, the same hubs can be used both with 
the sheaves and the flexible couplings 

The coupling itself consists of two high strength cast iron flanges 
with lugs cast integrally and accurately machined for balance 
Either Neoprene or leather inter 
Sizes 


fewer coupling sizes in stock 


Plastic hard coating prevents rust 
Milcellohi Mellie MEiigilllslteMeeladeleellale Mile Mel ol icelilal: Me aelalellilelars 


from 4 to 10 inclusive 


Write us and ask about our interesting Dealer proposition 


PENNA. 
Dallas, Tex 


CHAMBERSBURG 


Newark N. J Cleveland 


Cambridge Ma 
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Albert H. Borchardt 


Pump Division Manager 
Retires at Worthington 


Albert H. Borchardt, vice president 
of Worthington Corp., Harrison, 
N. J., and manager of all pumping 
equipment sales since 1951, has re 
tired after 44 years’ service with the 
company. 

Starting as draftsman, he became a 
field and then sales engineer, and in 
1929, manager of the centrifugal 
pump sales department. Other posts 
be held were: sales manager, Harri- 
son plant; manager, commercial engi 
neering and centrifugal engineering 
departments; manager, pump applica- 
tion and sales division; and manager, 
centrifugal pump division. 


Assigned to Grand Rapids 


Worthington has appointed PF. 
Hommer Miller as Grand Rapids, 
Mich., sales engineer and representa 
tive. 

He joined the company in 1942 and 
four years later became an application 
engineer in the centrifugal pump di 
vision. In 1947 he transferred to 
the New Jersey branch sales office as 
office engineer and office manager. 

He will report to the company’s 
Detroit office but will make his home 
in Grand Rapids. 


Paint School Classes 
Planned by Binks 
Binks Mfg. Co. has scheduled four 


sessions for its spray painting school 
in Chicago during the fall and winter. 

They will be held Sept. 14-18; Oct 
5-9; Nov. 2-6; and Dec. 7-11. 

Directed by William Beacham, 
classes will cover paint circulating 
systems, material handling pumps, 
spray booths, extractors and catalyst 
equipment as well as spray guns. 

The course is open to all, but each 
session is limited to 40 students 















Goodrich Organizes 
New Industrial Division NEW 


The B. F. Goodrich Co. Akron, 
Ohio, has divided sales, manufacturing * * 
and staff work into two major divisions Quick-Opening 


Industrial Products and Tire & 


Equipment. 
Thev will be headed by Clyde O ee 93 
DeLong, president, Industrial Prod 


ucts, and Arthur Kelly, ‘Tire & Equip 
ment president e 

John L. Collver, Goodrich presi fo Po e D e se 
dent, said decentralized operations r w r riv ad 
were needed because of “the continu 
ing diversification and growth of the 
company’s business. 

New vice presidents of Industrial 
Products are Robert V. Yohe for sales 
and Rollin D. Hager for manufac 
turing. 

Mr. DeLong, recently general sales 
manager for industrial products, 
started with the company as a clerk 
in 1928. After sales assignments in 
New York and Chicago, he became 
operating manager and later merchan 
dising manager of industrial products 
sales. In 1949, he was made sales 
manager of plastic products and later 
gencral manager of the plastics prod 
ucts division. 

Mr. Yohe joined Goodrich in 193] 
as a chemist. He directed various r 
search programs and during World 
War II managed the Government's 
svnthetic rubber plant in Louisville, 
Ky. Since 1946 he has been president 
of American Anode, a Goodrich divi 
sion. 

Mr. Hager has been general man 
ager for Goodrich’s industrial prod 
ucts manufacturing since 1952 






















This new fast-seller RizamID 


Mills Adds Trunk Line threads I to 2” pipe with 1 set of dies 


H. W. Mills & Co.. Passaic, N Ss 
has added New York City tic-in lines 
to its system of direct telephone trunk 
lines to other communities position of quick-opening lever . 








You can’t beat this new ‘504’ for fast smooth threading with 
power drive! Changes instantly from size to size regardless of 
. . Release ball handle, move 
indicator line to 1’, 14%’’, 1%” or 2” on size bar, tighten—it’s 
ready to thread! Quick-opening handle retracts dies instantly 
without stopping power drive—no slow backing off. 4-jaw work- 
holder centers pipe for accurate threading. No lead screw to jam. 
Easy-to-read size bar. Adjustable to over and under size threads. 
New “504” is another sure Rifai “best seller’’—it pays you 
to order today! 


THE RIDGE TOOL COMPANY °* ELYRIA, OHIO 
































BUSY SALESMAN F.C. Thomas, of 
Cowan Supply Co., Atlanta, Ga., clear 
up phon work before starting calls 
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| Wickwire Spencer Opens 


07°40 0d aed '10) TERME | New Orleans Warchouse 


The Wickwire Spencer Steel Divi- 
sion of The Colorado Fuel & Iron 
Corp., New York City, has opened 


CLIPPER a new district sales office and ware- 
house in New Orleans. 


It will serve Mississippi, Louisiana, 
Tennessee and Arkansas, stocking 
chain link fence, screen cloth, hard- 


v Constant Consumer Demand ware cloth, flanged and dished heads 


N WN F S and general purpose fabric and net- 
ting, but not wire rope. Officers said 

0 actory ales to Users no change in wire rope distribution in 

H ° this part of the country is planned. 

WN a tl ona ! | y A d ver ti $ ed Ford L. Brooke, who formerly han- 


dled wire rope sales in Louisiana, will 


v Firm Resale Price Policy manage the outlet. 
v Highest Uniform Quality £ ee 


Wins Ad Awards 
Sold ONLY . | ‘The Warner & Swasey Co., Cleve- 
Through Authorized Distributors land, is the winner of two of the Na- 
tional Industrial Advertisers Associa- 
tion’s “Topper Awards” for outstand- 
ing ads. 

There were 14 awards. Warner & 
Swasey won the “Institutional Pro- 
motion” and “Special or Short-term 

| Objectives” classifications in the large- 
budget group. 

The institutional series dealt with 

| economics and the American system. 
The “objectives” campaign was a 
series on machine oc and plant 
Sylvania Appoints Executives — modernization. 











Sylvania Electric Products, Inc., 


Ne ity, he amed E. Fin- 
cw York € ity, has named E. Fin To Represent Reynolds 
ley Carter as vice president and tech- 


nical director and Howard L. Rich Meier Brass & Copper Co., Detroit, 
BIG ORANGE ardson as vice president in charge of _ has been named to handle aluminum 
engineering operations. of Reynolds Metals Co., Louisville. 
Shackles Have It! 
a Mid-Island Supply, Norton Hold First Meeting 


—D 
Forged of Hi-STRENGTH STEEL 
Extra Strong 


ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 


New Available in Sizes 


oo to oo 
SELP COLORED or GALVANIZED Kick-off dinner announcing plans for new abrasives department at Mid-Island Sup 
eReretare ply Co., Long Island City, N. Y., featured movies for sales force. At the projector 
MIDLAND INDUSTRIES, Inc. are George T. Treacy, Jr., a J. S. Anderson, of Norton Co.; Joseph Brosch, 
Cedar Rapids, lowa vice president, Mid-Island Supply; and L. K. Behr, of Norton. 


INDUSTRIAL DISTRIBUTION * AUGUST, 1953 





Passaic Distributor 
Assigns Territories 


H. W. Mills & Co., Passaic, N. J., 
has promoted Thomas Murray from 
inside sales to outside. He will han 
dle the Newark city territory. 

Frank Copozzo, promoted to the 
outside force earlier this Spring, has 
been transferred from Newark to the 
North Bergen area. 

Mr. Murray joined the company ten 
years ago in shipping. He worked 
successively in receiving, order layout, 
counter sales and telephone sales. Dur 
ing World War II he served in the 
Coast Guard. 

Mr. Copozzo has been with the 
firm eight years. He also worked 
through various departments under 
the company’s training program, ex 
cept for World War II army service 





Kenneth Y. Lutz 


General Field Manager 
Named by All-State 


All-State Welding Alloys, Inc., 
New York City, has named Kenneth 
V. Lutz general ficld manager. 

He joined the company in 1948 as 
regional manager for 11 western states 
and Hawaii. Before that he was sales 
manager for Welders Supply Co., 
Seattle. He also worked for various 
shipyards in Washington. 


Newark Distributor 
Helps Write Film 


Executives of Squier, Schilling & 
Skiff, Inc., Newark, N. J., and Allen 
Mfg. Co. teamed up to write the 
script of a new 16 mm. sound movic, 
“Hold Everything,” just released by 
the Hartford, Conn., manufacturer. 

The 20-minute promotion film 
shows the distributor's part in selling 
socket screws and describes the prod- 
uct. 

It is designed for sales training pro 
grams. 


Shipping Fz 
Profitable 
CLEVELAND | 


= 
TENERS: 


’ 


are being produced J 


at a new pace; “* 
meaning better s 


to distributors 


Shipments of most items in the wide size 
' range of Cleveland Cap Screws, Set 
Screws and Milled Studs are materi- 
ally stepped up. Faster production 
and new traffic controls assure 
prompter service on your in- 
quiries and orders. Many items 
now in stock, ready to ship. 
Write or wire for our latest 

Stock List. 


‘ 
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Sell... these husky 
Dependable 
GRAYMILLS 
Coolant Pumps 
or complete units 
for ALL Machine Tools 


CENTRIFUGALS 
for high volome 


1 to 7 
1/25 
1/24. 


2G.R M, 
1/8 1/4 
P. 


GEAR PUMPS 
for high pressures 


up to 
1/25 


1/2 H. 


100 P.S. 1. 
1/8 1/4 
P. 


TANK CAPACITIES 
2-5-10- 38 gal. 











GRAYMILLS 


CORPORATION 


3715 Werth Linesin Ave, Chic 
Coast Offices and Warehow 


Les Angeles; 538 Polk 


226 


! 
St., San 


13, 1. West 
| Metrose Ave... 
Francisco; 8030 


Byron Coon 


| 
| 


George H. Madeska 


Delta Power Tools 


Sets up Sales Areas 


Delta Power ‘Tool Division of Rock 
well Mfg. Co., Pittsburgh, has or 
ganized four sales regions for the 
United States and Canada. 

They are: Western Division, the 
Pacific Coast and Rocky Mountain 
states; Central Division, most of the 
area from the middle of Kentucky 
to the Great Lakes and from eastern 
Ohio to western Nebraska; Canadian, 
and Eastern. 

Named as regional managers wer¢ 
Byron Coon, Oakland, Western Divi 
sion; George H. Madeska, Chicago, 
Central; Walter H. Redpath, Toronto, 
Canadian; and George FE. Rockwell, 
New York City, Eastern. 

E. W. Ristau, Rockwell vice presi- 
dent in charge of power tool sales, 
said the changes should provide bet- 
ter service and aid the division’s 
growth. 

Mr. Coon has been manager of 
the High Point, N. C., plant of De 
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LONERGAN 
Selective 
Distribution 
Policy 











clearly defines 


MUTUAL BENEFITS 


AND 


PROTECTION 
to distributors of 


SAFETY-RELIEF 
VALVES 
and 
PRESSURE GAUGES 
...and to us 


Like a “Bill of Rights,” the Lonergan 
Franchise is designed both to benefit 
and protect. It puts the relationship 
between Lonergan and our distributors 
on a definite and equitable basis. 
Proof of its satisfactory operation is 
found in the many distributors who 
have been representing Lonergan for 
several generations. Here are a few 
of its points. 


Provide factory-trained sales engi- 
neers for direct sales help. 


Maintain sufficient distributors in an 
area in accordance with market re- 
quirements. 


Manufacture a complete line of prod- 
ucts to produce companion sales, as- 
sure repeat sales and increased 
volume. 


While Industry has been buying and 
using Lonergan Products for many 
years the line is modern . . . designed 
to mvet today’s needs. Some territories 
are still available. Write for prop- 
osition. 








J). E. LONERGAN CO. 





Walter L. Redpath 


George E. Rockwell 


luxe Saw & ‘Tool Co., a Rockwell 
subsidiary, since joining Rockwell in 
1952. He is a former general sales 
manager of Wisconsin Knife Works, 
Beloit, Wis. 

Mr. Madeska, former Cleveland 
district sales manager, joined Delta 
as a sales engineer and was promoted 
to district manager in 1946. 

Mr. Redpath has been ‘Toronto 
manager for Delta since 1940. 

Mr. Rockwell has directed Delta 
sales in New England for the past 
five years. Before that he was with 
limken-Detroit Axle Co. 


Edgecomb Steel 
Names Sales Head 
The Edgcomb Steel Corp., Hill 
side, N. J., has named John J. Mc 
Gonagle as manager of steel sales. 
Ile has been sates representative in 
Oueens County, N. Y., for several 


years. 


“PREFERENCE 
Vi CTO “ 


Stock VICTOR, and you have the help of 

qualified factory representatives who 

can help you answer your customers’ 

metal-cutting questions. 

Stock VICTOR, and you have the support of year-in, 
year-out advertising to your customers. 


EVERY job... 


Help your customers solve their metal 
cutting problems by giving them copies 
of the Victor Metal Cutting Booklet. 
If you’re out of them, order a supply 

— they’re free for the asking. 


is 
ae 
be 9 Inquiries Are Invited 
From Interested Industrial 
, Distributors 


GP 097 SAW WORKS, INC. * MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw Biades, Frames and Metal Cutting Band Saw Blades 
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1. OBJECTIVE 


See 
how 


“Lunkenheimer, and our dis- 
tributors were never in a better 
position to grasp the opportuni- 
ties that we believe 1953 will 
present,” says Harry A. Burdorf, 
Vice President in Charge of Sales 
for Lunkenheimer. ‘‘Our distribu- 
tors will have the advantage in 
1953 of more new and improved 

t p § products than the valve industry 
has seen in many years,"’ con- 


tinues Mr. Burdorf. 





But Lunkenheimer doesn't stop 


ee. * 
| i there. Primary objective of Lun- 
kenheimer's sales and advertis- 


ing planning is outstanding sup- 


port for distributors. 


FACTORY 


MANAGEMENT AND MAINTENANCE 

















2. METHOD 








3. RESULT 














con seve you 
hendreds of volve dollers 
nome 


sme ome 
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Powerful Lunkenheimer advertisements are designed 
to give distributors and distributor salesmen the strong- 
est advertising support. And you'll note that an integral 
part of the Lunkenheimer advertising is the reference 
to buying from the local distributor. 







But Lunkenheimer doesn't stop with developing good 

: advertising. Just as important is that that advertising 
appears in magazines that are really read by the men 

who buy. Mr. Burdorf points out, ‘‘We are proud to ad- 
f vise you that for the 33rd consecutive year FACTORY 
will play a large part in this program.” 



















056 Penedecet 

Detroit 26, Michigan 
Dear Mr. Yan Winkle: 
WA He confidmes thet hes 


tribute, re one oar lemme tae a 
their offerte 





We are proud te edviee you thet for the JM consecutive peer FacToRr 
“00 play «@ lerge pert in thie progres, 





pnp ey and the owt etanding firme, we Ky vmie on our prodete, 
never e beter panes Lo greap We oppertanitios inal we bee 
lieve a9) aii present 


Due te cur Post Wer Il reredeling ant retooling progres, aur fee 


care of We neste of our Gietritwtors and 


Gur étetr nen Will lee have the eeaeee in 195) of gore new and 

‘te than the valve industry Res eer in many pears, We 
have elreedy introduced « new — type Beedle Valve that gives cur 
Gistribytore © big sdvantage over their competitors ard offers custen- 


ore @ Wigger velee 


Ae ® mroup, Lhe distributors, whe represent eer Unroughout the 
country, are the oldest and bem estebliened firme in the business. 
They have bean opersting on & sound, profiteble besie with tne Lanken~ 
heleer line for years, and Whey are in & position te beck our predicts 
with the Kind of sales engineering and service thet aeker an unbest~ 
eble combination 





1 © yo. will #00 from Wese brief etetemente wy Lankenbeleer 
te « afiaee fer 195), pd, BTS yy Ey aap Gorere 
Ciskng rt for our 4ietrimters, one of your elsest eéver 
Sieere ia Pectonr, doting tok we the 3-5 Gore of pur publication, 
we hope that thie will Anepire ether leading undestrial aarufecterere 
te earch forweré in 199) 


Sincerely yours, 
no eae 5 
Ges 

[ haves t 7 

lee 








Vice dom in herae 








Lunkenheimer knows that FACTORY has 
top readership among the men who oper- 
ate America's industrial plants. And Lun- 
kenheimer knows, too, that advertising in 
FACTORY pays off. Mr. Burdorf says, ‘As 
one of your oldest advertisers, we hope 
that this will inspire other leading manu- 
facturers. 


If you handle the Lunkenheimer line —or 
any of the other products regularly adver- 
tised in FACTORY's pages—you know that 
you're getting top support where you need 
it— among the Plant Operating Men in 
industry. 

















@) A McGRAW-HILL PUBLICATION @) 
330 West 42nd Street, New York 36, New York 










































£2 Great Packaging Ideas 


LOCK WASHERS IN 


* COIN PAK 
2 NEW us. CARTON 


COIN PAK — Easier to stock, easier 
to handle . . . in all 8 Popular Sizes... 
(ASA Med. Steel—3/16",1/4", 5/16", 
3/8",7/16",1/2",5/8",3/4") 

COIN PAK — Machine Packaged to 
safeguard quality . . . eliminates link- 
ers, mixed sizes, foreign matter. 


COIN PAK — Costs No More... 
these 2 new Packaging Ideas are yours 
at no extra cost. 

COIN PAK — Sold Only through 
Recognized Distributors. 











FOR 


A 


STEAM HOSE LINES 


Note the STRENGTH ond DURABILITY of this 
Sherman assembly for coupling 1" steam hose. 
The 7% inch long heavy cost brass ——s 
has 13 extra-deep corrugations on each tai 
piece. its design mits the use of two 
rugged, rust-proof Sherman brass clamps on 
each side. With Sherman you ore sure of 
trouble-free hi-pressure connections. 

There ore Sherman Couplings and Clomps to 
meet every need— write for the Shermon 
Industrial Brass Goods catalog today. 


BATTLE CREEK, MICH 


INDUSTRIAL BRASS eA 
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Arch S. James 


St. Louis Representative 
Named by Harnischfeger 


Harnischfeger Corp., Milwaukee, 
has named Arch S. James as hoist 
sales engineer in St. Louis. 

Mr. James has worked in the mate- 
rials handling field for the past 15 
years, except for World War II serv- 
ice as a captain. He will concentrate 
on engineering help and service for 
the P & H Hevi-Lift and Zip-Life 


lines. 





J. M. Lamond 


Pittsburgh Pipe 
Elects President 


J. M. Lamond has been clected 
president of Pittsburgh Pipe & Coup 
ling Co., Allison Park, Pa. 

Former vice president and general 
manager, he is one of the founders 
of the firm, which was organized in 
1918, 

He succeeds Peter Mcllroy, named 
chairman of the board. Mr. Mcllroy 
is also board chairman of the Pitts 
burgh Standard Conduit Co. 








New Norton Engineer 
Takes Over Iowa Section 


Robert H. Johnson has been ap 
pointed abrasive engineer for Norton 
Co., in the castern Iowa territory, 
succeeding Robert L. Schwaegerle 
who retired last month 

With the Worcester, Mass., manu 
facturer since 1941, Mr. Johnson was 
at one time instructor in the grind 
ing machine division and later an 
abrasive division technician. He 
worked in manufacturing control 
from 1950 until recently, when he 
took the company’s sales training 
course 

Mr. Schwacgerle has been with 
Norton 25 years. He served as an 
abrasive grain demonstrator in Chi 
cago from 1927 to 1944 when he be 
came abrasive engineer. He was at 
one time with General Abrasive Co 
He has retired to his home in Three 


Lakes, Wis. 


R. H. Fellows 


Wood Shovel & Tool 
Names New Division Heads 


The Wood Shovel & ‘Tool Co., 
Piqua, Ohio, has named R. H. Fel- 
lows manager of sales and engineering 
for its new Kilbourne & Jacobs Divi 
sion. 

He held the same post with Kil 
bourne & Jacobs Mfg. Co., which 
sold its wheelbarrow operation to 
Wood. One time subcontract man 
ager of The Jeffrey Mfg. Co., he has 
25 years’ experience in the materials 
handling field. 

The division will make industrial 
and garden wheelbarrows, mortat 

boxes. Mr. Fellows’ 
pans and mortar boxes. r. Fellows 
job will be to improve and standard 
ize the line, and install new equip 
ment, officials said. He will spend 
considerable time in the field, working 
with the trade 

With him is Don Gallagher 
cently named foreman of the division 


Wherever you need chain, 


in any size or grade, 
to any desired 


specification... 


dias 


CHAIN 


_ 


CAMPBELL CHAIN Company 


Main Office: York, Pa f 

West Burlington, lowa 

Portland, ‘Oregon ? ¥ f y, 
i. 


Sacramento; California 
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What's your opinion . . . 


which distributor does the best job? 


—General Line Distributor 

—General Line Distributor with Specialty Departments 
—Limited or Selected Line Distributor 

—The Specialist 


Distributors across the nation are debating this question. Some claim 
that only the general line house can meet all the buyer’s needs. Others 
argue that it requires a specialist to adequately sell and service today’s 
buyer. And many distributors believe you can have the advantages of both 
types in the general line house with specialty departments or in a selected 
line house. 


What’s your opinion? Which distributor does the best job—for the 
buyer, for the manufacturer, in adequately serving his trading area? 


Don't miss INDUSTRIAL DISTRIBUTION’s 
presenting ‘ORGANIZING | 


A McGRAW-HILL PUBLICATION 
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industrial Distribution 


hac > (A GANTZING 
FOR MORE SALES” 


—A Grass-Roots Appraisal of the four types 
of Distributor Sales Organizations 
—The First Editorial Feature on this subject ever published 


Industrial Distribution’s editors, in a special 28-page report, will give a 
complete, graphic picture of the four types of distributor organizations. 
They have made extensive studies of seven distributor houses to bring 
you this special report. They have studied organization, sales philosophy, 
sales training, product knowledge, sales promotion, stock, inventory, and 
sales analysis. 


Assistant Editor George Bottari covers the general line house. Associate 
Editor Don McGill reports on the multi-line distributor with specialty 
departments. Editors Jack Wertis and Bob Slater handle the limited line 
house and the specialist. 


The result is an interesting, interpretative report you won’t want to miss. 
Read it in your September Sales Guide Issue. 


September Sales Guide Issue 


FOR MORE SALES” 


| n ci U str (] | The McGraw-Hill publication 


edited exclusively for Industrial Distributors 


2 * * 
f} i STrl h uTI 0 f and their salesmen. 


ABC ABP 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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_" ROSE, a symbol diiquality by whatever name it may be called, cannot 


~ fail to attract your a™™ntion to the fact that we are quality manufacturers 
of split-typ 2 LOCK WASHRBRS, COTTER PINS, TAPER 
PINS, STOVE BOLTS, and§ MACHINE SCREW 
NUTS, and that we would welcome your in- 


quiries. Please send for our catalogues and our 


price schedule. 


STANDARD LOCK WASHER & MFG. (O., INC. 


17 Viking Terrace Worcester 4, Mass 
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Berger Mfg. Division 
Names Sales Manager 






Charles E. Howes has been ap 
pointed general manager of sales for 
Berger Mfg. Division of Republic 
Steel Corp, Cleveland. 

He succeeds R. W. Helms, now 
assistant general sales manager fot 
Republic. 

D. E. George succeeds Mr. Howes 
as manager of sales, stecl equipment 
division. He recently headed Bet 
ger’s New York sales branch 

Mr. Howes’ headquarters will be in 
Canton, Ohio. He will direct sales 
of all Berger products through the di 
vision’s 26 branches. 

Mr. George will direct sales of 
shelving, lockers and office equipment 

A. C. Rudy has been named New 
York manager for Berger 




























Thor Atlanta Branch 


To Open in October 






Thor Power ‘Tool Co., Aurora, IIl., 
will open a new Atlanta, Ga., branch 
in October. . 

It will be housed in a building now : 4 
under construction on Spring 7. 

The sixth branch established by IT’S HERE— COMPACT MITRE GEAR 
the company since the war, it will 

‘ve Georgia, South Carolina and 
 . ‘eptcacptiaaaiamaaiaa! alum UNIT FOR INDUSTRIAL APPLICATIONS 

Thor recently opened a new branch 


in Newark, N. ] 













Hardened ““ZEROL” gears 


Matched pairs of gears run in before assembly 





Double shielded ball bearings throughout 





To Sell for Owens-Corning 







— a hw 
Owens-Corning Fiberglas Corp., Provision for re-lubrication if necessary 
Poledo, has appointed Rochester In Choice of four or five mounting faces 
dustrial Insulations, Inc., Rochester, 
N. Y., to handle sales and applica High load capacity 
tion of the company’s lines in Roch : : 
Long service life 






ester. 
Compactly designed and rigidly constructed for guaranteed 
industrial service. 


4 and 1 H.P. at 1800 R.P.M. with 250 and 750 in. Ibs. 
static torque, with two or three shaft extensions. 
























DISTRIBUTORS’ INQUIRIES INVITED 
\ few choice territories now available, If interested, 
write for complete details of our Distributor Policy 













ave 


290 WEST STREET KEENE, N. H., U.S.A. 


Also Manufactured and Sold Through Distributors in 
Canada by H&R Arms Co., Lid., Montreal, P. Q. 





JOHN D. TERRY, inside salesman at 
Peaslee-Wells, Inc., West Springfield 


Mass., checks new price s hedules. 






INDUSTRIAL DISTRIBUTION ©* AUGUST, 1953 


ARMSTE G-BRAY 


GEAR and WREEL PULLERS 


VAIN 


Quickly adil 
wheels, 
pf of sh 
or break 
Improved 
easy to set 
the harder 
the grip. 
12 types, 
3-arm, sta 
STEELGRIP 
forged arm 
screws as 
Universal P 
considerabl 
end of sha 


Write 


as see 0. ae £8 


out 


ins make them 


safe in use — 
the tighter 


izes — 2-arm, 
and special 
s with drop 
eat treated 
CHAINGRIP 
at reach to 
ences from 


talog 


CHICAGO 30, U.S.A. 


oe 


AS 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 





It’s easy and profitable to sell these precision 
machined collars. They’re available in 42 standard 


sizes for shafts from 
fitted with the famous Self-Locking UNsRAKO 
Socket 
loose. Write for literature. SPS, Jenkintown 13, Pa. 


Cha 


Abeth Crue: NS 


Big! 


AT FOR THE FUTURE 


to 3” inclusive. 


They’re 


Set Screw—the screw that won’t work 


HALLOWELL POWER TRANSMISSION DIVISION 


JENKINTOWN PEMNSTYLVAMIA 
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MANAGER = Godwin 
Johnson, of Johnson Electric Co., 
Staunton, Va., considers some new lines 
to add to his industrial supply depart- 
ment 


GENERAL 





Department to Handle 
General Electric Motors 


General Electric Co., Schenectady, 
has founded a new Doirect-Current- 
Motor and Generator Department. 

It will take over functions of the 
former D-C Motor & Generator Plan- 
ning Study, and will also be respon- 
sible for d-c and synchronous motor 
lines now manufactured by the com 
pany’s large Motor & Generator De- 
partment at Fort Wayne and the 
armored motor line of the Medium 
Induction Motor Department. 

Oscar L. Dunn is manager of the 
new department, which will be lo- 
cated in Erie, Pa. Paul D. Ross is 
manager of marketing. 


Brunner Building 
Georgia Plant 
Brunner Mfg. Co., Utica, N. Y., 


is building a new plant in Gainesville, 
Ga., to make refrigeration and air 
conditioning equipment. 

Scheduled to start production by 
early fall, it will be operated as a sub- 
sidiary of the Utica company. A ware- 
house stocking air compressors and 
refrigeration units will serve the 
Southeastern area from Gainesville. 

The plant is located in a 164 acre 
site. Ground was broken in May by 
A. G. Zum>brun, company president. 


To Manage G.E. Line 


Amold Jensen has been appointed 
manager of Conduit Standard Lines 
sales of General Electric Co., Bridge 
port, Conn. He was formerly with the 
company’s Construction Materials 
Division. 





Yale Road Show 
Touring Midwest Ld 


The materials handling road show 

of The Yale & Towne Mfg. Co., Phil- 

adelphia, has started the second leg 

of its two-year transcontinental tour. ? ki b} kk 
In St. Louis Aug. 4, it will also ac e oc xy 

visit Indianapolis, Cinrinnat' and 

Dayton in August; Cleveland, Pitts. 

burgh, Harrisburg, and Newark in 

September and Danbury, Conn., in 

October. 


Fork trucks and other handling 
equipment are demonstrated in ac- Heavy-duty, drop-forged 


tion. The show will be held for col- hoist hook—free to swivel 
leges as well as industrial audiences. 


Atlas Chain & Mfg. 
N R atiatis Yoke drop-forged for 
Names Kepresentative etrength ond safety 

Atlas Chain & Mfg. Co., Philadel 


phia, has named Cullman Huber as 
factory representative for a number 


of Eastern regions. 
He will cover Greater New York Heavy sheave rim and 


metropolitan area, northern New Jer tread sections 
sey, eastern Pennsylvania, western 
Maryland and the provinces of Que 
bec and Ontario, Canada. 
Mr. Huber is a mechanical engi 
neering graduate of the George Lane Full-length, heavy steel 
Technical School. He has been in the straps 
power transmission and materials han 
dling field since 1934. 


Republic Steel To Build 


Republic Steel Corp., Cleveland, 
will build a new plant in Toledo to 
produce powdered iron, the company 

» » » . 
officers announced. Planned for a 
50,000-Ibs. per day capacity, it will 
be completed in the summer of 1954. 





See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick 
delivery from stock,(4) many other 
time-saving distributor 
services. 

Complete catalog of 
Tackle Blocks avail- 
able on request. 


hook assembly 
easilyexchanged 
Jor shackle. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE . CLEVELAND 11, OHIO 
Va. NEW YORK ° CHICAGO . PITTSBURGH 


BEFORE CALLING on his customers 
R. M. Parker, Jr., salesman at Indus 
trial Supply Corp., Richmond, 
tocks up on manufacturers’ literature MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS—ESTABLISHED 1871 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Do Your Customers Know 


How to Make Tools Last? 


Your customer's welfare depends 
on the care he gives his tools. Does 
he know how to make the working 
edges of cutting tools, dies, fixtures 
and other shop tools last longer, so 
he'll be satisfied with what he buys? 

Here are nine ways to keep working 
edges hard and sharp (from the 
Small Defense Plants Administration, 
Technical Aids for Small Business 
No. 25): 


1. Try Hand-Stoning 


Hand-stoning is one way to make 
cutting edges last longer. This tech- 
nique removes the microscopic ragged 
portions remaining on the cutting 
edges after the tool has been sharp- 
ened. 

It minimizes the tendency of the 
tool to flake on the cutting edges and 
eliminates “build-up’’ which forms 
on the edges of tools when machining 
certain metals at high speeds. 

To minimize chipping when taking 
interrupted cuts or machining scaly 
stock, it is good practice to hone the 
noncutting portion of the edges of 
the tool rather than that part which 
is actually engaged in cutting. This 
minimizes chipping of the cutting 
edges. 

Machining operations with carbides 
are much more satisfactory and the 
tools last longer if the carbide tips are 
honed after finish grinding. Similar 
success is reported by shops machin- 
ing plastics with such tools. The 
stoning operation can be done with 
an improved fine-grit silicon carbide 
hone, though most shops prefer a 
diamond hone of 320-400 grit. 

In honing for the purpose of pro 
ducing a more durable cutting edge, 
the stone is held at approximately 
45 deg. to the top surface of the 
tool. 

In stoning to eliminate “built up” 
edges, hold the stone flat on the tool 
surfaces, 


2. Get a High Surface Finish 


A tool resharpened by the average 
tool room method will show, on ex 
amination under a microscope, an ir 
regular sawtooth form. When such 
an irregular cutting edge is used to 
remove metal, an uneven flow of the 
metal results and the cutting stresses 
are concentrated on the highest 
points of the ragged edge. 

This causes localized tool pressure 
and heating, which increase the rate 
of wear and lead to premature dulhing 


Gorham 1001 COMPANY 


betes og EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” : 
edge sets up undesirable resistance 


4406 WOODROW WILSON DETROIT 3, MICHIGAN to chip flow, resulting in a rough ma 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. chined surface. 





Also the roughness of the cutting 
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To minimize such destructive ef- 
fects, alert grinders give the tool a 
high surface finish, followed by a 
light hand honing to remove any re 
maining fine burr. Many shops have 
increased cutting tool life from 100% 
to 300% by this method. 

An irregular sawtooth cutting edge 
is obtained in the average tool room 
where the tool is sharpened only with 
a 60-grit aluminum oxide vitrified 
wheel. Give the cutting edges an ad 
ditional high surface finish with a 
resinoid or shellac bonded silicon cat 
bide wheel. After this the edges are 
lightly hand honed. This will cause 
less heat and friction, and prolong the 
life of the tool considerably. 

Considerably increased tool life can 
be obtained, however, only if other 
conditions are properly met, such as 
keeping the grinding equipment in 
first class condition, and selecting the 
proper grinding wheel in accordance 
with the recommendations of the 
grinding wheel manufacturers. 

No additional equipment is needed 
for high surface finishing of tools 
Shops which have even fairly modern 
tool grinders can mount the proper 
high surface finishing wheel on the 
spindle opposite the regular grinding 
wheel 

If the grinding machine has only 
one spindle, removing the old wheel 
and replacing it with the high surface 
finishing wheel requires but a few 
minutes and the gain realized from 
this change more than offsets the 
time consumed. 

3. Plating is Another Way 

Chromium plating is another way 
of extending the life of some tools 
such as taps, reamers, broaches, mill 
ing cutters, drills, and forming dies 

Chromium plate is applied to cut 
ting tools not only to increase hard 
ness in the edges but also to reduce 
friction between the tool and the 
workpiece and thus increase wear ré 
sistance. The same is true of certain 
dies and some of the more compli 
cated forming and shaping tools 

Chromium plated surfaces permit 
a much easier flow of chips in ma 
chining operations and reduce friction 
in the dies of punch and die work 
Such a tool surface also has nonwet 
ting and nongalling characteristics, 
and minimizes loading of the cutting 
edges, resulting in an all-round cooler 
operation. Many tool failures have 
been eliminated by this simple protec 
tion. 

The thickness of a flash chrome 
plate is maintained in many shops 
it or less than half of one one 
thousandth of an inch. While this 
thickness is usually enough, each ap 
plication of chrome plating is an 
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There’s a Pyrene for every fire hazard 


~ Oil baths 


are fire 


hazards 





These extinguishers are for oil bath hazards: (L to R) Pyrene Foam, 


( Two Dry Chemical, and C-O-Two Carbon Dioxide Extinguishers 


you can really fill the bill 
with Pyrene ! 


There isn’t a fire hazard in your area that you can’t protect with 
Pyrene* equipment. The line is so complete that one call to 
you, one purchase order, one invoice will take care of any need 
any P.A. may have. It enables you to offer them an easy way 
of getting immediate delivery without paying transportation 
charges. Pyrene helps you get business, too, by running ads that 
ask plants to order through you. They run in Business Week and 
a long list of trade and industrial publications month after month. 


*T.M. Reg. U.S. Pat 


Portable fire extinguishers: vaporizing liquid, soda-acid, foom, cartridge-operated 
arbon dioxide, dry chemical, and pump tonk © Wheeled extinguishers: sodo-acid, foar 
carbon dioxide, dry chemical types ¢ Alr foam pleypipes « Systems for special hazards 


Vp ones 
Sgrene ) 581 Belmont Ave. Newark 8, New Jersey 
f, 


Ne Affiliated with C-O-Two Fire Equipment Co. 


yy PYRENE MANUFACTURING COMPANY 














Another big step 
for MARSH 


Make no mistake about it: the 

developments presented in the 

advertisement reproduced above 

will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges telling them 


1. Marsh has perfected a new process - 

the ““Conoweld" process — for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit 


2. Marsh has developed a new copper- 
clad case — the “Marshalloy"’ case — four 
times as strong and one-third lighter than 
a cast iron case, yet a8 non-corrosive a6 a 
plastic cas 


Yes, the leader in the pressure gauge field 
has taken a still longer lead. The most 
acceptable line has become still more 
acceptable. It will pay you to push the 
line that provides so much extra sales 
leverage the Marsh line of pressure 
gauges, dial thermometers, refrigeration 
controls and heating specialties 

Ask for latest catalog and price data 

MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dept. C, Skokie, til. 


w ‘ 
BEC ALIBRATOR 
and 
ee ne 


“i quickest 
thot hos 
— the 


GAUGES + VALVES + TRAPS 
CIAL THERMOMETERS 
MEATING SPECIALTIES 


individual problem which can readily 
be solved with some experimentation. 

The part of the cutting tool which 
is to be chrome plated should first be 
thoroughly cleaned and freed of any 
burring or feathering by high surface 
finishing as described above. 

Shops using this technique often 
heat such tools after the above treat- 
ment to about 400 deg. F. for about 
a half-hour to relieve possible em- 
brittlement in the tool. 


1. Carburizing Hardens Tools 


In the carburizing process of case 
hardening tool surfaces, carbon is in- 
troduced into solid steel tools by heat- 
ing them to the required temperature 
in contact with a carbonaceous ma- 
terial. ‘This material may be in a solid, 
gascous or liquid form and is rich 
in carbon. ‘Tools are held in that 
state for the time recommended by 
the steel makers. 

To create the desired hardness on 
the outer surface, follow the recom- 
mendations of the steel makers per- 
taining to temperature, quality of 
stecl, and quenching medium. The 
last, oil or brine, is determined by 
the type of steel and general charac- 
teristics of the workpiece 

The process requires several hours, 
since sufficient time must be allowed 
for the surface metal to absorb 
enough carbon to become highly car- 
bonized steel. As the carbon slowly 
permeates the surface of the tool, it 
creates a high-carbon surface without 
affecting the low carbon core inside 
the tool body. 

Carburizing With Solid Materials: 
In this, the simplest form of case 
hardening, the workpieces are packed 
in solid carbonaceous materials like 
wood or bone charcoal, and soaked at 
raised temperatures for the length of 
time recommended by the steel sup 
plier. 

These dry or pack-hardening meth 
ods using solid carburizers are now 
being rapidly replaced by processes 
utilizing better gases and improved 
molten baths for the carburizing me 
dium. 

For those, however, who prefer 
pack-carburizing, steel containers are 
now available which prevent the solid 
carburizing compounds from burning 
Improved designs allow the heat to 
circulate freely around the work 
pieces. Better heating mediums en 
able the surfaces to be brought to 
the necessary carburizing tempera 
tures more quickly, and be held at 
the required temperature with in 
creased accuracy. 

Carburizing With Gas: Here the 
parts are heated in a retort and sub 
jected to such carbonaceous gas ma 
terials as carbon monoxide or even 
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...@ good, long 
established 
seller... 

easy to store, 

easy to ship, 


formaintenance, 
repeat sales 
assured... 


. . » yes, our popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 

BOTFIELD backs its Distributor's 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 

Write for our Distributor Proposi- 
tion today . . . we belive it wilt 
prove attractive to you! 


REFRACTORIES CO. 


786 S. Swanson St. Philadelphia 47, Pa 
in Canada, Canadian Botfield Refractor - 
ies Co., Ltd., 171 Eastern Avenue, Toronto 


W. A. WHITNEY 
LEVER PUNCHES | 








No. 4B PUNCH 
a in Handy Kit P 


Box of heavy gage steel with hinged cover 
finished in baked green enamel. Place for 
six punches and six extra dies. Tool has 
capacity 44" hole thru 1/16” iron. Stock 
W. A. WHITNEY Lever Punches for good 
business. 

@ Send for catalog and contact your in 
dustrial supplier. 


7 
W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 


























common fuel gases. This process is 
more adaptable to machine parts than 
to tools, dies, or similar articles. 

Liquid Carburizing: Here the car- 
bonaceous materials are in liquid 
form. The baths are improved com- 
positions of sodium cyanide and other 
proprietary compounds such as cal- 
cium cyanide. These build up a 
hardened outer surface of unusual 
depth with high carbon and low 
nitrogen content. ‘The temperature 
of the liquid carburizing bath ranges 
between 1550 and 1750 deg. |! 

Since the depth of the case and 
the carbon gradient are results of time 
and temperature, close control of 
these factors is emphasized by all steel 
makers. In general, the length of 
heating time depends on the compo 
sition of the steel, the kind of car 
burizing material used, and the tem 
perature. 

The process may be applied to 
both plain carbon and alloy steels, 
provided they are within the so-called 
low-carbon range. It gives such steels, 
when they are properly quenched, the 
hard, deep cases required of wear 
resistant surfaces. 

Use of the liquid carburizing sys 
tem offers the following advantages 
freedom from distortion of the fin 
ished tool, close control of depth of 
hardness, adaptability to dropping 
temperatures before quenching, and 
economy of operation by simple op 
erating techniques. A tough core is 
also obtained by this method. 

5. Nitriding in Gas Will Help 

In this process, machined and heat 
treated steel tools, dies and similar 
shop equipment are subjected to the 
action of ammonia gas without the 
necessity of any further treatment 

Nitriding in ammonia gas can be 
accomplished with a minimum of 
distortion of slender tools because of 
the low temperature at which they are 
case hardened and because no quench 
ing is required. By holding the tools 
in anhydrous ammonia gas, both cat 
bon and mav be added to 
them. 

Absorption of nitrogen into the 
surface of the tools produces a greater 
hardness than any of the carburizing 
methods described above but the 
hardened surface has less depth. The 
source of carbon is usually hvydrocar 
bon gas, such as natural or propan 
gas, or carbon monoxide, while the 
source of nitrogen is usually ammonia 


nitrogen 


gas 

The particular alloy steels that are 
used for nitriding in highly improved 
and especially built furnaces are 
known as nitralloy. This alloy con 
tains some aluminum among the 
various elements of its composition, 
and some of the alloys can be forged 


/ 
Z 
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NEW 50 TON 
CENTER-HOLE 


HYDRAULIC PULLER 


—_— 


Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller 





FOR TOUGH CUSTOMERS WITH TOUGH JOBS 


Sell your toughest customers easily with the new OTC 50 Ton Ram— 


Saves time, money— Eliminates broken parts —Pays for itself on a 


few jobs 


The NEW Hydraulic Ram does jobs 75‘; faster Eliminates torque 
and the danger of accidents. Completely portable can be used any- 


where. With its attachments, the 50 ton puller can do hundreds of 


maintenance pulling jobs on all types of machinery. 





‘DAI EO ’ write 
Designed with the famous CENTER-HOLE that al- — 
lows fast, easy adjustment to the job plus interchange ree 
from push to pull or used as a production holding fix- pooKter 
ture. Big brother to the 17!2 and 30 ton rams. De 
, Booklet describes com- 
scribe it, show it, and you'll sell it. plete tine end wees of 


OTC equipment 






FEATURES: 


1. Calibrated Pressure Gauge 

. Interchangeable Ram Heads 
. Ram Travel of 3” 

. Weighs only 45 lbs. 

. Remote Control Pump 


. Six Foot Hi-Pressure Hose 


N OO wweah w WwW 


. Hi-Pressure Quick Coupler 


OWATONNA TOOL COMPANY 
373 CEDAR ST. OWATONNA, MINNESOTA 








24) 


10 


flexible shaft 
~ MACHINES 


your BEST BUY 
becouse they 


serve your customers 
BETTER! 


43-SPEED JIFFY 
$3.38 


These two STOW Voriable 
Speed Machines permit 
choice of operating speeds 

. . are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available 


STREAMLINER 
N.40 


Stow 


STOW FLEXIBLE SHAFTS 


are the result of specialized knowledge 
and 76 years of experience. Reliable, 
efficient—they're famous for long-wear- 


ing, trouble-free performance. 


Write for Free Copy! 


Don't delay- 
write today for your 


Free copy of Catalog 5! 


c TOI } MANUFACTURING CO 


into tools without buying heat-treated 
stock, since such forgings must be 
heat treated after the forging opera- 
tion in order to refine the grain and 
make the tools machinable. 

Excellent tables on the various 
nitralloys have been prepared, which 
list their mechanical properties and 
indicate where they are mostly used 
in shop tools. Tables are available 
from the specialty steel manufac- 
turers. 

If it is desired to make any changes 
in a tool which has been nitrided, 
the case (nitrided surface) may be 
softened by heating the pieces in a 
fused bath of sodium and potassium 
chloride. 


6. Liquid Nitriding Uses Salt 


Another case-hardening technique 
is liquid nitriding. It uses the salt 
bath process and is preferred by ma- 
chine shops desirous of reducing un- 
desirable Frictional resistance between 
the high-speed steel tool and the 
chips, for keeping the metal from 
seizing into the tool, or preventing 
tool cratering. 

Recent improvements in salt bath 
additives make it possible to cover 
cutting tools with a hard case, always 
provided, of course, that the su 
plier’s instructions are scrupulously 
followed. 

These additives are used in the 
standard baths of sodium or potas- 
sium cyanide, sodium - carbonate, 
and/or potassium carbonate com- 
poundings. Proper compounding de- 
pends, of course, on the character- 


istics of the various high-speed steel | 


cutting tools. 


Improvements in the controls of | 


the gas and electric furnaces used to 
heat the salt baths now enable shops 
to regulate and maintain the exact 


temperature required. This is a most | 


important factor in dependable hard- 
ening. 

When hardening slender tools the 
maintenance of correct temperature 


is of particular importance to prevent | 


distortion. 

The depth of hardness of the 
nitrided layer is from 0.001 in. to 
0.002 in., the process being applied 
after the complete heat treatment and 
the ee the tool. It 
should be remembered that this ni- 
triding process does not overcome 
difficulties caused by improper heat 
treatment or grinding. 

This technique is used today in 
many shops not only to impart a case 
of high hardness on single point tools 
for lathe, planer or boring mill, but 
also to increase the cutting life of 
tools such as slitting saws, reamers, 
taps, drills and the like. 

Drills, taps and thread chasers need 
not to be renitrided afier grinding 
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BOOST - 4 


YOUR 


MACHINE TOOL 
SALES 


with these 
special 

tool-selling 

techniques 











This manual shows how to = up new mar- 
ag resell old customers, build product good- 
will, 

Here is a survey of the entire machine tool sell- 
ing problem and proved sales-building methods 
that will help the machine too! salesman check 
his own techniques and improve his sales. The 
hard-hitting selling methods described in this 
book came out of the sales refresher course 
sponsored by the National Machine Too! Build- 
ers’ Association and the American Machine 
Too! Distributors’ Association... a wealth of 
advice and guidance based on the practical 
experience of hundreds of salesmen and tool 
users over many years. 


Second Edition 
Just Published! 


MACHINE TOOL 
SELLING 


By Harry J. Loberg 
Director, Sibley School of Mechanical 
Engineering, Cornell University 


2nd Ed., 194 pp., illus., $5.00 


This book brings you techniques that are based 
on the actual dollar return to your prospect on 
his investment in your equipment. Designed to 
help you sell in today’s highly competitive mar- 
ket, the book explains how to dramatize the 
savings and increased output your line of 
equipment insures. . how to prove your point 
with facts and figures. And, you'll want to 
Know the legal aspects of selling, the subject 
of a new chapter in this edition 


Shows you how to— 

—<nolyze markets —avoid arguments 
with prospects 

—answer complaints, 
objections 

—close the call 

—wuse demonstrator to 
build goodwill 

—follow through after 

e sale 

—use the successful 
sale to build 
sales 

—and dozen more 
sales-boosting 
facts and 
techniques! 


—tit your equipment 
to the job 
—make government 

bids 
book value 
of a machine 


—wse visual aids 
——run group interviews 


McGRAW-HILL BOOK CO., INC. 

330 W. 42nd St., N. Y. C. 36 

Send me Loberg’s MACHINE TOOL SELLING for 
10 days’ examination on approval. In 10 days I 
will remit $5.00, plus few cents for delivery, or 
return book postpaid: (We pay for delivery if you 
remit with coupon; same return privilege.) 
PRINT) 

Name 

Address 

City 

Company 


Position 
This offer applies to I 


8. only 














since the nitrided surface behind the 
cutting edge remains untouched dur 
ing the resharpening process. How- 
ever, form cutters and similar tools 
require renitriding when the entire 
surface is being ground for resharpen- 


ing. 


7. Cyaniding Has Progressed 


Improvements in temperature con- 
trol instruments and better under- 
standing of the composition of metals 
are largely responsible for the in- 
creased use of cyaniding as another 
way to impart surface hardness to low- 
carbon steels in the making of tools, 
dies, punches and similar shop equip- 
ment. 

Hardness is increased on the sur- 
face of the metal through the absorp- 
tion of both carbon and nitrogen 
from the salt bath. Quenching fol 
lows in water or oil. The baths are 
made up of sodium cyanide, resulting 
in a hardened case depth up to 0.008 
inch. 

Since maintaining the correct cya 
nide concentration in the bath is ex- 
tremely important and all safety meas- 
ures in handling and storing must be 
strictly observed, it is best to follow 
closely the directions of the cyanide 
suppliers. 


8. Hard Facing Adds Strength 


Still another way of lengthening 
tool life is found in recent develop 
ments in hard-facing alloys and new 
skills in their application. 

Hard-facing applications include 
not only cutting tools and dies but 
also machine tool parts like centers, 
cams, ways, as well as numerous jigs 
and fixtures. The hard surfaces so 
produced are fused to the base metal 
either by the oxyacetylene, the elec- 
tric arc welding or the improved spray 
welding technique. 

A surface so produced has excellent 
impact resistance characteristics and 
can be readily finished by grinding. 
Such a surface will not peel, gall, or 
crack, and in addition the coating 
can be readily removed if tool adjust- 
ments are necessary. This, of course, 
often eliminates replacements with 
new tools. 


9. Carbide Flame Plating 


This is a method of depositing 
powdered metals in the form of a 
thin coating on metal surfaces with- 
out its dilution by the base metal. 
It is applied at 400 deg. F. max. 
While this technique is not generally 
used on metal-cutting tools, excellent 
results are reported when it is used 
on gages and tools cutting such mate 
rials as wood, paper, cotton, rubber 
and plastics. Circular saw blades with 
flame plated teeth have a life many 
times that of a steel saw. 
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BUFFALO BELTS 


YOU. % Over 200 Sizes %& 35 Widths 
% 7 Thicknesses — IN SOLID-WOVEN COTTON BELTS 


Don't be satisfied with a skinny little belt line that makes you PASS UP 
SALES because you can’t deliver the right size, width or proper ply. Or, 
maybe your customer needs a TREATED belt and you can't fill the bill 
Has this ever happened to you? 

IF SO... . ask yourself this question: “If we're going to handle Conveyor 


Belts, why don't we fill out our line with 

—~ BUFFALO BELTS, one of the biggest 
Fluids lines of solid-woven cotton conveyor belts 

in the world?” We don't make EVERY 

6 SPECIALLY- kind of belt, but we do have a size, a 
TREATED BELTS width, a ply or a specially TREATED 
PLASTEX COATED Buffalo Belt for practically any conveying 
LATEX IMPREGNATED 
PARAFFIN COATED 
ASPHALTUM IMPREGNATED 


job you can name. 
Buffalo Belts have tremendous sales 
GLAZED BELTING 
RUBBER FILLED & COVERED 





















appeal! MADE TOUGHER from the 
sturdiest cotton yarn and WOVEN 
TIGHTER by our exclusive WOV-IN- 
WEAR Process, they naturally LAST 
LONGER and build sure-fire REPEAT 


sales! 


Unite Today! 


on your letterhead for 
our catalog and price list 


Y ~ © 


AT olen... 


209 CHANDLER STREET BUFFALO 7, NEW TORK 







AND... 
WE ALSO OFFER A 
COMPLETE LINE OF 
STITCHED CANVAS 
CONVEYOR BELTS 




















NEW YORK PHILADELPHIA CHICAGO DETROIT LOS ANGELES 







NINE-TRUCK FLEET of Reichle Supply Co., Saginaw, Mich., gives an indication 
of the amount of industrial equipment handled by that company. Vehicle with twin 
rear axle (left) is most recent addition 





Named by Buffalo Chamber Portable Electric Tools 
P. O. Rial, executive vice president Holds Sales Contest 


of Weed & Co., Buffalo, has been Portable Electric Tools. Inc., Chi 


nominated for election to the board = | dtl te: 
DETROIT STAMPING COMPANY cago, has announced the winner of 
4 v | of directors of the Buffalo Chamber a national sales contest in power tool 


332 Midland Ave. © Detroit 3, Mich, = 2 Commerce packages. ; 
He is G. R. Mims, of Southern 


Oxygen Co., who wins a Honolulu 





vacation and other awards. He bested 
. more than 700 other salesmen by 
, 7 signing up the most dealers 
P, | th Color Added to Wheels 
(Lg On Electro Refractories & Abrasive 
«ee Corp., Buffalo, is using color to help 


stock handlers identify its products 
Kelly green stripes, one-half inch wide, 


* More leads circle the periphery of the larger type 


wheels. 





* More prospects 
* More business 





Dramat'c, action-provoking ads are being seen by mil 
ons of prospects in the industrial field as a result of a 
most extensive and consistent advertising program. Pre 
tested appeals, in “proven best" magazines are only 2 
of the many factors responsible for the ever increasing 
dewvand for Procunier Tapping Attachments. Alert Dis- 
tributors who stock and recommend Procunier to quality 
and cost conscious users are cashing in on the current 
accelerated demand for “Procunier’. Versatile Pro 
cunier Tappers have been aptly called “the line that 
sells automatically’ —here's why: 


pegve built to rigid standards of wr 2 and depend. 
ability; they provide longer hours of efficient tapping, 
with fewer costly shutdowns, less parts spoilage and 
broken taps; they enable operators to handle more 
work with greater ease; they offer faster, smoother 
action, longer life, less wear, with a minimum of main- 
tenance. 


Find out how you too can get on this bandwagon of 


sales profits by stocking and selling Procunier Tapping 
Attachments—write today for details. Dept. 8 


CHECKING is part of Mrs. Lavalett« 

Anthony's duties as secretary to the 
PROCUNIER Safety Chuck Co. sales manager, C. R. Dent, at Blue 

Ridge Hardware & Supply Co., Bas 
12-16 S. Clinton St. Chicago, Ill. sett, Va 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 












Joseph A. Conlon 






New York Belting 
Names Vice President 


New York Belting & Packing Co., 
Passaic, N. J., has named Joseph A 
Conlon vice president 
Ben F. Ruether, who has retired afte: 
48 years in the industry. 

Mr. Conlon will be senior operat 
ing executive. Vice president in 
charge of sales since 1952, he has 
been in the rubber industry 23 years 

Mr. Ruether will continued with 
the company as a consultant. He 
started out with Peerless Rubber Co.., 
in Passaic in 1905, became sales man 
ager of New York Belting & Pac! 
ing in 1931 and vice president in 


1943 


succeeding 











on Wells 


CAPACITIES 


No. 5, No. 8, No. 12 
and Model 800 


cut-off saws 


OF WELLS SAWS AVAILABLE 
WITH BLADE TENSIONING 





Wells offers you 
fool-proof blade 

















At left is a close-up of the new Wells 
blade tensioning device—simple, yet 
positive and fool-proof. Below is a 
Model 800 with blade tensioning. 



















































CAPACITY 
MODEL 
‘ Rectangular Rd. Die. 
No. 5 5” x 10” §” 
No. 8 8" x 16” 8” 
No. 12 12” x 16” 12%" 
Ben F. Ruether 800° 8” x 16” 8” 











Atlas Chain Opens 
Birmingham Office 
Atlas Chain & Mfg. Co., Phila 


delphia, has opened a new sales office 
and warehouse in Birmingham, Ala. 

Officials said it will stock the com- 
pany’s line of chain and parts for 
delivery throughout the South. 





*Designed for 1” 
proved for use 
steel blade. 
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wide blades ond oap- 
with new high speed 





The Plonecns of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS 
606 ADAMS STREET 


AUGUST, 1953 










NOW IT IS POSSIBLE to maintain 
a constant blade tension on Wells 
cut-off saws. You can replace or 
change the blade any number of times, 
yet quickly and easily duplicate the 

correct blade tension. The new device 

is standard equipment on the models 
listed above. Simply turn the tension hand 
wheel until the fixed and moving indices 
coincide. At this point the blade tension is 
correct regardless of a variation in the 
length of the blade. 

The incorporation of this blade tension- 
ing device into Wells Saws eliminates the 
guesswork in blade tensioning. It means 
longer blade life and better cutting. Only 
Wells Manufacturing Corp. offers you this 
remarkable advancement in horizontal 
metal cutting band saws. 

Ask your Wells Distributor to give you 
full information, or write for descriptive 
literature, 











































MANUFACTURING CORPORATION 
THREE RIVERS, MICHIGAN 
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Only Strand . . . known for years as ‘‘the 
finest in the field’’ . . . gives you so many 
different types of flexible shaft machines 
to offer your customers. No matter 
what the need, there’s a Strand unit to 
fill the bill! 


You can offer a choice of 7 mountings 
when you recommend a Strand Flexible 
Shaft Machine—vertical yoke hanging, 
tripod stand, bench stand, tripod yoke 
stand, castered steel cabinet, caster base 
or wheeled truck. 


Of course, a full line of tool attachments 
Three speed is also available. 


Countershaft drive We're helping you sell the entire 
Strand line with a continuing adver- 
tising program in leading industrial 
publications ...If you’re not already 
handling this famous line, get in touch 
with us now for information on open 
territories. Ask for Catalog 131A. 


. and the STRANDFLEX 
4-Speed, Gear Drive Machine 


Two 4-sepeed ranges available; gear drive unit 
enclosed in housing for protection from dirt, grit, 
foreign matter. Specially lubricated for long service 


Remember, with Strand, the operator lifts only 
the tool. ..not the heavy motor! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Weodberry, Baltimore 11, Maryland, or 
5001 North Wolcott Ave., Chicago 40, Illinois 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 


George E. Medlock 


Stearns Magnetic 
Names Sales Head 


George E. Medlock has been named 
sales manager of Stearns Magnetic 
Inc., Milwaukee. 

With the company since 1946, he 
has been recently assistant sales head. 
He will direct the complete line of 
magnetic separation and power trans- 
mission equipment. 


American Screw Names 
St. Louis Representative 


Hugh Murphy, of American Screw 
Co., Willimantic, Conn., will take 
over the company’s St. Louis terri- 
tory succeeding Seward B. Putnam, 
who died recently. 

The area includes Memphis, Tenn.; 
Arkansas; Oklahoma; southern Ilinois; 
Indiana and Kentucky. 

Mr. Murphy was formerly attached 
to the head office. 





ACCOUNTING MANAGER _ at 
W. F. Glisson Co., Albany, Ga., is 
Mrs. W. F. Glisson, doubling in brass 











MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It’s completely different from conventional 
conveyor drives. It’s simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything . . . electric motor, reduc- 
tion _ and all moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 





maintenance-free conveyor operation. It's 
a sure-fire seller! 
IS A 


@ EVERY CONVEYOR CUSTOMER 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
ey shell, there are no sprockets, chains, 
-belts or jack-shafts to service and lubri- 
cate ... no exposed motors to maintain, 
@ THERE iS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coa!, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


1OWA MANUFACTURING COMPANY 
Ceder Rapids, lowa, U.S.A. 


Please send details about your Motorized Head 
Pulley opportunity. 








Title 
Firm 
Address— — 


EE 
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to the end.... a 






QUESTIONS on carbides are answered 
by K. R. Beardslee, Carboloy Depart- 
ment of General Electric Co., flanked 


















by Alec Birrell and K. F. Wilder, of 
Strong, Carlisle & Hammond Co., 
Cleveland, at special five-day course in 
Detroit. 


4eew-Seat™ 
HOSE CLAMPS 


you can’t 





Pooley Belting Co. 
Has New Quarters 


I'he S. H. Pooley Belting Co., 
Buftalo, has moved to new quarters 



























on Oak St. after highway construc 
tion forced the closing of its old ‘shake 
offices. 
It had been located on West Sen- them — 
eca St. for 22 vears. lo se 
Officers said they are considering 0 
a building away from the downtown 
area in the future. 
Airborne Accessories 
Promotes Executive 
Fred Sansonetti has been named They're vibration-proof! 





issistant general manager of Airborne 
Accessories Corp., Hillside, N. J. 

With the company for five years, he 
previously worked for General Electric 
Co. and Bendix Aviation Co. 


When the precision worm 
gear is turned, the clamp 
tightens with smooth, sure, 
uniform pressure all around 
the hose. No pinching, no 
damage, no _ leaky hose. 
AERO-SEALS won't come 
loose and pop open in that 
annoying way so many hose 
clamps have. Yet they are 
easily removed for use again 
and again. Installed with one 

hand — thumb clamp or 
screwdriver slot types. Dis- 

tributors who feature the as- 

sortments, sell AERO-SEALS 
faster! 


4-9 HOSE CLAMPS 






































































WILMA PIERCE has been _ book- 
keeper at ParkerNimmo Supply Co., 
Salem, Va., for the past two years 





BREEZE CORPORATIONS, INC. 


41 South Sixth Street, Newark 7, N. J, 









































BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


wb alee 
9 


HAVE YOU GIVEN YOUR EM 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 


HAS YOUR MANAGEMENT EN- 
DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 


HAS YOUR COMPANY GIVEN HAVE YOU INFORMED EM 
ANY RECOGNITION TO PLOYEES OF YOUR COMPANY'S 
DONORS? PLAN OF CO-OPERATION? 
DO YOU HAVE A BLOOD WAS THIS INFORMATION 
DONOR HONOR ROLL IN YOUR GIVEN THROUGH PLANT BUL- 
COMPANY? LETIN OR HOUSE MAGAZINE? 
HAVE YOU ARRANGED TO HAVE HAVE YOU CONDUCTED A 
A BLOODMOBILE MAKE REGU- DONOR PLEDGE CAMPAIGN IN 
LAR VISITS? YOUR COMPANY? 

HAVE YOU SET UP A LIST OF 

VOLUNTEERS SO THAT EFFI- 

CIENT PLANS CAN BE MADE 

FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood may mean the difference 


between life and death for any American . . the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 





in hig veins ! 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 

So this is to tell several million more Americans 
that their blood is needed—now! 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 
Forces or Community Blood Donor Center. 
One hour and you’re on your way. 


GIVE 
BLOOD 


give it again and again 


INDUSTRIAL DISTRIBUTION © AUGUST, 1953 





INSTALLATION TIP TO HELP 
oleh) me aelll ay tas) 



















PROMOTED from shipping to floor 
salesman, R. C. Norton checks machine 
with Edward E. Bennett, Farquhar Ma 
chinery Co., Jacksonville, Fla 







KENNEDY Fig. 0611 iron 
body bronze mounted gate 
valve with solid wedge disc 








CENTRIFUGAY 
pumP 








Beston Manager 
Named by Byers 

\. M. Byers Co., Pittsburgh, has 
named J. J. Merrill as Boston division 
manager. 


He has been with the company 11 
vears as field service engineer in Chi 

















KENNEDY Fig 106 swing check 
valve. tron-body, bronze 







cago Before that he had a similar paratarethr Yyr eA gar 
post with Cahoes Rolling Mill Co bronze, leather or iron discs 





in both Chicago and Boston. 
\ mechanical engineer, he attended 


Colorado University How proper valving assures 


Rollway Bearing Co. easy maintenance af 
Opens Milwaukee Office 


Rollway Bearing Co., Syracus« centrifugal pumping systems 


N. Y., has appointed Bruce Herbert 
factory representative in Minnesota In the diagram, you will note that there is a gate valve on either side of 


and Wisconsin, with headquarters in the pump. 
Milwaukee. On the suction side, it is connected directly with the pump. On the 

He was formerly in the Rollway discharge side, the swing check valve should be located between the 
Industrial Distributor Sales Depart pump and the gate valve. 

With this set-up, the flow can be readily shut off between the two 
gate valves to provide fast, easy repacking or other maintenance on 
the pump or check valve. And in a multiple pumping system, any one 
of the pumps can be shut down while the others continue to operate. 










ment in Syracuse. 














KENNEDY iron-body gate and swing check valves 
are ideally suited to this application. They are designed and constructed 
for heavy-duty service with water, oil, gas or any fluids that will not 
corrode bronze or iron. The rising stem on the KENNEDY outside screw 
and yoke gate valves tells whether valves are open or closed. KENNEDY 
swing check valves have readily removable cap for easy inspection or 
adjustment. 

THE COMPLETE LINE OF KENNEDY JOB-FITTED valves and INSPECTED 
fittings is sold through local distributors, ready to give you fast and 
convenient service. 


vu KENNEDY 


—» 


21-YEAR MAN at Nelson Hardware Est. 1877 VALVE MFG. CO. « ELMIRA, N.Y. 
Co., Roanoke, Va., is R. L. Grant, wh 
perl VALVES « PIPE FITTINGS + FIRE HYDRANTS 


ha dies pricing 
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¥ 85% MAGNESIA 


' 


\ 


Every size and thickness of “Featherweight” 
85% Magnesia fits into or over another size 
and thickness. This feature makes it easier for 
you to stock, handle, and sell this top-quality 
insulation. 


Simply by adding another layer, you can 
increase practically any size to make a thicker, 
more effective insulation. This helps you to 
keep your inventory at a minimum, reduces 
the number of special factory orders you have 
to make, and enables you to fill many unusual 
or emergency requirements from stock. 

But that’s itself, 


only half the story! By 


KEASBEY & 


COMPANY °« 


INDUSTRIAL DISTRIBUTION «© 


AMBLER 


Made in ) ‘7? ~ 


“SIMPLIFIED 
THICKNESSES” 


to make your job easier! 


Scene in new Hotel Statler, Los Angeles, show- 
ing feed water heaters and steam lines insulated 
with * Featherweight” 85° Masnesia Pipe and 
Tlock Insulation 


“Featherweight” 85° Magnesia is efficient at 
insulating temperatures up to 600°F. Used with 
K&M Hy-Temp (diatomaceous silica) Insula- 
tion, it serves applications up to 1900°F. This 
combination is especially effective because the 
layers can be applied with staggered vertical 
and horizontal joints; thus eliminating heat 
loss, as found in single layer coverings, when 
expansion of piping and equipment causes 
joints to open. 


It’s good business to sell famous K&M insula- 
tions—for your benefit as well as for your cus- 
tomers’! Write today for complete information. 


Nature made asbestos... 
Keasbey and Mattison has made it 
serve mankind since 1873 


MATTISON 


* PENNSYLVANIA 


AUGUST, 1953 
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NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
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SELL THESE STARRETT TOOLS 
TO SERVICE MECHANICS 


Ignition  f 
Spacing Gage & I 
No. 571 «gi 
> 


Micrometer with 
interchangeable anvils. 


Cylinder . 

A ——— 

No. 432-8 Inside Micrometer 
No. 82 


You'll find excellent prospects fora 
goodly number of Starrett precision 
measuring tools among the many 
shops and individual mechanics who 


service boats, ships, cars, trucks, air- 


craft, diesels and farm equipment 


Service mechanics have a special 
need for thickness gages, feeler stock, 
cylinder gages etc., but they also use 
micrometers, both inside and outside, 
dial indicators and the many other 
tools described in Starrett Precision 
They use lots of 


Tools Catalog A 


hacksaw blades, too. 


Get to know the service mechanics 
in your area. Keep in touch with 
them by sales calls, advertising or 
mail. Let them know you are local 
headquarters for Starrett Tools. It’s 


good business. 





Here Are The Features That Sell 
STARRETT BAND KNIVES 


Starrett FAST-KUT Band Knives are 
used for all stack cutting, trimming 
slicing and cut-apart operations 

especially for cutting leather, paper, 
cardboard, bread, cake, pic, meat, fish, 
cloth, tissue, insulation materials, et¢ 
Made of the finest steel, scientifically 
heat treated and precision ground, 
they are available in a complete range 
of sizes in straight-edge, scallop-edge 
and wavy-edge types. They make an 
excellent companion to the complete 


line of Starrett Hacksaws and Band 


SMOOTH FINISH 


NO RAGGED EDGES | 
FAST CUTTING 
. | 
NO DUST 


NO WASTE 
. / 


LOWER COST 


MORE PRODUCTION |e 


Saws and have the same profitable, 
repeat sales possibilities. Talk them 


up at every Opportunity. 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND Fiat STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


WHEREVER YOU SEE 
PARTS LIKE THESE... 
Sell Starrett Precision Ground 
Die and Flat Stock 
With Starrett Precision Ground Flat 
Stock and Die Stock now available in 
four types and 295 sizes, you are bet 
ter than ever prepared to sell this prof 
itable item. It's a volume seller to all 
metalworking, tool and die shops 
making punches, dies, machine parts, 
tools and precision pieces. Don't for- 
get our slogan just lay it Out and 
saw it out.” It's your cue to sell 


Starrett Band Saws, too 


He came in for a Starrett Fee 
1 showed him a few related stems 
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WRIGHT {Gy 


Low Headroom ‘ 
SPEEDWAY HOIST 


lf Hoist Headroom 
is a Headache 
for Your Customers... 


@ Look at this. The bearing point of the hook of 
this WH-1 Low Headroom WRIGHT Speedway Hoist 
can be raised so it is only 12% inches below the 
beam. And this is a 1-ton hoist with the five key 
features that make WRIGHT Speedways last longer 
and require less servicing. 

This hoist has heat-treated and surface hardened 
alloy steel gears, hard alloy silver electrical contacts 
in controller, heavy duty crane type safety limit 
stop, automatic multiple disc load brake, and ball 
bearing gear shafts. 

Add to this grooved cable drums, improved plow 
steel preformed cable, concealed motor wiring, com- 
pletely enclosed and ventilated weatherproofed 
housing, etc., and you'll have a combination of 
features found only in the WRIGHT Speedway Hoist. 

Best of all—WRIGHT Speedways are priced no 
higher than ordinary hoists. In the long run they’ll 
cost your customers less. So when you sell WRIGHT 
Hoists, you sell quality and value which pay off in 
repeat business. Write our York, Pa., office today 
for complete details. 


Hoists 


WRIGHT HOIST DIVISION | Trolleys 
AMERICAN CHAIN & CABLE Cranes 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





